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ed-Car Stocks 
ished Higher 
y Tradein Spurt 


B5-Day Supply Still 
Trails Year-Ago Level; 
Profits Show Decline 


OCKS of used cars held by 
franchised dealers showed a 
erate increase as of Dec. 1, ac- 
ding to Automotive News’ esti- 


PS. 
he inventory increase was 
reable to continuing heavy 
jeins as new-car deliveries 
med during November. Had 
used cars enjoyed steady 
ement during the month, the 
entory growth would have 
bn considerably greater. 


he average dealer had a used- 
supply good for 35.3 days of 
g as December opened, com- 
d with a 32.6-day supply Nov. 1. 
par ago, the Dec. 1 supply stood 
2.1 days. 
* * * 

RTUALLY all dealers contacted 
by AuTomoTiveE News reported 
fits on the decline, with one 
arent exception, the Upper Mid- 


Some dealers, particularly in 
> East and New England, said 
py were conducting a nonprofit 
d-car operation. 

omplained a Corn Belt dealer, 
ed-car profit is less than the 
return on tax-exempt municipal 
ids.” 

in East Coast dealer termed his 
fits “never good enough—but 
e situation was pretty well 

amed up by a dealer in an in- 
rial city who said, “Grosses 

f, sales slow.” 

‘i * * * 

S DEALERS work their way 

‘through the readjustment pe- 

d@ that always follows new-model 

roductions, the used-car profit 
re may brighten. 

With old stock being cleared 

it and fresh cars brought in at 
er wholesale, the dealers’ trad- 

& position on used units could 
kly improve, as long as de- 
d shows no severe contrac- 


xcept for Rambler dealers, few 
pact tradeins were reported. A 

inkling of dealers said they have 
to accept their first compact 

fe on a new-car deal. 

ixplained one: “It’s hard to 
(Continued on Page 4, Col. 5) 
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New-Car Stocks 


In Field and in Transit, 
Domestic Makes 
960,127 


December, 
1960 


741,221 681,719 


December, 
1961 


November, 
1961 
Current Records 
High (1,038,967) - - July 1, 1960 
Low (157,607) - - - Nov. 1, 1954 
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Compact Supply at Peak 


By Maynard M. Gordon 
News Editor 
A RECORD 43.8 percent of the 
national inventory of '62 models 
consists of compacts, according to 
the monthly census by AUTOMOTIVE 
News. 

The 11 compacts, including Chevy 
II, posed a 41-day supply for deal- 
ers Dec. 1 at the November selling 
rate. The total stockpile of an esti- 
mated 741,221 new cars was the 
equivalent of a 32-day supply. 

In a decidedly mixed inventory 
picture, November saies strength 


U.S. Sees 1962 Output 
One Million Cars Higher 


ASHINGTON.—At least one 

million more automobiles are 
expected to be produced in the 
United States in calendar 1962 than 
in 1961, according to the Depart- 
ment of Commerce. 


The government’s official an- 
nual outlook states: “Because 
passenger-car inventories on Jan. 
1, 1962, are expected to be as low 
as 840,000 units, production should 
be greater in the first quarter of 
1962 than it would ordinarily.” 
Total production will range be- 
tween 6.4 million and 6.8 million 
—an increase of 17 to 24 percent 


Daily Sales Rate 
Off in December 


*By Robert M. Lienert 
Associate Editor 


EW-CAR sales in the first 10 

days of December were cut 
back sharply to 148,656 units, ac- 
cording to factory retail reports. 

This was a steep decline from 
the 196,080 retail deliveries re- 
ported in the first 10 days of 
November and the 160,000 record- 
ed in the corresponding period of 
1960. 

Since there was one less selling 
day in the opening period of this 
month, the daily sales rate com- 
pared more favorably. The daily 
rate Dec. 1-10 was 18,580, compared 
with 21,785 in early November and 

(Continued on Page 4, Col. 3) 


over 1961, according to the esti- 
mate. 

The official outlook cites manu- 
facturer and dealer optimism and 
the variety of makes and models 
and appeals in economy and com- 
fort. Also cited as favorable condi- 
tions are increases in gross national 
product and disposable personal in- 
come to alltime highs, higher em- 
ployment, greater personal con- 
sumption expenditures and adequate 
credit availability plus stability in 
the labor situation. Other favorable 
factors are the growing number of 
two-car families, a high scrappage 
rate, a good used-car market and 
improved highways. 

* * * 


ee production in 1961, 


the lowest since 1958, is 5.5 mil- 
lion, a drop of 17.6 percent from 
the 1960 figure of 6,674,796. The 
value of wholesale factory sales— 
distributed through approximately 
32,500 franchised dealers—is expect- 
ed to exceed $10.5 billion in 1961. 

The government notes that 
public interest in the compact re- 
mained strong throughout 1961 
with compacts accounting for 
better than 35 percent of the 
total output. It also notes the in- 
troduction of intermediate-s ize 
cars and says, “At least one U. S. 
manufacturer is expected to offer 
a subcompact in 1962 to compete 
with the small imported Euro- 
pean models.” 

The forecast also points out the 
advances made in seat-belt fasten- 
(Continued on Page 34, Col. 3) 


Dutput Tops Year Ago by 25 Pet. 


By John E. Walsh 
Staff Writer 
OMESTIC car output continued 
to move at a brisk pace last 
bk as the industry turned out an 
ated 164,070 units, up 1.5 per- 
t over the previous week’s 161,- 
assemblies. Last week’s total 


beeded the like 1960 week by 25.4 


J 


ent. 

Vith plants producing an aver- 
of 26,516 units daily in the first 
orking days of the month, the 
ember total advanced to 371,217 
bpletions, compared with 359,520 
e like period in November. 
However, some slackening in 


TOP CARS 


'No November new-car registra- 
Ons were available from R, L. 


& Co. last week. Top Cars 
resume next week. 


this pace is due in the second 
half of the month as a result of 
the Christmas holidays. There is 
further indication of this in re- 
ports that at least three of Chrys- 
ler Corp.’s six assembly plants 
will be down from Dec. 22 until 
Jan. 2. 


The company refused to com- 
ment on the reports, but union 
sources said they have been in- 
formed of shutdowns at the Plym- 
outh plant in Detroit, and: facilities 
in St. Louis and Los Angeles. 

* ok ok 


N ADDITION, United Automo- 

bile Workers officials in Newark, 

Del., said that plant also may be 
closed for the week. 

The cutbacks would be made to 
reduce inventories, since both the 
Plymouth and Dart-Polara stock- 
piles seem likely to exceed a 65-day 
supply by Jan. 1. 

In the case of Plymouth the fig- 


ure now is 73 days, while the Dart- 
Polara inventory is estimated at 68 
days. 

Studebaker - Packard invento- 
ries also are high—77 days—and 
December output would be trim- 
med further if the company 
schedules.a longer shutdown than 
usual during the Christmas holi- 
days. 

Despite the prospects of these 
cutbacks, industry observers are 
looking for car productivn to re- 
main at high levels at most plants 
in the first three months of 1962. 
A total of at least 1% million units 
is anticipated. 

+ me * 
RDERS placed by the auto com- 
panies were credited as steel 
production in the week ending Dec. 
9 reached a 19-month high, and in- 
dustry sources said some makers 
are beginning {o build up their 
(Continued on ‘Page 36, Col. 1) 


of the standard-size and highest- 
priced makes was the standout 
feature. The compacts and “new- 
size” models were the most 
abundant in terms of days sup- 
ply. 

The range of days supply at Dec. 
1 was from 21 days for the standard 
Oldsmobile to 77 days for Stude- 
baker Lark and Hawk. General Mo- 
tors and Ford Motor as corporate 
entities fell below the national 
average, with 30 days and 31% 
days, respectively. Rambler had 38 
days and Chrysler Corp., 60 days. 

* * * 

HE standard Chevrolet, includ- 

ing Corvette, was second to the 

standard Olds in the thin-inventory 
bracket. Peak November sales for 
standard Chevrolet held the dealer 
stockpile to a 23-day level. 

In ascending order, other makes 
finished November with the follow- 
ing inventories: Corvair and Ford 
Galaxie, 28 days each; Lincoln and 
standard Pontiac, 29 days; Cadillac 
and Thunderbird, 31 days; Tempest, 
33 days; standard Buick and Comet, 
34 days; Falcon, 35 days; Mercury 
Monterey, 35% days. 

F-85, 40 days; Chrysler, 46 days; 
Special, 47 days; Fairlane, 50 
days (based on the 12 days it was 
on sale in November) ; Valiant, 51 
days; Imperial, 56 days; Lancer, 
57 days; Chevy II, 63 days (based 
on the full month’s retail rate) ; 
Dodge Dart-Polara, 68 days, and 
Plymouth, 73 days. 

Fairlane and Chevy II inventories 
at the end of the month reflected 
later startups and the difficulty of 
adequately stocking the large 


Chevrolet. and Ford dealer organ- 
izations. The 7,000 Chevrolet dealers 
averaged nearly six Chevy Ils 
apiece and the 6,700 Ford dealers 


about four Fairlanes. 
* * * 


TILL and all, the most worri- 
some problem of the ’62-model 
year thus far has been consumer 
resistance to the “new sizes” — 
Chevy II, Fairlane, Meteor, Dart- 
Polara and Plymouth. Dealers com- 
plain of the 21- percent “compact” 
discounts on Fairlane, Chevy II and 
Meteor or styling acceptance prob- 
lems on Dodge and Plymouth. 
“The established big cars—like 
Impala, Galaxie and Olds—and the 


established compacts are strong,” a 
(Continued on Page 4, Col. 1) 


Imports Take 


5.91 Pct. of Sales; 
Low Since 758 


[= imports’ share of the new- 
car market in October was the 
smallest recorded in nearly four 
years. 
Plagued by declining volume in 
a month which saw domestic-car 
registrations scurry upward, im- 
ports accounted for only 5.91 per- 
cent of the October total. 

Not since January, 1958, when 
their penetration was 4.88 percent, 
had imports played such a minor 
role in the market. 

* Ed + 
yar was an abrupt turnaround 
from the situation in September, 
(Continued on Page 8, Col, 3) 


Index Hits 100.7 Percent .. . 


Service Business Turns Up 


Naess average new-car dealer's 
service and parts business turn- 
ed up in November, the monthly 
Automotive News Service Index 
shows. 
The index put total service and 
parts business in November at 
102.2 percent of the October re- 
port. The November index was 
also up to 100.7 percent of the 
showing for November, 1960. 
Figures used in compiling the 
index were collected from a wide 
cross-section of dealers at the same 
time that dealers were questioned 
on their experience with factory 
promotions of longer intervals be- 
tween service work such as lubri- 
cations and oil changes. A report 
on the dealers’ comments on this 
service topic appears on Page 23 of 
this issue. 
* * * 

HE November Service Index re- 

port showed two strong points. 
November service and parts busi- 
ness -was better than in the like 
month of last year, only the second 
month in the seven that AUTOMOTIVE 
News -has been preparing the full 
Service Index report.in which a 
year-to-year gain was noted. 

In addition, last month’s service 
and parts. business was better 
than it was in the. previous month. 
Business has been picking. up 
steadily through the fall months. 
November sales of parts for ve- 

hicles being repaired in dealers’ 

shops ran 4.4 percent ahead of the 

October total and were up 3.0 per- 
cent from November, 1960. 

ok * cS 

POTAL November sales of parts 

and accessories, including all 


classes of wholesale and retail sales, 
were 2.7 percent above October and 
up .2.5. percent over November, 1960. 

The number. of repair orders 
written in the average dealer’s shop 
in November was 2.7 percent ahead 
of the October figure. 

Customer labor sales were the 
weak point in the November re- 
port.. They were up only 0.4 percent 
from October and ran 2.6 percent 
under the total for November of 
last year. 

All figures in the Service Index 
report are adjusted for differences 
in the number of business days in 
the months considered. 

* # * 


Service Index 


100.7" 


Nov. ’61 

vs. vs. 
Nov. "60 Oct. ’61 
Repair Orders 

Written + 04% 
Customer 

Labor Sales.. — 2.6% 
Shop 

Parts Sales .. + 3.0% 
Sales of All 

Parts and 

Accessories .. + 2.5% + 2.7% 

* Survey by Automotive News shows 
that new-car dealers’ service and parts 
business in November, 1961, was 100.7 
percent of business in November, 1960. 
November, 1961, was 102.2 percent of 
October, 1961. 


+ 2.7% 
+ 0.4% 
+ 44% 
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Problems in Recruiting Dealers . . . 





Bolstering Franchise System 


By Maynard M, Gordon 
News Editor 


_ problem of getting good 
dealers is as old as the auto 
business, and as much misunder- 
stood. 

And, with the franchise sys- 
tem under attack on many fronts 
these days, the subject is a hotly 
debated one. 

Some dealers say that franchises 
aren’t worth anything these days; 
that money just isn’t attracted to 
dealerships. 

And there are makers who are 
appalled at the cost of obtaining 
dealer replacements. 

* * * 

ET the fact is that in the case 

of farsighted factory executives 

who have understood the priceless 
value of good dealers and have con- 
tributed the necessary ingredients— 
integrity, good products and good 
policies—there is little difficulty in 
attracting good dealers. 

Such factories don’t have to go 
looking for dealers when a _ spot 
opens up, because they have been 
looking for good replacements 
through the years with policies that 
make a franchise valuable. 

As one dealer put it recently: 

“Dealers say that dealerships 
are no longer attractive, but just 
try to find an attractive franchise 
in a good spot these days, or any 
days.” 

Nevertheless, there are a few 


Small Chrysler Net Seen 


By Financial 


_ STREET gave Chrysler 
Corp. a yearend boost last 
week. Reports circulated freely that 
the company, shrugging off Plym- 
outh and Dodge sales setbacks, 
would wind up the year with a net 
profit of about $1 a share. 

Company spokesmen declined to 


Romney Warns 


Of Steel Strike 


Next Summer 


CHICAGO. — George Romney, 
president of American Motors, said 
last week the nation is threatened 
by another industrywide steel strike 
in 1962. 

Speaking at the annual meeting 
of the American Farm Bureau Fed- 
eration here, Romney said the 
Eisenhower Administration failed 
to deal with the cause instead of 
the symptoms of the last industry- 
wide steel strike in 1959. 

He said the Kennedy Administra- 
tion also continues to be concerned 
with cure rather than with preven- 
tion of such national emergencies. 

“The nation is facing not only 
the possibility of another industry- 
wide steel strike, but also the po- 
tentially greater evil of another 
government-dictated settlement 
and eventual government control,” 
Romney said. 

Romney said American Motors 
and most other steel users are al- 
ready beginning to stockpile steel 
against the possibility of a steel 
strike next June. 

He said repetition of White 
House intervention in the steel 
negotiations that will open next 
spring is “not the right answer, an 
adequate answer or an American 
answer.” 


Studebaker F ‘orms 
Worldwide Setup 


SOUTH BEND.—Appointment of 
A. R. Gale, San Francisco, as 
president of the newly formed 
Studebaker International SA is an- 
nounced by Sherwood H. Egbert, 
Studebaker-Packard president. 

Studebaker International will be 
headquartered at Lausanne, Switz- 
erland, and will have supervision 
of the sale of Studebaker products 
in the world markets in addition 
to foreign operations and invest- 
ments. Gale has been vice-president 


areas where all factories have to 
support dealerships financially; on 
Manhattan, for example. 

cd ca * 


“A LL auto manufacturers have a 

problem of weak representa- 
tion somewhere or other,” a factory 
distribution executive said. “It’s a 
question of putting our own money 
in until the new dealer or the 
strengthened old dealer can take 
over the deal. The franchise system 
depends on this support.” 


Chrysler President Lynn A. 
Townsend, expounding on the prob- 
lem of dealer profitability in a Utah 
address this month, noted that the 
2 percent hold- 
back and inven- 
tory and improv- 
ed parts allow- 
ances, have 
“brightened the 
outlook for the 
year ahead.” 

But Townsend 
warned that “in- 
vestment capital 
just isn’t moving 
in the needed 
amounts in the 





Lynn A, Townsend 
direction of the automobile deal- 
erships. 

“And it won’t begin to move as 


it should in that direction until 
clear evidence of generally improv- 


Experts 


confirm or deny the profit projec- 
tion, which would overcome a nine- 
month deficit of $2.28 a share and 
cover Chrysler’s $1 dividend. But 
an investment analyst close to 
Chrysler directors said the $1-a- 
share net was “in the bag” in spite 
of lagging Plymouth and Dodge 
volume and dealer incentive pro- 
grams. . 
If Chrysler’s fourth-quarter 
performance brings a profit of at 
least $3.28 a share, both washing 
out the three-quarter loss and ab- 
sorbing the dividend, it will have 
meant a signal accomplishment 
for President Lynn A. Townsend’s 
economy program. 


Chrysler has operated most of 





(Continued on Page 33, Col. 2) 
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ing profitability begins to show up,’ 
he added. 
* * * 
HAT does it take to establish 
an adequately financed dealer- 
ship these days? ; 
Estimates compiled from checks 
with auto manufacturers and fac- 
tory-financed dealerships average 
out at an initial cost of about $225 
per car per contract, or $225,000 for 


This Week in Summary... 


Automotive News Review 


Quick service and night service recommended to increase dealers’ 
shop profits; how gas stations struggle to offer profitable service— 


Disk brakes facing crucial test in U. S. with English Ford’s new 
drive for sales seen an important tool in measuring American inter- 


Reactions of dealers to factory promotions on extended oil drain 
American Motors President George Romney is one of the nation’s 
David J. Wilkie—Page 25. 

x 
Dealer held never liable in damages for injuries caused by an em- 


Service Index shows November service and parts business up 0.7 


A record 43.8 percent of the national inventory of ’62 models con- 
sists of compacts; total stockpile estimated at 741,221 new cars, equal 


Output of domestic cars continues at brisk pace, but some cutbacks 
are possible later this month due to rising Chrysler Corp. inventories— 


Problems involved in getting and holding good dealers—Page 2. 
* * OK 


Retail deliveries of new cars in first 10 days of December decline 
to 148,656 from the 196,080 in the first 10 days of November—Page 1. 


a 1,000-car-a-year point. 

Smaller dealerships require 
more cash per car of contract 
and larger locations less. For ex- 
ample, one factory asks $160 a 
car on a 2,000-car dealership, $250 
on a 360-car point and $420 for a 
100-car location. 

“In days after World War II,” 
a Motors Holding dealer recalled, 
“all you needed was a franchise 
and any bank in town would have 
this kind of dough in your hands 
in 24 hours, Today dealer profit- 
abality is niggardly, and the tradi- 
tional lenders look for more lucra- 
tive investments. 

“The factories are coming around 
to realize that since they can’t em- 
ploy their assets in vast merger ex- 
peditions, they will have to under- 
write the amounts required by 
dealers who can’t get help else- 


where.” 


* * * 


Seek ‘Hungry’ Applicant 

T USED to be that a factory 

turned down dealership appli- 
cants unless they could pony up 
$20,000 on a $100,000 deal. Now- 
adays, a qualified dealership sales 
manager or used-car dealer with 
zero to invest may get full help 
from any of the Big Three com- 
panies. 

“Give me a ‘hungry’ sales man- 
ager hot to run his own deal, and 
my company will have him set up 
in a $90,000 or $100,000 deal plenty 
fast,’ a Big Three recruiter told 
Automotive News. “I’d almost be 
willing to guarantee my manage- 
ment that this guy would have us 
bought out in five to six years and 
be a complete success. 

“Then, of course, the bank 
down the street would be more 
than happy to give the guy a 
loan.” 

The search for eligible and ambi- 
tious men to become new-car deal- 
ers is being intensified throughout 
the industry. Auto companies are 
reaching across franchise lines to 
recruit managers, who for lack of 

(Continued on Page 37, Col. 1) 
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At Detroit Dealer Meeting— 
Dealers Assn. From left are Boyce Tope, 


ae 


By John K. Teahen Jr. 
Associate Editor 


DETROIT.—Birkett L. Williams 





tol 

de 

Dealers and state officials gathered at the 53rd annual meeting of the Detroit Auto of 
DADA executive vice-president; Herbert J 

Kessler (Buick), 1961 DADA president, and James M. Hare, Michigan secretary of state. j 
; ces Xs 

They’re Synonymous to Williams... at 
—_— se 
Links Low Stocks, Profi x 
s Low Stocks, Profits |: 

: : s 

mentioning the advantages of ge 

united action in the fields of | ti 

factory-dealer relations and legis- | ¢ 

lation. I 


is sticking to his 1960 advice to 
auto dealers: Keep new-car inven- 
tories at a 30-day level, because 
history proves 
that dealer prof- 
its go down when 
inventories go up. 

As 1960 presi- 
dent of the Na- 
tional Automobile 
Dealers Assn., 
Williams preach- 
ed the doctrine of 
inventory control 
throughout the 
nation. He re- 
peated his advice 
last week at the 53rd annual meet- 
ing of the Detroit Auto Dealers 
Assn. 

“Carrying an inventory is your 
biggest expense,” he told the De- 
troiters. “The present industry av- 
erage of 32 days is in good balance, 
but it can get out of balance 
mighty fast if dealers get careless.” 

Looking ahead, Williams sees 
good times, but not easy times. 
“You must demand and get more 
efficiency from your employes,” he 
said. 

“And you must economize. Get 
rid of every unnecessary expense 
—even if one of them is your 
brother-in-law.” 

Williams declared that the cur- 
rent “service revolution” means 
that it’s going to take a lot more 
customers to produce the same 
number of service dollars because 
of such items as self-adjusting 
brakes, long-life coolant and ex- 
tended lubrication and oil-change 
intervals. 

“But this is a good thing,’ he 
said. “It means better cars, and it 
means we'll sell more of them. 

A Cleveland dealer for 46 years, 
Williams has handled Ford since 
1924. He spoke of the shrinking 
dealer population and noted that 
in 1950, dealers averaged 129 new- 
car sales. 

The figure climbed to 191 in 1960, 
and he looks for the average to 
top 200 next year. “The trend is to 
bigger, better, stronger and fewer 
dealers,” Williams said. “Almost 
one dealer per day went bankrupt 
in 1960, and a lot of others got 
tired and threw in the sponge.” 

Williams made a strong plea 
for trade association membership, 





B. L. Williams 





$50 Rebates Offered 
By Plymouth, Dodge 


DETROIT.—Dodge and Plym- 
outh have instituted the first re- 
bate programs of the ’62 model 
year. A bonus of $50 per car will 
be paid te dealers for retail sales 
of new ’61 and ’62 models. Valiant 
and Lancer are not included in 
the program. 

To qualify for the bonus, a 
dealer must purchase by Dec. 31 
a factory-assigned quota of the 
eligible models (Plymouth, Dart 
and Polara). Program dates are: 
Dodge—Dec. 11 to Jan. 31; Plym- 
outh—Dec. 21 to Jan. 31. 








“The benefits which the NADA| pro 
Task Force obtained for you for} the 
1962,” he said, “will cover all the|sud 
dues you will ever pay in your De-|to 
troit association, your state associa-|thel 
tion and NADA.” V 


In a tribute to the Detroit deal-§i” 
ers, Williams called them the “mogt#®& 
aggressive, most competitive anqj'0™ 
best-informed in the country.” Hepilt 
added, “A dealer who can make 
a living in Detroit can do well any-fom 
where.” 


The Detroit association elected Fre 
four new directors and ronan ae 
nine others. The board will meet] £y 
this week to elect officers for 1962; prac 
The new president will succeed jmp 
Herbert J. Kessler, whose fellow} whe 
Buick dealers gave him a watch! ing) 
last week in recognition of his} 4 
service as DADA chief. 


New directors are Richard 
Shalla, Chevrolet; Earl On, 
Dodge; Dave Coogan, Lincoln- 
Mercury, and Robert E. Clark, 
imported cars. Clark handles 
Volkswagen and Porsche. 
Directors reelected are Kessler; 
Ray Severs, Cadillac; Arthur Scrib- 
ner, Chrysler; Stark Hickey, Ford; 
Richard Fischer, Oldsmobile; F. 0jstan 
Ratigan, Plymouth; Roland Rinkej whee 
Pontiac; William Hermann, Ram-fance 
bler, and Howard Bell, Studebaker, o 

1 


$165-Million Raise rth 


WASHINGTON. — Millions of deal 
Americans will have more money§, 
to spend for Christmas because of cut 
the new minimum-wage law. The the x 
Labor Department estimates 2,563; I 
000 workers will have received $165 
million more in wages by Christ can t 
mas than they would have befo 
the law became effective Sept. 3. Prac 
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Dealer of the Year— 


Joseph S. Santin (Chevrolet), right, My 
tic, Conn., receives the Connecticut Dea 
of the Year Award from Prof. Scott 
Alister, of the University of Connectic 


who headed the Selection Committee. Sa pee 
tin, who is president of the New Londe a 
Automotive Trades Assn., was cited a 
his record of community service and sett a 
ice to the automobile industry. He |s | Regis 
past president of the Connecticui Automes aah 
tive Trades Assn. and still serves on ™ . 
executive board. Wilk 

} Wilkie 


om 













‘A clinic on closing sales, an 
sito salesman was explaining 
sat times his dealership had 
vet $60 more than the competi- 





What did he have to offer that 
yorth $60 more? 
Well,” he said, “it is basically 
tter of convincing the cus- 
fomer that he will do what most 
jealers promise—take better care 
the customer after the sale.” 
“4 matter of sincerity,” he ‘added. 
Another salesman challenged 
him. He did it with a touch of 
humor, but still there was an edge 
of seriousness in his voice—the 
griousness of a salesman in an- 
other line who was plagued, too, 
by the problem of meeting the 
other guy's price: 
“If your shop is as good as you 
sy it is, how come you have to 
$60 more than your competi- 

ton? How come you are not 
competitive?” 
If auto dealers ever are to make 
DA| progress in solving their problems, 
for| they will have to take seriously 
the| such remarks as the foregoing, and 
De-|to understand what lies behind 
cia-| them. . 
While it is true that there is no 
eq}.pin in making a profit, as the public 
rostpiees. it, the dealer who beats his 
and jompetitor’s price is equally with- 
Het sin. 
This is the heart and soul of 
iny-pompetition. 


Freedom to Lose 

ned S, dealers seeking relief from 
ree] what they call “profit-ruining 
962) practices” of their competitors will 
eed] impress only their fellow sufferers 
low] when they complain of “profit-ruin- 
itch} ing practices.” 

his} As far as the public, and, ap- 
parently, as far as the Federal 
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rd | gwernment goes, this is one of 
rr, | the cherished freedoms—the free- 
in- | dom to ruin profits. 

rk,| So in seeking relief it might be 


better for dealers to take another 
approach; to speak, for example, of 
ler;Jstandards of service, rather than 
rib-| profit-ruining practices. 

rd;} And they will have to live by the 
_Qjstandards, too. They can’t ape the 
ike|wheelers, trading away their allow- 
am-Jance for preparation and handling 
kerfand then complain that the dealer 
down the street delivers his cars 
with only a wash and polish. 

As far as the customer goes, he 
would rather have the money put 
“of ino honest preparation than into 
4 cut price, if only he were sure that 
the money went into the car. 

ls there a way to establish stand- 
atis of service so the customer 
can be sure? 

* 


Practice Helps 


ETTING back to the clinic on 
Yclosing, it was conducted by 
hiel Beck, who has operated his 
Wm sales training, counselling and 
@ecutive-selection organization for 
Miny years. Before that he was a 
8 executive with Chrysler Corp. 
a was interesting to see the 
gesmen, under Beck’s guidance, 
Prove with practice in asking for 
order. 

he techniques are so simple 

some of the salesmen doubt- 

8 wondered why they got up 

tly on a Saturday morning to 

tend, but gradually the im- 

ovement in their skill that the 
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165 
ist 
o1 * * 


ndex 


fuctions, Used Import Cars ...... 30 
Auctions, Used U. S. Cars ....... 26 
MSP PVONES <<. .4.scese00s'es 10 
fourt Decisions ..............0- 31 
I ok hes xs ied cen o' 10 

cif] gineering Report ............. 19 
Og sc ccscsaia a hes 10 
ENG oS oe go seo n'¥ cles 22 
ED Sie acai s ens daseanns 38 
5 th} Production By Makes 2.00. ccenecs 36 
moj] Mgistrations, Cars, Trucks ....... 18 
id} Service ee Le he eee 12 
Used-Car Market OS Oe 6 
ME MIOWS . occ ccsccccccecvas 25 





Dealer- Forum 


by Robert M. Finlay 





AUTOMOTIVE NEWS, DECEMBER 


18, 1961 








simple changes wrought became 
obvious. 


procedures are simple. 
The 


with the right time. 


* * * 


Closing Suggestions 


OR those interested 
observations on closing: 


cause he 
shut up. 
“For your own mental atti- 
tude,” said Beck, “always go in 
with the idea you are going to 
make the sale. Those who go in 
with the idea of casing the joint, 
find the joint is never ready.” 


closing—always be closing. 
ning. 


benefits. 


sense of leading it, but don’t forget: 
Dominate doesn’t mean domineer. 

Use questions as a gunner uses 
tracer bullets—to check the aim. 

4. Rivet the sales close with vis- 
ual aids to help the prospect see 
the benefits. 

5. Ask for the order with fear- 
free frankness . . . and ask for it 
repeatedly. 

6. Sell the closed sale so it stays 
closed. When there are complaints, 
don’t dodge, duck or pass the buck. 
Get it fixed fast. 

In the smoothing out process, the 
salesmen took turns playing sales- 
men and buyer. By substituting a 
“when you buy” for an “if you 
buy,” by eliminating the word “I” 
and speaking in terms of the cus- 
tomer’s viewpoint, the close came 
to have a more natural ring. 

* * * 


Closing Collection 


= has spent nearly 40 years 
in selling. Some of his com- 
ments: 

Collect various methods of clos- 
ing. Some salesmen drop a method 
when it fails once. The principle 
hasn’t failed; it was just applied 
to the wrong person. Keep a full 
bag and, if one method fails, reach 
for another. 

His closing collection: 

1. Assume prospect will buy. Go 
in for the order, not for conversa- 
tion. Many busy prospects resent 
a salesman who kills time with 
them. 

2. Close on a minor point. Some 
can’t say “yes” to the big deal, 
but they can swallow it piece by 
piece by saying “yes” to minor de- 
cisions. 

3. Close on an objection. After 
you’ve been selling for a while, 
you’ve heard all the objections. 
But don’t brush them aside. Accept 
the objection, and then ask the 
prospect if this is the only thing 
holding him back. Once he lists all 
the objections, demolish them and 
make the sale. 

4. Give the prospect a choice. 

5. Suggest the use of terms in a 
way that makes it easy for him 
and helps him. 

6. Bring in a third party. Some 
think it is a sign of weakness, 
but it isn’t. At times a salesman 
gets in a rut with a prospect. 
Build up the third party, bring 
him together with the prospect 
and then fade into the wallpaper. 

7. Pave the way for another in- 
terview if you don’t get the order. 

Keep everything on a positive 
basis. Shun negatives. Never say: 
“I’ve just stopped by.” Tell the 
prospect you came specifically to 
see him. Always have a purpose. 

Remember that this point in time 
is the all-important one. As the 
philosophers say: 

“All that came before is in the 
past; all that lies ahead is uncer- 
tain. The big moment is now.” 





























Beck pointed out that all sales 





‘thing that makes the good 
salesman, said Beck, is that he puts 
together the simple, right things 








in Beck’s 












There are many opportunities to 
close. Keep testing for them with 
purposeful questions. The flubdub 
makes a sale and then loses it be- 
doesn’t know when to 


A film pointed out the ABCs of 
1. The close starts at the begin- 
2. Button up the sales close with 
3. Lock the close with the key 


of a key issue. You do this by ask- 
ing. Dominate the interview in the 





Dealers in South Bend 


Extend Seat-Belt Offer 


SOUTH BEND.—The New Car 
Dealers Assn. of St. Joseph Coun- 
ty extended to Dec. 31 its offer 
of free installation of seat belts 
in customers’ cars. 

The association is also calling 
attention to a new state law 
under which an excise tax rather 
than a personal property tax will 
be applied to automobiles begin- 
ning Jan. 1, 1963. Since cars will 
not be assessed in 1962 as per- 
sonal property, dealers ex pect 
buyers will no longer wait until 
after March 1, when property as- 
sessments have been completed. 





Moore Reveals at Utah Convention .. . 





Auto Retailing Study 
On at Wharton School 


By W. F. Smiley 

Staff Correspondent 
ALT LAKE CITY.—A “gloves- 
off, knock-down” battle against 
renegade members who peril the 
franchise system was urged here 
by James C. Moore, National Auto- 
mobile Dealers Assn, executive 

vice-president. 
Moore spoke at the 34th annual 
ok * 





They Head Utah Dealer Group— 


New officers were elected at the 34th annual convention of the Utah Automobile 
Dealers Assn. They are: Seated left to right, Henry S. Day, first vice-president; John S. 
Hinckley, president, and Elias J. Strong, executive vice-president. Standing, left to 


right, Robert Bradshaw, secretary; Harlan 


Starr, treasurer; Eugene Harvey and Floyd 


Wilson, third and second vice-presidents respectively. 


Minn. Dealers Given Report 
On Odometer Probe 


By Don Lyons 
Staff Correspondent 

MINNEAPOLIS. — Turnbacks of 
odometers on used cars, discounts 
and a guaranteed warranty plan 
for used cars were among subjects 
discussed at the annual convention 
of the Minnesota Automobile Deal- 
ers Assn. here. More than 450 deal- 
ers attended the meeting last week 
in the Leamington Hotel. 

At a “state services workshop,” 
Walter Mondale, Minnesota attor- 
ney general, explained his current 
investigation of certain dealers 
turning back odometers on used 
cars. Mondale said his investigation 
showed a smaller percentage of 
dealers practice this than he had 
suspected. 

The attorney general said he is 
not trying to “lead a crusade” but 
hopes to end the practice, for the 
protection of consumers and ethical 
dealers. 

Speaking on “Management for 
Profit,” Roger Mansfield, Nation- 
al Automobile Dealers Assn. con- 
sultant, said dealers should be 
able to determine their percent- 
age of the local car market, shoot 
for that figure and make a profit. 

Each week a dealer should be 
able to forecast how many units he 
will sell and how much he will 
make on each of them, Mansfield 
said. 

Al Kahl, general manager of the 
Iowa Automobile Dealers Assn., 
and two members of his association 
explained the Iowa Guaranteed 
Warranty Plan for used cars. 

William Fletcher, Cedar Rapids 
Chevrolet dealer and a director of 
the Iowa association, called the 
plan “another tool in helping you 
sell used cars.” He said the plan 
has eliminated embarassing war- 
ranty setups. 

Application blanks for member- 
ship in such a warranty program 
in Minnesota were handed out to 
dealers at the meeting. Harold W. 
Larson, Harold Chevrolet, Minne- 
apolis, MADA president, urged 
members to “get on the band- 
wagon” and sign the application 
blanks. 

Other speakers included James 
C. Moore, NADA executive vice- 
president, who told of the NADA 
Task Force’s progress in confer- 


ences with top officials of the man- 
ufacturers on dealer recommenda- 
tions; Warren King, Life maga- 
zine, who gave a slide presentation 
on “The ABCs of Automotive Ad- 
vertising;” Bill Gove, former sales 
training manager of ‘Minnesota 
Mining & Mfg. Co., whose subject 
was “Time—Tools—and Tempera- 
ment,” and Rep. Walter H. Judd, 
Minnesota Republican, who spoke 
on “Where in the World Are We 
Going?” 

New officers of the association 
are R. E. O’Connell jr., O’Connell 
Motor Sales, Inc. (Ford-Mercury), 
Marshall, president; Mal Nichols, 
Hencir-Nichols, Inc. (Rambler), 
Minneapolis, first vice-president; 
Curtis Berg, Red River Motor Co. 
(Ford), East Grand Forks, second 
vice-president; W. N. Whitaker, 
Whitaker Buick, St. Paul, treas- 
urer; Arnold Esser, Esser Motors 
(Pontiac-Cadillac-Rambler), Mor- 
ris, secretary, and George F. Zies- 
mer, Ziesmer Motors (Ford), Man- 
kato, NADA director. 

Leo B. Faricy, St. Paul, contin- 
ues aS general Manager. 





On the House... 


How to handle late-model used cars with unusu- 


convention of the Utah Automobile 
Dealers Assn. In the attack on the 
renegades, he threw away his script 
after detailing achievements of the 
NADA Task Force Committee. 

“We're fed up with free load- 

ers,” Moore said. “It’s time to tell 

them to get in the family or get 
out of the business. 

“NADA membership should set 
every man apart from unethical 
practices — back-door sales, false 
advertising and other misbehavior 
that has helped push dealers into 
a corner where in 1960 they had a 
year-end profit of only one-half of 
one percent before taxes. 

“The ethical dealer had a rough 
enough time when his gross profit 
was 1.3 percent,” Moore continued. 
“We should give these other dealers 
a chance to mend their ways, and 
if they refuse, deprive them of 
membership and publicly announce 
why.” 

* * * 

OORE said the Task Force has 

commissioned the University of 
Pennsylvania’s Wharton School] of 
Finance to make a study of changes 
that have occurred in the auto 
business and changes that can be 
anticipated. 

The committee is trying to find 


out “where we are going in time 


for us to be ready to meet whatever 
new developments arise,” he added. 

In talks with top-level factory 
executives, Moore continued, the 
Task Force has noted an attitude 
that never existed previously. 

“The big corporation Men are 
thinking differently and are con- 
cerned about dealer welfare,” he 
said, “not out of love but out of 
good, common business sense.” 

But he warned that dealers can- 
not forever ask someone to come to 
their aid, adding that “we’ve got to 
stand up and help ourselves.” 

Moore told of a franchised dealer 
who complained when a used-car 
lot across from him displayed in its 
front line cars identical to those 
in his showroom, 

When the cars’ origin was traced, 
Moore said, it was found that they 
had come from the dealer’s own 
consignment. 

* * * 

“TINHAT’S the kind of dealer we 

should get rid of,” Moore said. 
“He put himself in the spot of pro- 
viding his own competition, but he 
didn’t mean to. He meant that com- 
petition—unfair as it is—to be for 
you. 

“Let’s get these men out of the 
association,” he continued, “and 
let’s get them out of their fran- 
chises.” 

The NADA executive took issue 
with a story in AvuTomMoTive NEws 
in which a California court action 
involving discount-house sales was 
called a direct threat to the fran- 
chise system. 

“Unless the Department of Jus- 

(Continued on Page 36, Col. 4) 


Dealers Organize 
LEBANON, O. — The Warren 
County New Car Dealers Assn. has 
been organized here. 








ally high mileage: Chet Henson of Harbor Chev- 
rolet, San Diego, gives an unconditional mechanical 
warranty for 2,000 miles or 60 days to purchasers 
of a solid 1959-60 or ’61 car. This is handled as 
an endorsement to the regular warranty. Henson 
reports that his plan has overcome sales resistance 
without excessive expense Or endangering his firm 
by resetting the speedometers . . . Secretary of State 
has halted new-car sales at a discount house in 
Collinsville, Ill. Store operators failed to comply 
& with certain conditions to qualify for a dealer 
Wembhoftf license . . 
Ohio association has added 103 new dealer members, while adding 
80 to NADA roster... George Romney reveals that, when AMC 
was in the red several years ago, executive bonuses were based on 
reduction of company losses .. . “Bill” Ireland will chairman Mis- 
souri dealer convention next May .. . Iowa association’s 10 district 
meetings cost $3,000, or $3 per member... 

Auto fraternity will miss Slim Barnard at press previews; retired 
L. A. Examiner auto editor will conduct travelog series on L. A. TV 
station starting Jan. 1... Leo Schrafel (Rambler) is new director 
of New York, Long Island dealer group. .. Merry Christmas. 

—Perte WeEMuHorr, Editor, 
Automotive News 
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41-Day Supply for Dealers .. . 


Peak Inventory Share 
Claimed by Compacts 


(Continued from Page 1) 


veteran GM dealer in Chicago said. 
“Otherwise, there are plenty of 


trouble spots.” 

The Dec. 1 inventory rose 7.3 
percent from the revised count 
of 681,719 new models on hand 
at dealerships or in transit from 
the factories Nov. 1, This was 
considered a nominal buildup in 
new-car stocks for this time of 
year, held down as it was by the 
unusual spurt in November retail 
deliveries. 

Current stocks are strictly “no 
comparison” when judged against 
the glut of a year ago. Heavy carry- 
overs of 60 models lifted the Dec. 1 
inventory of last year to 960,127 
cars, the highest total for the 
month on record. 

This month’s stockpile is nearly 
23 percent below that of last De- 
cember. It appears that the spread 
will be about the same at Jan. 1 
unless sales take a nosedive over 
the holidays. 

+ ok * 

HERE were 995,128 cars in the 

national stockpile last New 
Year’s, of which some 200,000 were 
leftover ’60s. Fewer than 75,000 ’61s 
now are left to be disposed of by 
dealers. 

Dealer comments on the size of 
inventories are as expected, depend- 
ing on the turnover rate. GM deal- 
ers, in particular, are pleased by the 
reductions in days supply which 
have been apparent this model year. 

“The 55-day and 65-day sup- 
plies I had a year ago are for 





New-Car Stocks 


Domestic Makes 


(Compiled by Automotive News) 
Cars Cars in 


in Transit Total 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
dan, 1, ’51.... 305,888 89,900 404,788 
duly 1, ’51.... 357,606 90,700 448,306 
dan, 1, '52.... 224,968 31 000 255,968 
duly 1, ’52.... 193,462 84,500 277,962 
Jan, 1, ’53.... 291,671 83,300 374,971 
July 1, ’53.... 479,698 82,800 562,498 
dan. 1, ’54.... 428,125 36,600 464,725 
duly 1, °54.... 445,665 62,500 508,165 
Jan, 1, °55.... 293,881 68,500 362,381 
April 1, ’55.... 544,038 99,500 643,538 
July 1, °55.... 736,591 77,000 813,591 
Oct. 1, ’55.... 489,475 48,900 538,375 
dan, 1, °56.... 755,177 53,300 808,477 
April 1, ’56.... 827,977 68,100 898,669 
duly 1, °56.... 613,451 50.568 679,596 
Oct. 1, °56.... 288,103 25,900 314,003 
Dee, 1, °56.... 318,587 79,656 398,243 
dan, 1, °57.... 461,850 50,168 512,018 
Feb. 1, °57.... 561,934 68,100 630,034 
Mar. 1, ’57.... 664,608 68,400 733,008 
April 1, °57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 59,500 737,205 
dune 1, °57.... 724,329 63,420 187,749 
duly 1, °57.... 682,121 63,090 745,211 
Aug, 1, ’57.... 645,445 59,300 704,745 
Sept, 1, 57.... 684,484 45,052 729,536 
Oct, 1, °57.... 547,549 25,085 572,634 
Nov. 1, ’57.... 380,740 68,300 449,040 
Dee, 1, °57.... 460,149 71,800 531,949 
Jan, 1, ’58.... 597,208 55,000 652,208 
Feb. 1, ’58.... 725,003 54,100 779,103 
Mar. 1, °58.... 821,566 44,000 865,566 
April 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 776,964 
dune 1, ’58.... 704,751 36,500 741,251 
duly 1, ’58.... 630,598 45,000 675,598 
Aug. 1, °58.... 600,656 30,000 630,656 
Sept, 1, ’58.... 455,984 7,700 463,684 
Oct, 1, °58.... 291,397 21,500 312,897 
Nov. 1, ’58.... 241,382 45,100 286,482 
Dec, 1, ’58.... 387,131 73,200 460,331 
Jan, 1, °59.... 477,009 67,000 544,099 
Feb, 1, ’59.... 608,525 58,200 666,725 
Mar, 1, ’59.... 643,239 63,600 106,839 
April 1, ’59.... 710,382 66,620 777,002 
May 1, °59.... 766,185 68,000 $34,185 
June 1, °59.... 845,920 63,300 900,220 
duly 1, °59.... 844,152 64,000 908,152 
Aug. 1, ’59.... 928,390 48,000 976,390 
Sept. 1, ’59.... 688,035 15,000 703,035 
Oct, 1, ’59.... 467,038 52,500 519,538 
Nov, 1, ’59.... 472,409 51,000 523,909 
Dec, 1, ’59.... 387,972 20,000 407,972 
Jan, 1, ’60.... 510,467 56,000 566,467 
Feb, 1, ’60.... 687,153 85,200 772,353 
Mar. 1, ’60.... 862,334 77,000 939,334 
April 1, ’60.... 934,427 72,000 1,006,427 
May 1, ’60.... 942,894 66,800 1,009,694 
June 1, '60.... 953,090 71,000 1,024,090 
July 1, ’60.... 994,967 44,000 1,038,967 
Aug. 1, ’60.... 980,134 38,200 1,018,334 
Sept, 1, ’60.... 852,981 28,500 $81,481 
Oct, 1, '60.... 784,677 71,000 855,677 
Nov. 1, ’60.... 840,450 73,300 913,750 
Dec. 1, °60.... 892,627 67,500 960,127 
Jan, 1, ’61.... 953,603 41,525 995,128 
Feb, 1, ’61.... 973,845 50,000 1,023,845 
Mar, 1, ’61.... 974,420 44,000 1,018,420 
April 1, ’61.... 881,583 53,600 935,183 
May 1, ’61.... 854,241 61,000 915,241 
June 1, ’61.... 841,714 63,500 905,214 
duly 1, ’61.... 854,547 61,500 916,047 
Aug. 1, ’61.... 832,319 55,000 887,319 
Sept, 1, ’61.... 598,253 45,000 643,253 
Oct. 1, °61.... 593,060 85,000 678,060 
Nov. 1, ’61.... 580,719 101,000 *618,719 
Dec. 1, ’61.... 645,221 96,000 741,221 


+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 


* Revised. 
a 































the birds,” a Buick dealer in Ok- 
lahoma said. “They were of no 
help to sales, no matter what the 
factory may think. 

“Now, with 20 days of standards 
and 28 days of Specials, I’m selling 
from inventory much better. Maybe 
Walter Reuther’s new anti-layoff 
contract is a blessing in disguise.” 

In the cases of GM and Ford, 
production schedules have been 
kept below capacity in the first 
months of operations under the 
new UAW agreements, which pro- 
vide for higher pay scales for short 
workweeks and increased supple- 
mental unemployment benefits. 

Factory executives also have put 
heavy emphasis on quality in pro- 
duction cars, preferring to phase in 
new models more slowly so as to 
extract maximum quality. The 
“quality drive” is about completed 
now, however, and GM and Ford 
schedules are expected to advance 
in closer harmony with sales rates. 


Arkansas Dealers 
Honor Bale as 
Auto Man of Year 


LITTLE ROCK, Ark.—Directors 
of the Arkansas Automobile Deal- 
ers Assn. have chosen John H. Bale, 
vice-president of Bale Chevrolet 
Co., Little Rock, 
as “Automobile 
Man of the Year” 
for 1961. He was 
chosen during the 
27th annual as- 
sociation conven- 
tion in Hot 
Springs. 

Baleis past 
president of the 
Downtown Little 
Rock Lions Club, 
past president of 





John H. Bale 
the Little Rock Automobile Dealers 
Assn. and is a former member of 
the Chevrolet dealers planning com- 


mittee. He is a member of the 
Board of Arkansas Children’s Hos- 
pital. 

A commander in the Naval Re- 
serve, he served in the South Pa- 
cific during World War II. He is 
serving on the board of the United 
Fund and is co-chairman of the 
Large Firms Division of the cam- 
paign. 

The state association presented a 
plaque to Bale in recognition of 
his honor. 


Colorado Dealers 
Report GW Plan 
Going Over Big 


DENVER.—After its first week 
of operation, the used-car Guar- 
anteed Warranty program adopted 
by 207 new-car dealers in 58 Colo- 
rado cities is working smoothly, 
according to Clive Bradford, gen- 
eral manager of the Colorado Auto- 
mobile Dealers Assn. 

Bradford reported dealer enthu- 
siasm over the program is high 
and customer reaction has been 
favorable. 

The 207 dealers represent nearly 
80 percent of the CADA’s member- 
ship and more dealers are expected 
to adopt the plan. 

Under the GW plan, used-car 
buyers receive a 12-month war- 
ranty which entitles them to a 15 
percent discount on all parts and 
labor needed. 

The warranty applies not only to 
the dealer from which the car was 
purchased, but also to any of the 
5,000 participating dealers in Colo- 
rado, Nebraska, Washington, South 
Dakota, North Dakota, Iowa, Illi- 
nois, Wisconsin, Michigan, Penn- 
sylvania, Mississippi and Canada. 

The buyer receives a warranty 
card at the time of the sale and a 
list of participating dealers. 

The CADA supervises the pro- 
gram through a committee of the 
board of directors, under chairman- 
ship of Russ Lyons, a Boulder 
Chevrolet dealer. 





"Auto CARavan" Members— 


The Columbus Automobile Dealers Assn. is planning the largest show it has ever 
put on—named “Auto CARavan'’—to run Jan. 19-24 in the Buckeye Building at the 
Ohio State Fairgrounds. Members of the 1962 show committee are, from left, Robert 
Germain, Germain, Inc. (Lincoln-Mercury), chairman; Willard Ewart, F. E. Avery Co. 
(Pontiac); James Saeger, Saeger Buick Sales and Service; Jack Schmidt, Jack Schmidt 
Oldsmobile; Robert Fergus, Midwestern Service and Sales (Volkswagen), and Robert 
Keim, Gager-Keim, Inc. (Ford). Other members of the committee not shown are Harold 
Wood, Wood Motors, Inc. (Chrysler-Plymouth), and George Woodworth, Bobb Chev- 


rolet Co. 





Daily New-Car Sales Rate 
Declines in December 


(Continued from Page 1) 


17,775 in the first 10 days of Decem- 


ber, 1960. 
* * * 


OMPACTS’ share of sales con- 
tinued to diminish, with the 11 
entries in that field accounting for 
32.99 percent of the market on 
49,043 sales. 

Compacts took 34.16 percent in 
the first 10 days of November and 
34.88 percent in the first 10 days 
of October. 

As compared with the opening 
period of November, American Mo- 
tors, Studebaker-Packard and Ford 
Motor Co. boosted their share of 
sales. 

General Motors and Chrysler 
Corp. notched a smaller share of 
the market. 

* * * 


a’ rose to 6.81 percent from 
5.98 percent; S-P advanced to 
1.57 percent from 1.46, and Ford 
Motor moved ahead to 30.56 percent 
from 28.66. 

GM _ declined to 52.35 percent 
from 53.89 and Chrysler Corp. was 
off to 8.71 percent from 10.01. 

Rambler said its sales represent- 
ed a record for any December open- 
ing, while Mercury claimed a rec- 
ord on the basis of daily rate. 

The daily rate of Chrysler and 
Imperial ran 17 percent ahead of 
last year, a division spokesman 
said. 

Dec. 1-10 sales by makes were: 
Standard Chevrolet, 29,574; Ford 
Galaxie and Thunderbird, 22,250; 
Rambler, 10,119; Falcon, 9,500; Pon- 
tiac, 9,129; Oldsmobile, 9,012; Buick, 
6,123; Corvair, 6,071; Fairlane, 5,050; 
Chevy II, 4,887; Cadillac, 4,144; 
Comet, 3,951; Buick Special, 3,400; 
Tempest, 3,359; Plymouth, 3,356; 
Dodge, 3,347; Mercury Monterey, 
3,071; Chrysler, 2,514; Studebaker, 


St. Paul Dealers’ 
‘Winter Car-nival’ 


Promotion Slated 


ST. PAUL.—The St. Paul Auto- 
mobile Dealers Assn. has announc- 
ed plans for a “Winter Car-nival” 
promotion campaign to run Jan. 31- 
Feb. 5, concurrently with the St. 
Paul Winter Carnival. 


The St. Paul Dispatch-Pioneer 
Press will give the campaign a 
kickoff with a Car-nival section de- 
voted to pictures, news and adver- 
tising of 1962 cars. 

Factories will provide showroom 
displays to the dealers. 

Highlights of the promotion will 
include a drawing for a compact 
car, open to all showroom visitors, 
and a gift for every new-car pur- 
chaser. 

There will also be a drawing for 
a two-week vacation to Hawaii for 
two, open to all purchasers of new 
cars. 





2,332; F-85, 2,126; Valiant, 2,120; 
Lancer, 1,178; Lincoln, 914; Mer- 
cury Meteor, 695, and Imperial, 
434. 


Skinner New Chairman 


Of Aerospace Corp. 


LOS ANGELES. — Sherrod E. 
Skinner, who retired Oct. 31 as 
executive vice-president of General 
Motors, has been elected chairman 
of the board of 
trustees of Aero- 
space Corp. 

Skinner suc- 
ceeds William C., 
Foster, who was 
named by Presi- 
dent Kennedy as 
director of the 
United States 
Arms Control 
and Disarmament 
Agency. Since 

S. E. Skinner Foster’s appoint- 
ment, board vice-chairman Charles 
C. Lauritsen, California Institute 
of Technology physics professor, 
has been acting chairman, 


C. of C. Elects Potbury 


ST. MARYS, O.—Bob Potbury, 
Potbury Ford Sales, was elected 
president of the St. Marys Chamber 
of Commerce. : 
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Tradeins Raise 


Used-Car Stocks 


35-Day Supply Still 
Trails Year-Ago Rate 
(Continued from Page {) 


trade for compacts. Thei 
sale value and acceptanc: 
* * * 
ALTHOUGH the aver 
tory represented a 35.3-da 
ply on Dec. 1, this was still wa 
below the year’s peak of 475 days 
on Jan. 1. 

However, only 4.2 percent of re- 
porting dealers said they could 
sell out in 15 days or less, com- 
pared with 16.1 percent in this 
category a month earlier and 33.2 
percent two months ago. 

Not since last February had the 
number of dealers in the 15-day 
classification been so small. 

There was also a reduction in the 
proportion of dealers with used-car 
stocks ranging from 16 to 30 days’ 
supply. A total of 41.7 percent re- 
ported in this category Dec. 1, com- 
pared with 44.0 percent the previ- 
ous month. 


* * bd 

erway left 54.1 percent of report- 
2 ing dealers with used-car stocks 
in excess of the theoretical 30-day 
limit, compared with 39.9 percent 
a month earlier. This was the 
greatest proportion of dealers in 
this heavy-stock position reported 
since last Jan. 1. 

Range of stocks reported was 
zero to 65 days’ supply, compared 
with a range of three to 75 days 
the previous month. 

A year ago on Dec. 1, when the 
average inventory was good for 421 
days of selling, 5.7 percent of deal- 
ers were at 15 days or less; 217.7 
percent were in the 16-to-30-day 
group, and 66.6 percent were over 
30 days. Range of stocks reported 
was 10 to 60 days. 


NLRB OK’s Firing 
For Unpaid Dues 


WASHINGTON. — The National 
Labor Relations Board has héd 
that under a lawful union securify 
contract a union may request a 
employer to discharge an employe 
who is delinquent in payment of 
union dues and the employer may 
do so despite a belated payment #f 
dues. 

In the 4-0 decision, the NLRB 
noted the discharge request must 
not be a cover to a hidden moti¥ 

The case involved General Mot 
Packard Electric Division’s 5, 
employe plant at Warren, O., 
the International Union of El 
trical Workers. The board rever: 
its own 1955 rule in the dismis@l 
of unfair labor practice pe 
against the company and the unid@ 


cr used re, 
1S Weak.” 


‘ge inven. 





NADA's Moore Dubbed "Count" — 


James C. Moore, left, executive vice-president of the National Automobile Deal 
Assn., receives a plaque making him a “Count of Pulaski." The award, in honor 
Revolutionary War hero Count Casimir Pulaski, is given for outstanding service in ! 
business world by Pulaski County, Ark., in which Little Rock is located. Presenti 
Moore with the citation in front of a bust of Pulaski is George H. Benjamin, execull 


vice-president of the Arkansas Automobile Dealers Assn. Viewing the ceremony 


a 


Warren King, of Life magazine, and Charles Wiygul, president of the Arkansas associ 
tion. Moore was in Little Rock to attend the 27th annual convention of the Arkans@ 


dealers’ group. 
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a 
. says ASA C. SHARP, JR., Sales 

id the 

a Manager, Weil & Scott Brothers, 

‘a Dodge dealer, Baltimore, Md. 

previ 

“We have found that there is little, if any, shopping for 
code credit using the Commercial Credit Plan. Commercial 
een Credit takes the marginal risks as well as the good ones 
== and has built up an excellent relationship for us over 
valk the past seven years. The speed and efficiency of their 
ange credit approval mean on-the-spot delivery, which is most 
n the important in these highly competitive days. In addition, 
deal- 






a the merchandising aids and training guidance we receive 
0-day 
| Over 
orted 










from Commercial Credit are very valuable bonus extras.” 
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Commercial Credit 
serves successful dealers 









For complete information on how our 





service can help promote your success, 







call or write the Commercial Credit 
Corporation office nearest you. 
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11.8 Pct. Above ’60 Figure... 





Truck Sa 


EW-TRUCK registrations soar- 

ed to 82,911 units in October for 
the best October total since 87,262 
trucks were sold in that month of 
1955. 

This year’s October figure was 
11.10 percent ahead of the 74,625 
trucks sold in September and 
11.80 percent above the 74,158 
units retailed in October of last 
year, figures from R, L. Polk & 
Co. show. 

Dodge sales in October fell below 
the year-earlier total while sales of 
Willys were going up, pushing Wil- 
lys into fifth place in the sales race 
while Dodge dropped to sixth. This 
was the only change in the usual 
rankings for the month. 

ok * * 
ie ADDITION to Willys, seven 
other truck lines increased sales 
in October over the showing for the 
like month of last year. Each line’s 
sales for October of this year and 











last were: 

Oct., Oct., 

1961 1960 
Chevrolet .................. 26,308 23,977 
ET ne vdiinad desu cassie’ 25,401 22,254 
International ........ 11,468 8,108 
6,819 
3,253 
3,769 
973 
730 
Studebaker ............ 513 521 
Diamond T .............. 151 141 
Brockway ................ 86 17 
Miscellaneous ........ 3,165 3,536 
ROUND cv ssscisspiscories 82,911 74,158 


Truck sales in the first 10 months 
of this year totalled 757,977, down 
5.58 percent from the 802,771 units 
sold in the like period of last year. 

* 


* og 

ro the year to date, Interna- 
tional and Ford have been the 
big winners. In the face of a de- 





les Are Best Since °55 


clining market, Internationa] in- 
creased sales to 95,457 units, good 
for 12.59 percent of the market and 
a gain of 0.83 percentage points in 
penetration. 

Ford sales have declined but 
Ford has been able to boost its 
market penetration even more 
sharply than International. Ford 
sales in the first 10 months num- 
bered 241,687, equal to 31.89 per- 
cent of the market and a pene- 
tration gain of 1.67 points. 

Willys sales dropped slightly to 
25,022 units but this was good for 
3.30 percent of the market and a 
gain of 0.18 points in penetration. 

Studebaker and Brockway lost 
sales but were able to hold their 
shares of market even with last 
year’s showings. Studebaker sales 


were: 

Chevrolet, 250,014 units sold, 
32.98 percent of the market, down 
0.19 points in penetration; GMC, 
57,132 units, 7.54 percent, down 
1.20 points; Dodge, 34,006 units, 
4.49 percent, down 0.05 points. 
White, 10,951 units, 1.45 percent, 

down 0.11 points; Mack, 7,449 units, 
0.98 percent, down 0.20 points; Dia- 
mond T, 1,524 units, 0.20 percent, 
down 0.07 points, and miscellaneous, 
29,402 units, 3.88 percent, down 0.86 
points. 

* * * 

ALIFORNIA was, as usual, the 

top truck-buying state in Octo- 

ber. The top 10 states and their 
registrations for October of this 
year and last were: 


market penetration. Their figures 

























How They Fared... 
Commercial Car Registrations 


By Makes 


First 10 Months, 1961 vs. 1960 

















First 10 First 10 Percent Percent Percent 
Months, Months, Share of Share of Points 
Make 1961 1960 ’61 Market ’60 Market Change 
MU UONOE «oc cesinscecsssseencetivtnd 250,014 266,303 32.98 33.17 -, 
eer ee 241,687 242,576 31.89 30.22 +167 
94,378 12.59 11.76 + 83 
70,168 7.54 8.74 —1.20 
36,491 4.49 4.54 — 0 
25,048 3.30 3.12 + 18 
12,514 1.45 1.56 -— 
9,438 98 1.18 — 20 
Studebaker _.................... 4,498 4,721 59 59 call 
EEN UE ccek soseritnccvovevicrss 1,524 2,182 20 27 — 
Brockway ...............:0008 835 917 mi ll al 
Miscellaneous** .............. 29,402 38,035 3.88 4.74 — .86 
PND csssessisererceteas ressore 757,977 802,771 100.00 100.00 


*—White includes Autocar, Freightliner, Reo and Sterling. ‘SS 
**—Miscellaneous includes imports, Corbitt, Diveo, FWD, Kenworth, Marmon- 


Herrington, Peterbilt, etc. 
—OCompiled from R. L. Polk & Co, data, 


Romney Adds AMC Shares; 


Mills Sells 6,000 Ford | 








amounted to 4,498 units for 0.59 per- ‘eet 1960 
cent of the market. Brockway had 1. California .......... 10,742 8,290 
0.11 percent of the market with 835 DR iiciatseserscsens 6,760 5,789 
units sold. 3. New York............ 5,275 4,307 
eo: ha 4. Pennsylvania .... 3,535 3,248 

OR the other six truck lines and| % Ohio ...................... 3,486 2,979 
.the miscellaneous group, there . Michivan Reroesedetenses an ae 
ae on wo on on 2,428 1,669 
9. N. Carolina ........ 2.243 2,034 

10. New Jersey ........ 2,161 2,065 


Louisville Plant Girds 


For Cardinal Output 


LOUISVILLE. — Installation of 
tools and dies for production of 
the subcompact Cardinal! has 
begun at Ford’s Louisville plant, 
it was learned last week. 

The Cardinal, reportedly carry- 
ing a 96-inch wheelbase and a 
front-drive four-cylinder engine, 
will be available next fall in the 
United States and Europe. It is 
planned to feature the new car 
at the National Automobile Show 
next October in Detroit. 





How AMC Keeps Watch 


On Changing Markets 


By Robert M. Lienert 
Associate Editor 
Fc WAS Philadelphia’s turn on the 
pan last week as top-level sales 
and dealer-franchising executives 





Thomas A. Coupe 


Vv. E. Boyd 


of American Motors convened one 
of their regular market-survey 


meetings. 
Automotive News attended the 
session — the first time that an 


outsider has been permitted to 
observe the detailed and critical 
methods used by AMC to evaluate 
Rambler’s retailing situation in 
given marketing areas. 

Representing AMC were V. E. 
Boyd, sales vice-president; Thomas 
A. Coupe, sales manager; J. B. Wil- 
liamson, director of dealer develop- 
ment; A. E. Tracy, Eastern Division 
manager; William G. Morgan, 
Western Division manager (until 
recently Eastern regional man- 
ager); Robert T. Prendergast, East- 
ern regional manager: L, W. Stev- 
ens, dealer franchising manager; 
C. R. Colville, supervisor of dealer 
franchising activity, and T. J. Slog- 
gett and E. E. Page, special repre- 
sentatives who made up the Phil- 
adelphia market survey team. 

* * * 
LA week’s lengthy and some- 
times spirited probe of Phila- 
delphia was preceded by three 
months of preliminary work by 
Sloggett and Page. 

The team’s finding made up a 
fat operating manual for the 
meeting. This was bolstered by a 
sheaf of large-scale maps of the 
five-county Philadelphia market- 
ing area showing locations of 
Rambler dealers and their compe- 
tition, and laying out zones of in- 
fluence of Rambler dealer points. 
The AMC market survey team 





works out of Detroit and approach- 
es its task from an “academic” 
point of view. 

When its work is completed for 
a given area, a market survey 
meeting is convened. The normal 
interval is three to four months. 

* * * 
Aa purpose of the meeting is 
to determine where AMC needs 
dealers. It also points up where 
dealers are—or ought to be—ideally 
located and assigns a planning po- 
tential for each franchise holder. 

The survey meeting compares 
the existing planning potential 
with a revised potential (which is 
8 percent of registrations in the 


Reflecting the national figures, 32 


states and the District of Columbia 
had higher truck registrations in 
October than they did in the like 
month of last year. Declines were 
reported from 18 states. 


SEC Sues to Halt 
Sale of Stock in 
Diesel Auto Firm 


WASHINGTON. — Hydramotive 


Corp., Charlotte, N. C., a company 
which says it plans to market a 
radical diesel-engine passenger car 
for $1,200, has been sued on a civil 


WASHINGTON. —A block of 
American Motors stock — 3,780 
shares of common—was acquired in 
October by George Romney, presi- 
dent, according to the Securities 
and Exchange Commission. 

By exercising these options, Rom- 
ney brought his holdings of com- 
mon at the end of October to 
102,305 shares. In the same month, 
Ralph H. Isbrandt, AMC director 
of automotive engineering and re~- 
search, exercised options for 1,575 
shares of common to bring his 
holdings to 9,450 shares. 

In October, F. W. Misch, Chrysler 
Corp. financial vice-president, ac- 
quired 200 shares of his company's 
common stock and reported his 
month-end holdings as 1,210 shares. 

Ben D. Mills, general manager of 
Lincoln-Mercury Division, in Octo- 


general manager of Oldsmobile Di 
vision, disposed of 327 shares of 
General Motors common which he 
held indirectly through a founda. 
tion. Wolfram reported holding di 
rectly 2,576 shares of common ar 
3,000 shares of common in the 
foundation. 

Donald E. Kidder, assistant 
the president of Studebaker-Pack 
ard Corp., in September disposed of 
200 shares of common stock, lea 
him with no holdings of commor 
S-P Director Edward H. Litchfield 
in the same month acquired 500 
shares of common—his total hold 
ing of common at month's end. — 
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Measure to Curb 
‘Unethical’ Prici 














J. B, Williamson 


dealer’s zone of influence), and 
notes how each dealer’s rate of 
travel (projected annual volume) 
stacks up. 


It also comes up with planning- 
(Continued on Page 37, Col. 3) 


A. E, Tracy 


Late Report... 


fraud charge by the Securities and 
Exchange Commission in Federal 
District Court, Oklahoma City. 

The SEC seeks to halt the sale 
of the firm’s stock, which has been 
sold in 44 states in the last few 
months. Judge Stephan Chandler 
granted a temporary restraining 
order and set Dec. 22 for a hearing 
on SEC’s’ motion for a preliminary 
injunction. 

SEC’s action was the first of its 
kind since it obtained a criminal 
indictment against Preston Tucker. 

The SEC complaint against Hy- 
dramotive named 11 individuals, 10 
firms in Oklahoma City affiliated 
with Forrest Parrott of that city 
and four stock brokerage houses in 
Baltimore, Washington and Char- 
Ictte. 

Hydramotive has been accused of 
making “incomplete, flamboyant. 
misleading, deceptive and untrue” 
statements in brochures, sales let- 
ters and ads about its car. SEC 
questions whether the auto would 
sell for $1,200, have no transmission, 
propeller shaft, differential gears, 
driving axles, universal joints or 
brake drums or would be free of 
all auto repairs. 

The Charlotte firm also claimed 
that a new type tire would “last 
the life of the car.” Both the tire 
and the car were said to have been 
designed by Durward E. Willis, 
Charlotte. SEC savs Hvydramotive 
did not disclose that Willis has 
served time in a state penitentiary 
for a “confidence game” related to 
auto promotion and in Federal pris- 
on for mail fraud. 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
rose $38 last week to $1,199, according to Automotive News’ index. 

The average was pushed upward in the face of a generally 
sagging market as a disproportionately large number of expensive 
62s were sold. With the ’62 average spurting ahead by $450, and 
a more modest gain of $10 on ’57s, rather sharp losses among other 
models were more than balanced out. 

Declines amounted to $4 on ’58s, $8 on ’56s, $23 on ’60s, $26 on 
55s, $33 on ’6ls and $61 on ’59s. New lows were established for 
56s, ’57s, ’58s, 59s, 60s and ’61s. In the case of ’61s, the new low 
wiped out a previous minimum that had stood for 57 weeks. 

At a group of representative auctions last week, the sales ratio 
was 63.4 percent, compared with 62.9 percent the previous week. 

Auction reports begin on Page 26. 
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ber disposed of 6,000 shares of Ford 
common and reported holdings of 
9,550 shares of common outright 
and 451 as part of a stock program 
at the end of the month. 

In October, Jack F. Wolfram, 


N. H. Dealers 
Form Purchasing 


Cooperative 


CONCORD, N. H.—A new whole- 
sale purchasing cooperative for 
new-car dealers was incorporated 
with the New Hampshire secretary 
of state last week with James V. 
Grappone of Concord as president. 

Initiated by the New Hampshire 
Automobile Dealers Assn., the new 
firm, known as Automotive Supply 
Associates, is the result of a year- 
long study of the cooperative move- 
ment conducted by franchised deal- 
ers in New Hampshire. 

Besides Grappone, officers named 
at the organizational meeting are: 

Edward Sweeney, Keene, second 
vice-president; Attorney J. Walker 
Wiggin, Manchester, clerk, and 
Thomas F. McKoan, Concord, 
treasurer and general manager. 
McKoan is executive vice-president 
of the dealer group. 

“The new car dealers of New 
Hampshire have formed this pur- 
chasing cooperative as a means to 
solve many of their distribution 
problems and to provide subscrib- 
ers with specialized services which 
are not now readily available with- 
in our state,” said Grappone, 

“Generally speaking, we have had 
very favorable reaction from all of 
the factories of the participating 
members and this is as it should 
be for we intend to disturb no ex- 
isting relationship between the fac- 
tories and the dealers.” 

According to the articles of in- 
corporation, the cooperative will 
plan to purchase parts, agcessories 
and provide services on a nonprofit 
basis for the subscribers, purchas- 
ing directly from factories and sup- 
pliers. 

Directors, besides the officers, in- 
clude Carl Noyes, Roland Genest, 
Henry Turcotte, all of Manchester; 
William J. Walker, Littleton; Con- 
rad Carignan, Laconia, and Edson 
Laraway, Portsmouth. 





And Ads Explainei 


MIAMI BEACH, Fla.—Rep. Ra 
J. Madden, Indiana Democrat, ti 
the Young Democrats Clubs nati 
al convention here that his Quali 
Stabilization Bill now before Ca@ 
gress “offers a major step inc i 
ing dishonest practices that @ 
misleading the consumer in 
chandise values.” 

Madden was invited by the Your 
Democrats to explain the bill. ~ 

Madden said the bill “spells 
bait advertising, deceptive pricing 
and published misrepresentations¢ 
the product as reasons why a mé 
ufacturer may protect his qually 
brand or trademark.” F 

He said the measure would re 
quire no “government polici 
and would allow a manufacture 
safeguard “ethical distributors 4 
retailers of that brand nal 
against unfair practices.” 

He said the bill would providé 
tool against discounters who “ 





) 
































4 










( 











E 










2 




























stroy the value of a brand name 











































Sales Team— 


Roy C. Eckersley, behind the wh 
marketing manager of Peugeot, Inc., © 
Francois Daeschner, vice-president of 
French auto importer, check out a Peug' 
404 sedan. Under their leadership, P 
geot moved into 11th place in the imp "| 
auto market with 675 sales in Septembty 
In 13th place the previous month, Peugey 
sales have been climbing since Api 
when the car was ranked 16th. 
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Station Wagons Dip 
In Share of Sales 


TATION WAGONS were less af- 

fected by the sales boom in 
October than was the new-car mar- 
ket as a whole, according to an 
analysis of registrations compiled 
by R. L. Polk & Co. 

Wagons accounted for 12.42 
percent of total October registra- 
tions, compared with 13.25 per- 
cent the previous month. Volume 
rose to 68,255 units from 49,082 
in September. 

The same sort of reduction in 
penetration that for several months 
has pestered the compacts in the 
overall market is amplified in the 
station wagon market. 

Compacts took 49.53 percent of 
the wagon market in October, com- 
pared with 53.74 percent a month 
earlier. 

* * + 

O* THE eight makers with both 

standard and compact wagons, 
five notched bigger volume in Octo- 
ber with their standard entries. 
These included Chevrolet, Plym- 
outh, Pontiac, Dodge and Oldsmo- 
bile. 

Only for Ford, Mercury and 


Imported-Car 





oz . 
Registrations 
New imported-car registrations for 

10 months: 
1961 1960 
Pos. Make Pos. 
1—149,189 VW 130,102—- 1 
2— 37,778 Renault 57,557— 2 
3— 10,690 Mercedes- 

Benz 12,146— 9 
4— 10,552 Volvo 11,991—10 
5— 10,462 Fiat 18,774— 5 
6— 10,124 Triumph 15,776— 6 
7— 8,205 English 

Ford 22,038— 4 
8— 17,879 Austin- 

Healey 14,775— 8 
9— 7,747 MG . 
10— 17,704 Metropolitan ° 
* Opel 23,473— 3 
* Simca 15,320— 7 

65,215 All Others 112,020 


Total All Makes 
325,545 433,972 
*—Not in Top Ten. 





At the Factories... 





Buick did compacts outregister 
their bigger running-mates. 

Largest margin of standard over 
compact came among Dodge offer- 
ings, where Dart and left-over ’61 
Polara models outsold Lancer by 
better than 2% to one. 

Conversely, biggest compact mar- 
gin was noted in the Mercury line, 
where Comet out-registered Colony 
Park and Commuter models by 
about 1% to one. 

* * og 

TANDARD Chevrolet recaptured 

first place in the wagon market 
in October after having trailed Fal- 

con the previous month. Standard 
Chevrolet registered 12,327, com- 
pared with 11,764 for Falcon. 

Standard Ford, however, listed 
10,447 registrations to push Ford- 
nameplate wagons into first place. 

Ford and Mercury wagons, fur- 
thermore, combined to put Ford 

Motor Co. at the head of the wagon 
parade with 25,576 registrations and 
37.47 percent of the month’s wagon 
market. 

Chevrolet, Buick, Oldsmobile and 
Pontiac wagons combined to total 
23,054 registrations, giving General 
Motors entries 33.78 percent of the 
market and a solid second place 
at the corporate level. 

American Motors continued in 
third place with Rambler and 
American wagons combining for 
10,599; Chrysler Corp. was third, 
with 8,143, and Studebaker-Packard 
trailed with 883. 

+ * * 

OR the first 10 months of the 

year, Ford Motor and GM were 
in a virtual dead heat, with GM 

holding a paper-thin margin—257,- 
976 to 257,742. 

As compared with penetrations 
scored in the previous month, GM 
advanced 3.06 percentage points 
in October; Chrysler Corp. was 
up 0.34 and S-P gained 0.23. 

AMC’s penetration skidded 2.87 
percentage points and Ford Motor 
was off 0.76. 

By models, only increases in 
penetration were chalked up by 
standard Chevrolet, standard Pon- 
tiac, Mercury Colony Park and 
Commuter, Dodge Dart, standard 
Oldsmobile, standard Buick, Buick 
Special, Studebaker and Chrysler. 

—Rosert M. LIENERT 


Late Personnel News 





General Motors 


Edward N. Cole, General Motors 
group vice-president of car and 
truck divisions, was elected chair- 
man of the Board of Regents and 
chairman of the Executive Commit- 
tee of General Motors Institute. 

Semon E. Knudsen, Chevrolet 
general manager, was appointed to 
the GMI Executive Committee and 
Elliott M. Estes, Pontiac general 
manager, was elected to the Board 
of Regents. 

Cole succeeds James E. Goodman, 





Sales Score 
For Imports 


New imported-car registrations for 


October: 
1961 1960 
Pos. Make Pos 
1—15,265 Volkswagen 14,635— 1 
2— 4,066 Renault 3,496— 2 
38— 1,540 Volvo 1,199— 8 
4— 1,276 Mercedes- 
Benz 1,289— 5 
5— 1,173 Triumph 1,253— 6 
6— 982 Fiat 1,236— 7 
I— 715 Simca 1,460— 3 
8— 675 MG * 
9— 645 Austin- 
Healey 1,032—10 
10— 637 Peugeot * 
* Opel 1,381— 4 
* English Ford 1,138— 9 
5,484 All Others 8,585 
Total All Makes 
32,458 36,704 


*—Not in Top Ten. 





who recently was elected an execu- 
tive vice-president of GM. Good- 
man had served on the GMI Board 
of Regents for almost 12 years. 
* * ok 
Chevrolet 


A series of field promotions to 
follow the retirement Jan. 1 of R. P. 
Murphy as manager of the Atlantic 









é a 
B. A. Koether 


H. G. Lackey 





G. R. Stelzer F. D. Brush 
Coast region has been announced 
by K. E. Staley, Chevrolet general 
sales manager. 

Bernard A. Koether, assistant 
manager of the New York-based 
(Continued on Page 34, Col. 3) 





















How They're Selling .. . 





Rambler Total 
Standard Rambler .... 
Rambler American 











Commuter 





Oldsmobile Total 
Standard Oldsmobile 





Studebaker 


Chrysler 






Station Wagon Standings 


OCTOBER, 1961 





Chevrolet Total ......................... 14,792 21.67 177,478 25.41 
Standard Chevrolet .............. 12,327 18.06 143,009 20.48 
SPINE oc snissecsesivicscsisestesscsvesrasnge OE 3.25 34,225 4.90 





Plymouth Total ........................ 6.94 43,697 6.26 
Standard Plymouth ............... 3,318 4.86 30,416 4.36 
NIE sdesvidinceaiceicarcibessscevetvecesss 1,417 2.08 13,281 1.90 





BY BD esis ct is se casscecaesesciciins 4,054 5.94 36,942 5.29 
Standard Pontiac ... 2,226 3.26 18,892 2.71 
MND | isivchssiststeessclisnnssecricesse 1,828 2.68 18,050 2.58 





Mercury Total ...................s::000 3,365 4.93 35,250 5.05 
Comet 1,903 2.79 21,364 3.06 
MORONEY, UREN cn csseisvssiccsvessceosesecs 7186 1.15 6,848 -98 

676 -99 7,038 1.01 





IO OUR oo cesscsscssvssciscescsasssesees 4.17 27,994 
2,009 2.94 19,615 2.81 
730 1.14 6,753 97 
57 -09 1,626 23 


BOE, Fepres i apeedtscriccccsactsssacnnesssdigvees 1,016 


EE ONE i sseccisesessedsesssteseadenies 2,036 2.98 19,761 2.83 
ED iocx Chases soctpvtdec vases 1,154 1.69 13,339 1.91 
Standard Buick 882 1.29 6,422 92 





FORD MOTOR CO. ............... 25,576 37.47 257,742 36.91 
GENERAL MOTORS ............ 23,054 33.78 257,976 36.94 
AMERICAN MOTORS .......... 10,599 15.53 98,144 14.06 
CHRYSLER CORP. .................. 8,143 11.93 75,933 10.87 
STUDEBAKER-PACKARD .. 883 1.29 8,530 1.22 


@© 1961, Automotive News, from data compiled by R. L. Polk & Co. 





FIRST 10 MONTHS, 1961 
Pet. 







Pct. Share . Share 
Of Wagon Of Wagon 
Market Regis. Market 
32.54 222,492 31.86 
17.23 114,437 16.39 
15.31 108,055 15.47 
















36 244 -03 















15.53 98,144 14.06 
11.64 712,947 10.45 
3.89 25,197 3.61 

























































23,795 
11,503 
12,292 


3.18 
1.69 
1.49 





















8,530 
4,242 


1.29 
-82 












100.00 698,325 100.00 
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Import Share Below 6 Pet. 
For Lowest Since 1958 


(Continued from Page 1) 


when import registrations rose 
while the domestic-car market col- 
lapsed and imports set a 20-month 
high in penetration at 8.99 percent. 

Import volume in October was 
32,458, compared with 33,309 a 
month earlier and 36,704 a year 
ago. This was the smallest month- 
ly volume for imports since last 
February. 

For the first 10 months of the 
year, import registrations totalled 
325,545, or 6.82 percent of the total. 
This compared with 7.91 percent 
in the corresponding 1960 period on 
433,972 registrations. Imports’ share 
was 6.70 percent in October a year 
ago. 

Except for 1959 and 1960, volume 
of import registrations is running 
ahead of all other years and should 
ultimately reach about 385,000 for 
1961. eo ae ig 


= Top Ten makes increased 
their domination of the import 
market during October, accounting 
for a record 83.10 percent of total 
registrations. 

The old record for the Top Ten 
market share was the 82.77 per- 
cent share of the September im- 
port market. 

Much of the strength was con- 
tributed to the Top Ten by makes 
which had a greater number of 
registrations in October than in the 
previous month. These included 
Fiat, Mercedes-Benz, Simca, Volks- 
wagen and Volvo. 

Only makes in the Top Ten to 
show greater volume in October 
than in the corresponding 1960 
month were the three leaders— 
Volkswagen, Renault and Volvo. 
Volvo’s rate of increase was the 
greatest and enabled it to hold 
third place for the third month in 


a row. 
eo * 


* 
OLKSWAGEN, with its biggest 
volume since record-breaking 

June, accounted for 47.03 percent of 
all import registrations, compared 








with 44.69 percent a month earlier. 
Except for July, when VW’s share 
was 47.09 percent, this was the 
deepest penetration VW had 
achieved in the import market since 
last February. 

In stacking up Volkswagen 
against domestic makes, VW was 
good for 10th place in October, 
whereas it had been a strong No. 
8 a month earlier. 

VW, Renault and Volvo contin- 
ued their 1-2-3 ranking of the previ- 
ous month, with Mercedes-Benz 
moving to fourth and dropping Tri- 
umph to fifth. 

Fiat climbed from eighth to sixth, 
and Austin-Healey fell from sixth 
to ninth. Simca climbed from 10th 
to seventh, pushing MG back one 
notch to eighth. 

Metropolitan, which had ranked 
ninth a month earlier, fell out of 
the Top Ten in October. A new- 
comer was Peugeot, in 10th place. 
Peugeot’s most recent appearance 
in the Top Ten had been in June, 
1960. 


Sales Records for Imported Cars 


13 Months 
Pct. Gain 
in Pene- 
tration 
Pct. of Over Pre- 
Units Industry vious Month 


Oct. ’60.. 36,704 6.70 — 24.04 
Nov. ...... 32,479 5.98 —10.75 
Dec. ........ $2,334 5.94 —0.67 
Jan, ’61.. 25,594 6.19 4.21 
Feb. ...... 26,772 7.14 15.35 
Mar. ....... 34,067 7.10 — .56 
April .... 33,195 6.69 — 5.77 
May ...... 34,932 6.42 — 4.04 
June ...... 36,985 6.47 0.78 
July ...... 33,803 6.75 4.33 
MUM... 35,070 7.45 10.37 
Sept. ...... 33,309 8.99 20.67 
Oct. ...... 32,458 5.91 — 34.26 
































































NLRB Accus-s | 
3 Dealership: 


Salesmen’s Unis»; Wins 
9 Chicago Eleci. ong 


By Francis J. Gaw: onski 
Staff Writer 


To National Labo; Relatio 

_ Board has cited three dealer. 
ships for unfair labor practic. 
and has ordered representatioy 
elections at 14 othe 
dealerships acrogs 
the nation 

Nine of the repre 
sentation elections 
7 involve dealership. 
in the Chicago area where the 
Automobile Salesmen’s Union 9 
Chicago and Vicinity is making an 
effort to organize new and uSed-ca 
salesmen. 

Cited for unfair labor practices 
were John McAuliffe Ford, Ine, 
Pontiac; M. J. McCarthy Moto 
Sales Co. (Lincoln-Mercury), Chi 
cago, and Jack Roach Bissonnet 
Ine. (Ford), Houston. 

All three dealerships were or 
dered by the board to “ceage 
discouraging” membership in the 
labor organizations of its salesmen 
and to offer reinstatement with 
back pay to employes dischargedy 
for their union activities, All were 
told to post compliance notices forg 
90 days. 

The NLRB also recommended 
that McCarthy Motor bargain col 
lectively, upon request, with Inter 
national Vehicle Salesmen’s Unio 
of America as the “exclusive rep 
resentative of all car salesmen.” 

Chicago-area elections, to be 
scheduled by a NLRB regional di 
rector, will be held at Hendrickson 
Pontiac, Inc.; Superior Motor Sales 
Ine. (Chevrolet); Ferrell-Hicks 
Chevrolet, Inc.; Jim Miller Pontia 
Co.; Elmwood Ford Motors, Inc; 
Milo Brooke, Ine. (Ford), and 
Hoeffel-Goy Ford, Inc., all of Chi 
cago. 

Others are Caley Brothers, Ine 
(Chevrolet), Roseland, IIl., and 
Fencl-Bogan Chevrolet, Inc., Oak 
Park, Ill. 

New and used-car salesmen at 
Cadillac Automobile Co., Boston, 
will vote for or against repre- 
sentation by Teamsters Local 12 

in another election scheduled by 
the NLRB. 

Elections involving garage and 
service department employes wet 
ordered at Applegate Chevrolet (Co, 
Flint; Evans Lincoln-Mercury, Inc 

(Continued on Page 35, Col. 4) 


405-HP Engine 
For Ford Galaxie 


DEARBORN.—Ford Division lust 
week announced the immedide 
availability of the most powe 
Ford engine ever produced. Capaile 
of delivering 405 horsepower, iti 
offered in the Ford Galaxie serits 
It has a 406-cubic-inch displace 
ment and_ six-barrel carburetiot 
Compression ratio is 11.4 to 1. 

Also announced was a 406-cubi 
inch engine with four-barrel ci 
buretion, which produces 385 hors 
power. Maximum horsepower | 
each case is obtained at 5,800 rew 
lutions per minute. 

All Galaxies equipped with eithé 
of the new high-performance ¢é 
gines will have special three-ind 
drive shafts, four-pinion differe 
tials, large wheel bearing rear axi 
and special fuel lines. 


LABOR 
FRONT 








13 Years 

Pet. Gali 
in Pene- 

tration 

Pet. of Over P 

Units Industry vious Ye 
1949 ...... 12,251 25 — 45.6 
TOO ssc 16,336 26 4.( 
SORE iin 20,828 41 57.6 
1662 ise... 29,299 *.70 70.7 
Bae ati 28,961 50 —28.5 
1954 ...... 32,403 59 18.0 
IOS isc 58,465 82 38.8 
TRG aicss 98,187 1.65 101.2 
BOY scssce 206,827 3.46 109. 
1958 _...... 378,517 8.13 134.§ 
1959 ...... 614,131 10.17 25. 
1960 ...... 498,785 7.58 —25.4 

1961 

to date. ..325,545 6.82 —10.0 
ive Ne 
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ONLY SPICER 12-SPEED IS 
AVAILABLE SYNCHRONIZED 
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OR UNSYNCHRONIZED 


‘The Heavy-Duty Transmission ‘Option’ That 
Matches Nader. teak Job Requirements! 


ONLY SPICER 12-SPEED TRANSMISSIONS OFFER YOUR CUSTOMERS: 
Pe i TOP PERFORMANCE: only a Spicer 12-Speed provides the pro- 


gressive—non- -overlapping—close steps needed to maintain engine 
speed for maximum performance and economy. 


dg ) HIGH CAPACITY: only a Spicer offers 12 speeds forward (6 in 
a y ) reverse) providing sufficient low gear reduction and spread to handle 
varying road and load conditions without auxiliary transmission or 
two-speed axle. 


oe LIGHTEST WEIGHT: just 600 lbs. with standard all-aluminum 


r B 
: case. Lighter than any multiple speed transmission of comparable 
de capacity now being offered. Allows greater payloads. 


ay ) SHORTEST LENGTH: only a Spicer 12-Speed is really compact 
. approximately 12” shorter than any comparable transmission on 
the market. Makes possible shorter wheelbase. 








Your customers get better fuel economy with a smooth Spicer 12-Speed. 
Its rugged construction means long, trouble-free performance. Cost per 
mile is down. And driving is simpler, safer and more efficient. 

Now you can offer the only heavy duty multiple speed transmission 
available either synchronized or unsynchronized. It’s the heavy duty 
transmission option that enables you to match your customers’ driver— 
truck—and job requirements. 


AVAILABLE RATIOS—MODEL 8125 AND 8125-U 


FORWARD REVERSE 
Ist —10.45 to 1 7th—2.55 to 1 Ist —10.45 to 1 
2nd— 8.38 to 1 8th—2.05 to 1 2nd— 8.38 to | 
3rd— 6.52 to 1 9th— 1.59 to |] 3rd— 6.52 to 1 
4th —* §.23:t6:1 10th— 1.28 to 1 4th. 5;23'to: 1 
5th — 4.09 to 1 11th—1.00 to 1 5th — 4.09 to 1 
6th — 3.28 to 1 12th— .80 to 1 6th — 3.28 to 1 





CHOICE OF TWO UNITS 


MODEL 8125 

FULLY SYNCHRONIZED with blocker-type 
synchronizer in all speeds—forward and reverse— 
for instant, no-clash shifting throughout the com- 
plete range. 


MODEL 8125-U 


UNSYNCHRONIZED for hand shifts. Splitter 
and range shifts are made through air-operated 
synchronizers. Special clutch brake slows or stops 
main drive gear and internal gear rotation to mini- 
mize gear clash when shifting into first or reverse. 


THERE’S ONLY ONE MULTIPLE-SPEED TRANSMISSION THAT’S SYNCHRONIZED 
OR UNSYNCHRONIZED ...THE SPICER 12-SPEED! 


Recommend and SPECIFY SPICER! 





Spicer 





WRITE FOR 


> ee A DETAILED BROCHURE (#C-9464R) 
CORPORATION Toledo 1, Ohio to Dana Corporation, Toledo 1, Ohio. 


Spicer products available in Canada through Hayes Steel Products, Ltd., Merritton, Ontario 
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AUTOMOTIVE NEWS PLATFORM 


{_ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Did You Wish Your Friends 
A Safe Holiday? 


* THE third year, many dealers are working with the 
Auto Industries Highway Safety Committee on the 
“Drive for a Safe Holiday” program. 

The program combines, we feel, a fine public-relations 
effort with community serv- 
ice. The dealer enters the 
homes of those in his com- 
munity in a good light when 
he uses the holiday letter 
which contains safe-driving 
tips. 

It is impossible, of course, 
to calculate the effects of the 
letter, yet it undoubtedly will 
save countless lives. 


Meantime, may we say to 
our readers, as does the let- 
ter: 


Plan a safe drive... allow 
plenty of time. 


Be alert to holiday haz- 
ards. Watch out for the driv- 
er who may have had too 
much to drink (especially if 
this is you; take a cab in- 
stead). Watch out for others. Use courtesy abundantly. 
Be sure your car is safe. Use seat belts. 


And a Merry Christmas to you and yours. 


AUTOMOTIVE 








HOMETOWN 
Seles & Service, inc. 





Hometown, USA 
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Coming 
Events 


% Enrror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Jan. 25-26—National Forum on Automotive 
Air Conditioning, Statler Hotel, Dallas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

%& Feb, 21-22—Kansas Motor Car Dealers 
Assn., Baker Hotel, Hutchinson, Kan. 
March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 


March 25-27— Iowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 


March 25-27—Ohio Automobile Dealers 

Assn, Greenbrier, White Sulphur 

Springs, W. Va. 

March 29-30 — Nebraska New Car Deal- 
Sheraton-Fontenelle Hotel, 

Omaha 


April 8-10—Automobile Dealers Assn, of 
Alabama eee, Ala. 

April 16—Greater New ork, Long Island 
and Westchester Automobile Dealers 
Assn., Annual Dinner-Meeting, Grand 
Ballroom, Plaza Hotel, New York City. 

April 21-29—éth Annual International Auto- 
mobile Show, New York Coliseum, N. Y. 

May 5-8—South Carolina Automobile Deal- 
ers Assn., Ocean Forest Hotel, Myrtle 
Beach, S. C. 

May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 

May 6-8—Idaho Automobile Dealers Assn., 
Hotel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms tHotel, Excelsior Springs, 


Mo. 

May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 

June 3-5— Georgia Automobile Dealers’ 
Assn., The Wanderer Motel, Jekyll Is- 
land, Ga. 

June 8-9—New Mexico Automotive Deal- 
ers Assn., Roswell, N. M. 

June Il-12 — Pennsylvania Automotive 
Assn., Bedford Springs Hotel, Bedford, 


Pa. 
June 14-17—Michigan Automobile Dealers 
fee Grand Hotel, Mackinac Island, 


Mich. 

%& June 22-24—New Hampshire Automobile 
Dealers Assn., Bald Peak Colony Club, 
Melvin Village, N. H. 


Aug. 19-2I—Colorado Automobile Deal- 
ers Assn., Gleenwood Springs, Colo. 
a ae 
Auto Shows 


Jan. 7-9— Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth. 


Jan. 10-14— National Capital Area, Na- 
tional Guard Armory, Washington, D.C. 

Jan. 11-13—Greenville Auto Show, Memo- 
rial Auditorium, Greenville, S. C. 

Jan. 12-14—Greater Green Bay Auto Show, 
Brown County Veterans Memorial Arena, 
Green Bay, Wis. 

Jan. 12-14—Norfolk Auto Circus, Norfolk 
Arena, Norfolk, Va. 

Jan. 13-20—Syracuse Auto Show, Syracuse. 

Jan. 13-21 — Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 

Jan. 19-24—Columbus Auto Show, Ohio 
State Fairgrounds, Columbus. 

Jan. 20-27—Baltimore Auto Show, Balti- 


more. 

Jan, 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala. 

Jan. 27-Feb. 3—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

%& Jan. 3!-Feb. 5— St. Paul Winter Car- 
nival, St. Paul, Minn. 

Feb. 2-7— Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 

Feb. 17-25— Chicago Automobile Show 
McCormick Place, Chicago. 

Feb. 21-25—National Autorama, Connecti- 
cut State Armory, Hartford, 

April 21-29—éth Annual International Auto 
Show, Coliseum, New York. 

Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 

. = © 


General 

Jan. 8-12—Society of Automotive Engi- 
neers, Cobo Hall, Detroit. 

Jan. 11-12—Maintenance committee, Reg- 
ular Common Carrier Conference, Hotel 
Tuller, Detroit. 

Jan. 25-26 — National Forum on Auto- 
motive Air Conditioning, Statler Hotel, 
Dallas. 

Jan. 28-31—Truck Trailer Manufacturer's 
Assn., 2Ist Annual Convention, Riviera 
Hotel, Palm Springs, Calif. 

Jan. 29-31—Automotive Accessories Manu- 
facturers of America, McCormick Place, 
Chicago, — 

Feb. I-2—Private Truck Council of Amer- 
ica, Statler Hilton, Detroit. 


tensive wireless communications. 


25 Years Ago—1936 


For the first time in its history, Chrysler Corp. produced one million 

cars and trucks within one year. The millionth unit was a Plymouth 

. Compulsory safety checks in the Des Moines area forced the 
junking of approximately 900 vehicles in one year. 


10 Years Ago—1951 


The auto industry in the United States built its 100 millionth car 
since 1900... A survey by Gulf Oil Corp. revealed that motorists do 
37 percent of their driving during the winter months, which include 


November through March. 

















































The Big Stories 


36 Years Ago—1925 


_Communication by wireless with its manufacturing plants and for- 
eign representatives was instituted by Graham Bros., Evansville, Ind. 
The automotive firm was the second in the world to adopt such ex- 






MERRY XMAS 


FROM ALL THE 
GANG 


ACME MOTORS 
we 
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Myeougy 


"We can do without the Jingle Bells." 





Letterbox 


‘What Did He Prove?. . . 7 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


and the sales people usually are 
also. 


Your friend got what he was 
looking for, a bargain. 

It’s too bad you can’t follow a 
normal deal through so that you 
could report on the average sales- 
man and also average prospect 
where the dealer profit is average 
but you always get some isolated 
case and try to imply that all sales 
people are dummies and don’t want 
to work when usually that’s not the 
case at all. 

Maybe you don’t get my point | 
but what the car business needs 
is some class and good solid people 
to represent it, not fly by nights 
who take a no-profit deal like your 
friend made. 

If you want to pursue this fur. 
ther, drop a line to me and I wil 
try to elaborate, even though I am 


Brickbat 


Over a period of years I have 
read Dealer Forum and the Nov. 27 
issue really got me (the story of a 
shopper). 

I am not a new-car man but am 
in used, so the shopper’s letter was 
not directed at me. But what I 
can’t figure out is what he tried 
to prove. 

In the first place, the dealer profit 
is way down partly because of poor 
management and partly on shop- 
pers. 

The average new-car man can 
spot a shopper or stroker even if 
another couple is with him. The 
normal buyer is never with another 
couple and the salesmen observes 
that instantly, plus the rest of the 
writer’s conversation lets him know 
he is a chiseler and a time waster 
and a no-profit deal. no authority on deals, neither are 

Don’t always criticize the sales-| you.—Dick DeNMAN, Toledo. 
man as he handles all kinds of ¢ * 8 
people and judges some wrong. Bouquet 


Possibly some dealerships had ’ 
guntaniniein available, put it I have just read Joe Callahan? 
costs to run them, which shoppers| WTite-up on fuel cells appearing it 
don’t realize. So a sharp new-car|the Nov. 27 issue of AUTOMOTIVE 
man figured this group out and the| News and I would like to say first 
only one who stuck with it was| off that this is one of the most 
a dealership that is really hurting.| complete and most accurate ver 
But the article ended saying the| sions that I have seen written for 
writer doubted if the dealer made! the trade magazine field. I can say 
any money. this being familiar with the work 

Any salesman that expects to} at GM, Chrysler, and Battelle In- 
make money knows that the dealer-| stitute. 
ship has to also, so he boots the/ [It was a real pleasure to see for 

a change an honest evaluation of 


chiseler out. Granted there is al- 
ways a line that is second grade| fyel-cell development. I thoroughly 

enjoyed the unique explanation of 
how a fuel cell operates and par- 
ticularly the romantic excursion of 
the electron from electrode to elec: 
trode. It is apparent that Callahan 
did a lot of research in obtaining 
material for this article. I, myself, 
was aware that he was writing 
down notes every time I opened 
my mouth. 

The most surprising aspect of the 
article is that there are really no 
inaccuracies which one usually 
finds in review articles of this type 

I think that this article will cer 
tainly be appreciated by laymen 12 
the automotive field who have re 
ceived many promises of fuel-cell 
automobiles in the last few years 
and as a result of this article have 
been given a very honest evalu: 
ation.—Dr. M. SHaw, director, Elec- 
chemical Research, The Electric 
Autolite Co., Toledo. 






















REPORT TO FORD DEALERS 






























"GENTLEMEN AND LADIES! 
FALCON FORD HAS.". I CAN'T 
DO IT! ITS 100 HARD ON My 


BUT WHY DOT HAVE TOANNOUNCE Y JUST KEEP 
THE MILLIONTH FALCON? |M NO PUBLIC | IN MIND WHY 
SPEAKER..I NEVER CAN REMEMBER /OVER A MILLION 
WHAT IM SUPPOSED To FALCONS HAVE 
BEEN SOLD. THINGS 
D\ LIKE LOW PRICE.. 
D! GAS SAVINGS. 


OOK...DO YOU KNOW WHAT 
THIS (5? 












ap 












" CADIES AND GENTLEMEN T TAKE GREAT PLEASURE 
IN ANNOUNCING THAT IN TWO SHORT YEARS OVER 
ONE MILLION FALCONS HAVE BEEN SOLD: THIS REPRESENTS 
THE GREATEST SUCCESS IN MODERN AUTOMOTIVE 
HISTORY THANK YOU FOR YOUR KIND ATTENTION! 






WHEw! t pio iT! 
BOY, WHAT A RELIEF! 
IT'S ALL OVER! 






ALL RIGHT, Now 
WHAT WAS IT YOU 
WANTED TO SAY? 


















I TELL YOU I DONT WANT 
TO HAVE TO G60 THROUGH AN 
ORDEAL LIKE THAT AGAIN 
AS LONG AS I LIVE! 









THIS (S THE SPEECH YOU HAVE 
TO LEARN WHEN FORD SELLS TWO 
AAILLION FALCONS: 


in at 


OH No! I 
CAN'T STAND. 
(Th JUST CANT 
STAND It! 










Peanuts Characters © 1950, United Feature Syndicate, Inc. 


We sympathize with Linus ... but you Ford Dealers should really be 
1's jumping for joy! After all, one million Falcons in two years isn’t peanuts 
a —it’s more than twice as many cars as most other compacts sold! In 
st fact, Falcon sales have become the greatest success story in modern 
ol automotive history. 


n- No other dealer can talk compacts like you can. For one thing, they 
or can’t top your gas economy story—thanks to Falcon’s breaking the rec- 
ly ord for Sixes and Eights in last spring’s Mobilgas Economy Run! Or your 
a oil economy story: Falcon now goes 6,000 miles between oil changes! 


And no other dealer can talk choice like you can, either. With 13 
1g different Falcon models, you have the largest choice of all the compacts! 

But best of all, you can tell the sweetest price story: Falcon for ’'62 is 
10 America’s lowest-priced* 6-passenger car! 


1 You and Falcon...that’s what they call a winning combination! 


e- *Based on a comparison of manufacturers’ suggested retail delivered prices, including heater 


Ford Division backs you best! 


PRODUCTS OF ( Zmd> MOTOR COMPANY 








Autolite Tackles 
Training Pitfalls 


Mail Course Averts 
Lost-Time Objections 


pe aarneoe ge i the problems en- 
countered by all elements of 
the automotive industry to obtain 
maximum attendance at factory- 
sponsored service training schools, 


Autolite Division of Ford Motor ; 


Co. is planning a three-point pro- 
gram for 1962 designed to get 
around most of the stumbling 
blocks. 

This ambitious program is de- 
signed to reach all authorized serv- 
ice and sales personnel employed 
by wholesalers, jobbers, service out- 
lets and fleet service personnel. 

It is well past the planning 
stage and will be ready for the 
field right after the first of the 
year. The program is progressing 
despite the Justice Department’s 
suit seeking to block purchase of 
Autolite assets by Ford. 

It is essential that this service 
training program be made available 
to as many technicians in the after- 
market as possible, as Autolite Di- 
vision will not only market spark 
plugs and batteries through its 90 
warehouse distributors but will also 
merchandise Ford-built electrical 
units, carburetors and replacement 
parts for automatic transmissions. 

See 


HE warehouse distributors, most 

of which are also electrical cen- 
trals, sell to approximately 8,000 
jobbers, who in turn serve 250,000 
service shops. 

Since Autolite Division has no 
direct connection with the FoMoCo 
parts distributing system, which 
distributes parts to all Ford and 
Lincoln-Mercury dealers, or with 
the Ford vehicle divisions, it has 

(Continued on Page 14, Col. 3) 


Service Groups 
Slate Busy Week 
For ASI Show 


HICAGO.—The week of Feb. 25 
to March 3—‘“Automotive Serv- 
ice Industry Week, 1962”—will fea- 
ture events involving many national 
and international associations prior 
to the opening of the 1962 Interna- 
tional Automotive Service Indus- 
tries Show at Navy Pier. 

Pre-show activity actually begins 
Saturday, Feb. 24, with the meet- 
ing of the Automotive Warehouse 
Distributors Assn. board of gov- 
ernors at Lake Tower Motel near 
Navy Pier, followed by the AWDA 
Regional Distributor meeting Feb. 
25. 

Also on Feb. 25, Automotive 
Service Industry Assn. will hold its 
annual Membership Reunion in the 
Sherman Hotel. 

The ASIA national convention 
will be held in the Conrad Hilton 
Hotel Feb. 26-27, with the annual 
Membership Banquet the evening 
of the 26th. 

The Conrad Hilton is also head- 
quarters for Automotive Booster 
Clubs International, Inc., which be- 
gins its activities Feb. 26 with a 
meeting of the executive council at 
9 a.m. Registration will begin at 
8:30 a.m. Feb. 27 and the annual 
board of governors meeting will be 
held the same day. 

Headquarters for Automotive Af- 
filiated Representatives will be the 
Pick-Congress Hotel, where the 
AAR Breakfast Meeting will be 
held at 7:45 a.m. Feb. 27. In the 

(Continued on Page 14, Col. 5) 
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Quick Service Made Easy for Customer— 


These outdoor stalls make quick service convenient for customers at Read Mullan 
Ford, Phoenix. Moreover, the firm is able to compete profitably with specialists in such 
lines as mufflers, shock absorbers, brake adjustments and front-end alignment. The 
outdoor stalls are a new feature which has boosted service profits considerably, the 


firm said. 





How Gas Stations Struggle 
To Offer Profitable Service 


ILE parts makers report an 

average gain of 8.8 percent in 
sales of replacement parts in the 
first nine months of this year over 
the similar period of 1960, indica- 
tions are that oi] company outlets 
are still finding it extremely diffi- 
cult to compete profitably with 
franchised car and truck dealers 
for service. 

An example of the extremes to 
which some oil companies are 
going in an attempt to provide 
their outlets with the sorely need- 
ed profits from service work is 
seen in the Esso Standard move 
to establish a separate service 
Station in Buffalo which will do 
service work for all of the Esso 
gas stations in the area. 

On the West Coast, keen com- 
petition and resulting price wars 
plus a potential decline in the type 
of service offered by most stations 
has prompted several oil companies 
to test diversification programs 
ranging from automatic laundries 
to trailer rentals in order to keep 
their outlets liquid. 

The aim of the companies, it is 
claimed, is to insure the stations 
and themselves a steady source of 
profit when and if conditions shrink 
gasoline, oil and TBA revenue. 

* * * 

LTHOUGH such innovations as 

sealed transmissions and radia- 

tors, self-lubricating chassis, long- 
er intervals between oil changes 
and brakes that adjust themselves 
will not achieve their full impact 
for some years, the desirability of 
some extra strings to the gas sta- 
tions’ bow is being recognized by 
these companies now. 

The potential profit from some 
of the nonautomotive lines is 
fairly small, it is said, But, if 
several such lines are added to- 
gether, they can be made to show 
a respectable bulk, It is said that 
these lines are not intended to 
entirely replace service work or 
gas, oil and TBA sales but only 
to augment such customary 
sources of income. 

The oil companies say that some 
of the extra lines may provide little 
or no extra profit for the oil com- 
panies but, if they can make sta- 
tions more profitable, the compa- 
nies expect to attract top-notch 
dealers. 

One of the reasons, of course, for 
the oil companies’ search for more 
reliable profit sources for their sta- 
tions, especially the company-own- 
ed or leased stations, is seen in the 
high turnover rate these companies 


Service New Products 
Page 22 








are experiencing. A recent survey 
made by the American Petroleum 
Institute shows that the turnover 
rate for the stations was running 
at the average rate of 13.6 percent 
for the first six months of 1961. 

a * ke 


Hard-Hit Companies 


HE turnover rate of stations 

operated by the smaller compa- 

nies was considerably greater than 
(Continued on Page 15, Col. 1) 








Dealer Experience 
Shows Benefits of 
Quick, Night Service 


ERVICE advisors em- 
phasize that if the auto 


dealer is to get his share of 
the maintenance and repair busi- 
ness, he must be prepared to take 
care of the customer’s car when 
the customer wants it taken 
care of. 

Recent efforts to boost dealer 
service boil down to two recom- 
mendations — quick service and 
night service. 

Two dealers located at opposite 
ends of the United States have 
found that combining these two 
functions is a highly profitable 
arrangement, both in terms of 
dollars and customer satisfaction. 

At Rice & Holman (Ford), Mer- 
chantville, N. J., night service has 
been a going enterprise for more 
than 10 years. Merchantville, a 
town of 5,000, is across the Dela- 
ware River from Philadelphia. 

Some 2,000 miles away in Phoe- 
nix, Read Mullan Motor Co. (Ford) 
began offering night service last 
June when it moved from down- 


Backshop 


.. + by Jack Weed 


Quick Service Ignored 


S I looked over the tentative 

program for the next National 
Automobile Dealers Assn. conven- 
tion, taking particular notice of the 
attention being given to dealer 
service and dealer truck profit po- 
tential and how to meet current 
problems in these categories, I am 
disappointed. 

From my conning tower, I seem 
to recall other years when the 
most pressing current problems 
of the day were completely or 
largely ignored in developing the 
convention program. And then 
the year following a program 
would be put together that would 
fill every seat in the house with 
dealers interested in the service 
and truck subjects being dis- 
cussed. 

As the one speaker allocated to 
the Saturday three-hour service 
program—James J. Clarkeson—has 
already said publicly, we are at the 
crossroads in the franchised deal- 
ers’ method of merchandising auto- 
motive products. And many dealers, 
to survive on a profitable basis, 
must give more consideration to 
the buyers’ desires in the way he 
must be served. He says more em- 
phasis must be placed on the re- 
lationship and value of service to 
sales. 

With dealers constantly losing 
service customers to the independ- 
ents, and with every factory serv- 
ice department endeavoring to show 
their dealers how much of this 
trend can be turned around to the 
dealers’ benefit by installing quick 
service, and with hundreds of glow- 
ing examples of how dealers on 
their own initiative have done an 





outstanding quick-service job, not 
one minute of time has been al- 
located to this phase of service 
merchandising. 

Dealers wondering how they can 
get into quick service are not being 
told the values and pitfalls of this 
program by dealers who have years 
of successful experience behind 
them. 

* * co 

At LEAST two of every three 

NADA members sell trucks, 
and despite the feeling by most of 
the industry that the truck business 
is well into a boom sales period 
many dealers are reporting that 
they do not make any money in 
their truck operations. There is 
nothing on trucks in the conven- 
tion program, as I write this. 

This despite the fact that again 
there are hundreds of combina- 
tion car and truck dealers who 
give their truck department 
credit for producing a large part 
or even the bulk of their net 
profits year after year. 

Every well-staffed truck clinic 
that the association has ever put 
on during a convention, to my 
knowledge has played to an over- 
flow audience of interested dealers 
who had a keen desire to learn 
more about this end of the busi- 
ness from dealers who are success- 
ful truck merchandisers. It has 
been evident that they were in- 
tensely interested, or they wouldn’t 
have stayed in the audience until 
the meeting was over. 

With time growing shorter every 





day, it seems to me that there still 
is time to correct these two “misses” 
(Continued on Page 13, Col, 1) 


town to a new dealership several 
miles away. 
* * 

| | tesa MULLAN officials won- 

dered whether their service 
customers would follow them. Ned 
Mullan, son of the owner, tried to 
answer the question by keeping the 
shop open until 10 pm. and by 
equipping the new facility with the 
type of open-air, easy-in bays that 
are used by service stations in the 
area. 

Any questions about the new lo- 
cation drawing service business 
were answered quickly. 

On May 25, opening day for 
the new Read Mullan dealership, 
114 cars and trucks showed up 
for servicing. During June, as 
many as 171 units went through 
the shop in a single day, and the 
high for June night service was 
27 vehicles. 

Comparing service and parts 
revenue for June in the new loca- 
tion with the figures for May in 
the old spot proved that the night 
service - quick service combination 
does pay. Here are the figures: 

Parts sold on repair orders: June, 
$32,000. May, $23,000. 

Accessories sold on repair or- 
ders: June, $11,500. May, $10,300. 

Retail labor sales: June, $46,500. 
May, $37,900. 

* 


* * 


Shifts Are Rotated 


soe are 50 persons employed 
in the Read Mullan service de- 
partment. The total includes 30 line 
mechanics, five service advisers 
and four lube men. They operate 
on a two-shift basis, from 7:30 a.m. 
to 5 p.m. and from 1 p.m. to 10 p.m. 

Parts and service personnel are 
on a six-week night-rotation basis 
and receive the same pay as the 

(Continued on Page 14, Col. 1) 





Quick Service 
Stimulates Entire 


Shop, Says Dealer 


ALGARY, Alta. — Stampede Mo- 

tors (Pontiac-Buick-Vauxhall- 

GMC) has introduced a new quick- 
service program. 

K. L, M. Hartley, president, said 
the cost of changing over the serv- 
ice department was small. It re- 
quired only modification of three 
stalls to begin with, and it was 
later expanded to five, he added. 

Not only has quick service been 
a success in itself, but it has been 
a drawing card for all other types 
of services, Hartley continued. 

Bill Pattemore, general manager, 
said the key to quick service 1s 
flexibility in the service depart- 
ment, with as many as two to three 
separate jobs being performed on 
an auto at the same time. : 

The success of a quick service 
repair area, he added, is governed 
by many factors, including: 

1. Easy access from the street. 

2. Immediate attention to owners 
as they drive in. 

3. Quick, accurate diagnosis and 
inspection. 

4. Fast parts service. 

5. Use of more than one me- 


chanic on the same vehicle at the 


same time. 

6. A setup that will permit 4 
quick-service staff to work in con- 
junction with the main shop, and 
provide fast personalized service. 
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(Continued from Page 12) 


githout ups tting the proposed con- 
yention schedule too much. 
* ad ok 


New Testing Device 

HILE we are on the subject of 

quick service, I’m going to let 
the “cat out of the bag” on a new 
testing instrument which Sun Elec- 
tric will be announcing after the 
first of the year. They have had a 
hand-built pilot machine here in the 
“heart of the industry,” showing it 
to several factory technical service 
men, and I was privileged to see it 
operate. 

To me it is the answer to the 
dealer’s prayer as a device to 
sell more service work to the 
shop from the quick-service 
stalls. In less than five minutes, 
any trained operator can get a 
yisual and accurate picture of 
what is happening in an engine 
or its components to cause the 
trouble that brings the owner 
into the shop. 

And the thing that intrigues me 
most is the claim that any mechanic 
of the caliber of men who make 
up the attendants at gasoline sta- 
tions can be taught to use the de- 
vice efficiently in a few short 
courses. 

I mean that any man who has 
yorked around automotive vehicles 
and has a fair idea of what makes 
them go, can quickly “read” the 
machine even though he may not 
be a good-enough mechanic to cure 
many of the ills that the tester 
will point out. 

It seems to me that this will fit 
into the scheme of things “quick- 
gervicewise” with many dealers 
who may not want to put full- 
fedged mechanics in the quick 
service bays to do parts replacing, 
tre changing, spark-plug replace- 
nent and the many other things 
that will make up a large share of 
those “few-minute” jobs that own- 
es will come in for. Yet they will 
yant these men to be good enough 
to spot trouble that should go into 
the shop to the experts. 

If I’m not wrong, this machine 
vill be able to give this type of 
man a tool that should make him 
a fairly good diagnostician. 

* * * 


Sam McCaleb Recalled 


7 aARS ago when we published 
Automotive Service, “the pic- 
ture book for service men,” I relied 
on a group of Detroit-based sup- 
plier men who 
kept me pretty 
well informed on 
what was going 
on in the service 
industry behind 
the “iron curtain” 
of secrecy. 

One of this 
gang was a man 
of long experi- 
ence in this in- 
dustry who at 
that time was 
contact man for the White Star 
Refiners, which was later absorbed 
by Vacuum Oil Co. and now is 
Mobil Oil. Sam McCaleb, 73, was 
of great help to me and to every 
factory service executive. 

Sam went with the Car Life 
Guarantee Plan in 1949, and was 
still with them when he was killed 
by a car Nov. 22 while he was 
crossing a street. His wife had 
died some eight years earlier, 
and his only known living rela- 
tive was a niece in Ohio. 

Due to the fact that Sam had 
recently changed residence and had 
only the address of his old resi- 
dence in his pocket, the police had 
atime trying to find some one to 
notify. Finally, some way or other, 
the boys at Car Life were notified 
and he was properly taken care of. 





Sam McCaleb 





Philadelphia Service Group 


To Host Autolite Officials 


PHILADELPHIA. —A_presenta- 
tion entitled, Ford Orbits Autolite, 
by officials of the Autolite Division 
of Ford Motor Co, will highlight 
the Nov. 27 meeting of the Automo- 
tive Service Assn. of Philadelphia. 
The group representing the com- 
pany will be headed by E. T. Duffy, 
nationa! field sales manager. 








I as well as many old timers are 
going to miss Sam. 
a * ca 


Mauldin Article Tops 


I WANT to doff my chapeau to 

Bill Mauldin, who wrote a very 
interesting story on “The Bungling 
Repairman” in the Dec. 2 issue of 
the Saturday Evening Post. Con- 
trary to most writers who take 
servicemen apart, he made only 
one mention of automotive service- 
men and he pinned that one on the 
boys who staff the corner filling 
stations. 

It certainly was refreshing to 
see a writer take his peeve out 
on the servicemen who we, who 
own or rent homes, are constantly 
confronted with, and not blast the 
car dealers. 

Reynolds & Reynolds has brought 
out two folders advertising service 
mailing cards that are about the 
citest things I have seen in some 
time. One is a series that features 
the well-known baby faces that ex- 


press the thought behind the card. 
The other features birds and ani- 
mals. 

In this last series, a kitten ad- 
vertising tuneup says: “But Mama, 
I'd rather purr like a car!” Two 
ducklings say: “Want to duck bills.” 
A newborn colt says: “What good 
is horsepower if a guy wobbles 


underneath?” 
Ed * 


* 
MEMA Sales Report 


EMBERS of the Motor & 

Equipment Manufacturers 
Assn. reported third-quarter sales 
of shop equipment, service tools 
and related products were a “mea- 
ger 0.9 percent” higher than like 
period of 1960. The third quarter 
was “a little better with an aver- 
age advance of 4.9 percent over 
the second quarter of this year,” 
they added. 

Those gaining in the quarter 
had average sales increases of 
12.6 percent, while those whose 
sales fell averaged a 10.3 percent 
drop. 

I'd like to repeat again that tool- 
and-equipment people who have 
come out with tools and testing 
equipment designed to save the 
mechanic’s time and who properly 
present their tools to the trade just 
can’t miss being on the plus side. 


sUIDE-MATIC 
Dean Mae 
OMA eae.) eee 





DEMONSTRATION! 


77 


PETE Fw pe). ing 


Watch prospects’ eyes light up as Guide-Matic 
automatically switches headlights up or down to 
meet every driving situation. Guide-Matic throws 
a fresh light on demonstrations after dark... 
gives Cadillac salesmen additional benefits to 
sell and demonstrate. 


Guide-Matic is easy to sell. Well over a million 
units have been installed so far. Many present 
owners are already sold on Guide-Matic because 
they know and appreciate Guide-Matic extras... 
extra convenience, extra visibility and extra safety. 
Additional prospects will be influenced by con- 
tinuing national advertising. An advertisement 


GUIDE-MATIC 


AUTOMATIC HEADLIGHT CONTROL 
GUIDE LAMP DIVISION, GENERAL MOTORS CORPORATION, ANDERSON, INDIANA | 


ss 





Chrysler Trains Independents’ Mechanics— 


Employes of independent garages in the Knoxville (Tenn.) area attended a three- 
day service-training course at Chrysler Corp.'s Atlanta training center, They were spon- 


sored by Auto Motor Parts Corp., Knoxville. 





Pacific Show Sets Management Talk 


PORTLAND, Ore.—The 14th Pa- 
cific Automotive Show will be held 
here March 21-25 in Memorial Coli- 
seum, 

A program on business manage- 
ment is a new feature of this year’s 
show. The New Dimensions in 


Management program will be held 
March 21. 

In addition to weekday hours, 
the exhibition will be open from 
10 am. to 10 p.m. on Saturday, 
March 24, and from 10 a.m. until 
4 p.m. on Sunday, March 25. 





in the January 8 issue of Sports ///ustrated will 
sell the new standard of night driving convenience 
in the 1962 Cadillac equipped with Guide-Matic. 
Customer brochures support the advertising 
at your showroom. A slide film is available 
that gives effective demonstration tips to your 
salesmen. 


Let Guide-Matic work for you in every demon- 
stration. Mention it to all your new-car prospects. 
Once prospects try it, they'll want to buy it. 
Guide-Matic equipped demos will brighten your 
profit picture while they add a new standard of 
effectiveness to your demonstrations after dark. 
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Quick, Night Service 
Boosts Shop Profits 


(Continued f 


day shift. In this way, night cus- 
tomers are not greeted and serv- 
iced by shop people they have 
never seen before. 


The night shift is staffed with 


two tuneup men, two line mechan-| p.m. to 3 a.m. Monday through . . . 
ics, a service adviser, a handyman| Thursday and until 2 a.m. on Fri- eens of = oe — aan ? 
and a part-time lube man who is on| day. There is no night work on Hotel e Conrad Hilton d 
duty from 6 p.m. to 10 p.m. Night | Saturday. Oo . : ti 
service at Read Mullan is providing Service jobs average around 45 m ain Automotive Club will J r 
the same kind of fast service of-| nightly, but on one recent Monday, y ‘ ooth at Navy Pier which ] a 
fered by the independent shop or/ 68 jobs were handled, Tuesday and Th omg serve as its headquarters, | g 
gasoline station down the street. Friday usually have the heaviest y = cae Teaen . reception wil] § 
A number of specials are pushed | runs. ‘ Foyer of the ‘Mhartinn Ch Crystal 
as quick service items such as| Quick service at night is featured Parts Counter Open at Night— Hotel, followed at 8 p.m. by the An 4! 
a tg hal installation. Pay in Rice & Holman’s newspaper ad- Rice & Holman Ford, Merchantville, N. J., keeps its parts counter open evenings for| nual Banquet in the Grand Ball- f 
. r par vertising. Normally, q ui c k-service the convenience of neighborhood garages and do-it-yourself mechanics. Monthly parts | room, I 
The parts inventory, usually| type of jobs slack off about 10 p.m. sales average $60,000 on an inventory worth $90,000, according to the firm. Attendance at the sh . 
around $125,000, has a normal 90- * ¢ * Thursday, March 1, j sb vow Os i 
day turnover and is contained in| Pickup-Delivery Service MEMA-ASIA men, ioe ricted to 
9,700 square feet of storage space. F BUSINESS t e mbers, Overseas u 
ae tends to siow down,! A ygtolite Program Tackles | 2:23, x02 svsotsaers: car tac: I 
the dealership bolsters its offer- tory executives, national accounts § ¢ 


A‘ RICE & HOLMAN, Cooper 
Christian, 15-year-veteran serv- 
ice manager, says, “Night is an 
ideal time to service regular cus- 
tomers, as well as trucks and fleets. 

“Customer-paid labor on our 
night shift is now running about 
$1,000 a month over 1960. Our total 
customer labor for one month was 


rom Page 12) 


a lube man and a janitor-messen- 
ger. There also are four hourly 
men on warranty and a trim 
man, 


The night shift works from 5 


ings by newspaper advertising with 
some kind of special, like brakes or 
transmission work. 

“We like to run the same adver- 
tisement more than once so people 
get familiar with it and recognize 
it because it has the same format,” 
says Christian. “Also, our night 
service is featured in our Wolf 

















been necessary for the division to 
develop its own training program. 


To effectively protect the repu- 


Problems of. Training 


(Continued from Page 12) 


put his lessons and manuals that 


will come with the course, 
* * * 





* - 
Service Groups 


Slate Busy Week 
For ASI Show 


(Continued from Page 12) 


evening, Motor & Equipment Man- 
ufacturers Assn. holds its Pregj- 
dent’s Reception and Banquet in 
| the Drake Hotel. 

From 10 a.m. to 6. p.m. Feb, 28, 
the 1962 IASI Show is open to 
MEMA-ASIA members only and 
overseas guests. In the evening 
the International Booster Ban. 


and other invited guests. 

The big spectacular at Navy 
Pier will be in full swing Friday, 
March 2, from 10 a.m. to 10 p.m., 
with miles of exhibits and dis- 
plays. From 10 a.m. to 4 p.m. is 
Fleet Day, but fleet personnel are 
welcome throughout the remain- 
der of the show. 


men, 
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NEW lesson will be sent to the 
+% trainee every two weeks, to- 
gether with an examination sheet | 
and postage-paid return envelope. 
When the student has gone through 
the lesson completely he will fill | 
out his examination sheet and mail 
it to home office. He will then be 


tation of the product and assure 
that the eventual owner of the 
vehicle in which the product is 
used will be satisfied, the pro- 
gram had to be designed to reach 
as many independent service 
shops as possible as well as the 


At 4 p.m., the doors are opened 
to the Automotive Service Trades, 
Thousands of personnel from retail 
service outlets—service stations, in- 
dependent garages, specialty repair 
shops, new and used-car dealers 
throughout the north central region 


Plan direct mailings.” 

Pickup and delivery service is 
provided by the janitor-messen- 
ger. He works the full shift 
(hourly basis) and parks custom- 
er cars in front of their homes or 
in the driveway, leaving the keys 


$20,237 of which $7,800 was night 
business.” 

Night service is under the su- 
pervision of a full-time night 
service manager. Each shift 
works 46% hours a week. The 
night shift numbers, on the aver- 


\sei == 





age, approximately 16 men and 
most of them are full-fledged 
50-50 men. In addition, there is 


co * * 





Rolling Ad— 


Read Mullan Ford, Phoenix, promotes its 
quick-service and night-service programs 
with this shuttle bus, painted in circus 


as designated by the owner. 

A night cashier is on duty until 
9 p.m. From then on, the cash is 
handled by the night service man- 





ager or the parts man. The cash 
register carries a semi-breakdown 
of the jobs on its tape. 

Two parts men remain on the 


pay cash, but outside financing can 

be arranged and the dealership will 

carry for 30 days anyone considered 
a good credit risk. 

No separate financial statement 

is maintained. Parts sales are 









distributors and jobbers. 

Autolite has its own field force, 
consisting of six regional service 
managers, 45 district managers, 27 
service parts representatives, 64 
battery representatives and 113 
spark plug representatives. 

These men will conduct three 


forwarded his next lesson. 


The examination sheets will be} 


graded through an IBM system. 

At the end of each course, top 
students will be selected and at- 
tractive incentives are planned 
for enrollees who _ successfully 





to send their service men to train- 
ing schools. In addition to the cost 
involved, they object to letting the 
man get away from his job for the 
time it takes. 

So Autolite has developed a 
course called 


direction of Dan Cornila, service 
manager, who came to Autolite Di- 
vision from the post of field service 
manager of Lincoln-Mercury. Cor- 
nila has had years of experience in 
service training work both as a 
service manager for franchised car 


—will “See All That’s New in ’62.” 

A record number of manufactur- 
er-exhibitors have been approved 
for space, the last official count to- 
talling 485. 


* Co * 


Space Drawing Held 


Ore., president of the 1962 Pacific 
Automotive Show, and J. Leonard 
Gibson, PAS executive manager. 


U.S. Asked to End 


—S> ~~ 


job until 9 p.m., when one of them| schools in the training facilities of | Complete the course. For Pacific Show s 
goes home. Some wholesale ac-| each of the warehouse distributors. In addition to the training pro- nd 
counts are taken care of, generally} These schools will be on tuneup] gram, Autolite plans to put special- | iimecmumamee ia phen le 2 
up to 9 p.m. and carburetion, charging and| ized service instruction folders in| service industry met here to draw @ dn 
i oe starting circuits and automatic) each package with a group of Auto- for exhibit space at the Pacific Au- ff 
’| Credit Available transmissions. In all, 18 schools are | lite parts and components that will| ; otive Show The show is sched- 
IGHT labor rates at Rice & Hol- planned in 1962, to be conducted by | o utl ine detailed installation and uled for March 21-25 in Portland's tr 
gan. are 365 cents an hour above the home office in the field at the} servicing information. new Memorial Coliseum. T 
day rates. Labor rates are $5 per warehouse >agerinsiae eet crt aa : The opportunity to make first - 
hour on cars. Trucks start at $5 for Schools will also be conducted by i’ IS felt that this three-point choice of available exhibit booths nc 
pickups and light jobs and carry a| the warehous e distributors and training program will impart the was awarded to Vincent Hall, Seat- « 
graduated scale up to $6 an hour| jobbers in the line. re most complete service training cov- tle, representative for Guaranteed "6 
‘| and more, depending on the size. of f Ws erage to the Autolite wholesale and | pa)ts Inc., Seneca Falls, N. Y., and | _4 
the vehicle. bigs second step in the training| retail accounts with a minimum of Shur-Gloss Mfg. Co., Chicago. Tal 
Customers wishing to “charge it” program is aimed at getting| travel expenses and “off-the-job’\ | to the drawings, members > 
must arrange their credit before| around the general ooo = loss of time. ot the show commilites were baNT 
5 p.m, People are encouraged to| service shop owners and manager The program will be under the ed by Harold Littrell, Medford, has 


colors, which takes customers to their| broken down by car and truck, “learn-by-mail” Vv 
place of business. It is covered with signs} by retail and wholesale, Auto Tech, for the Autolite Tech- | dealers at the retail level and at E e T : 
pointing out the available services. Mullan An oscilloscope receives a good] nical Training Institute. This | the factory service management xcise axes on Fed 
is shown with his son, Ned. workout on both shifts, Christian] course will be available to the | level. ° Ing 

says, and he has oe to it oa service and salesmen of the 8,000 United Motors Service Division, Some Rebuilt P arts | ia 

. 9 | every man on each shift is qualified} jobbers, fleet service men and | with a similar marketing prob- and 

Young Executives’ | to operate this machine. mechanics. lem, has two strings to ite train. |, WASHINGTON. — Amen’ sat 
; Night paid labor the last six] A nominal charge will be made| jing bow. The division maintains | © Federal excise tax regulations to 9 4, 

ASIA Forum Will months of 1960 ran 44 percent of| for this service which will take up| g resident instructor in each of | °liminate the levy on certain types § 
E total paid labor. Hourly night me-| a new training lesson every two| the General Motors training of rebuilt parts have been 4 > 

S P l chanics are given an opportunity,| weeks. A large binder is provided| gehools around the country and | P°S¢d, the Automotive Parts Re- 2 

tress ersonne when they are qualified, to move to| so the trainee will have a place to| holds scheduled classes for in- | PUilders Assn. reports. : d the | dea 

«“ : the day shift as 50-50 men, This !|—_—_—_—_——__-————————————_|_ dependents, jobber men and fleet The amendments would end the | 

eione* oi be a eae “a eee happens only as openings occur ome. . auto manufacturers tax on rebel > 

Automotive Service Industry Assn. and is based = seniority : In addition, it has 29 service and b6 ar tare oer ee aa dur 

Young Executives Forum at their ICE & HOLMAN turn over a training representatives in the field its transportation function. But 

3rd annual business conference nets Veh Pan etae Ue-t to teach tuneup to mechanics who ‘oc on § leg 

during the association’s national] ¢¢, ino e se rae : & i . find it hard to go to the training| They call for an end to levies - 5 

convention here in February. The 5 & MONA ON & LOCA! Parts iD center classes. These men work out| auto bearings, generators an bias 
350-member forum will meet Feb. arn nd - aan sae a + Magen of station wagons and carry their starter motors which oe been re- ao 

: ; e wouidn e stuc i ; built by turning down the commu- : 

27 in the Conrad Hilton Hotel. night service all this time unless test equipment along with a, potoe ais ax tale, 3 


Headlining the meeting will be 
O. M. Aders, staff personnel de- 
velopment manager, Perfect Circle 
Corp., whose address, “Who Man- 


our experience had shown that it 
was an asset,” Christian said. 

“It has a definite place in our 
overall operation. Our monthly 





Training classes for either 
structor can be set up through the 
zone offices or through any UMS 
jobber. 


The proposed changes would also 
exempt from the tax parts and ac- 
cessories cut or formed from a ma- 





terial of general use for an immedi- 





ages the Managers?” will delve into! operating budget is based - a . 8 gel 
the most crucial phase of any busi- ae oo, are psd oe i OPAR DIVISION of Chrysler| ate repair job. i” 
ness today—people, their problems! our space and manpower, and Corp., which distributes Chrys- ee er nt 
and their effect on the profit struc-| what we do at night is just as ler parts to dealers and independ- Tulsans Elect Partridge pro 
ture and future of a company. important to us as our daytime ents, depends largely on instruction| my sga--Buck Partridge, owner qu 
Howard A, McMurchie, ASIA] operation.” bulletins and training elasses put| 4 puck’s Auto Service, was elected § ™ 
promotion manager and forum sec-| And P. James Deasy, associate on by its authorized parts distribu-| ,posident of the Independent Ga-— ™ 
retary, said that because third-gen-| in Rice & Holman Management Co. tors. rage Owners of Tulsa. Other offi- Min 
eration personnel have assumed] responsible for the Rice & Holman ° S k MoPar also offers training classes | cers elected were Chester Roth- 7 
more responsibilities today, the| operation says, “It must be remem- Service Spark— for independents and fleet men at| hammer, vice-president, and Dick] mo 
“character” of the forum has| bered that we are creating more P. James Deasy, right, associate in Rice | the five permanent Chrysler Train- Dorward, secretary-treasurer. am 
changed. Although classified as| customer traffic over more hours, & Holman Management Co., provides the| ing Centers and by the five mobile anc 
young executives because of age,| exposing the customer to what we spark in attracting service business to| training units working out of the| The back pages of every issue of AUTO- fi 
forum members actually represent} have to sell in all departments but Rice & Holman Ford, Merchantville, N. J.| Schools. These special classes can MOESVE Wewe Senne: Se a Or 
middle and top management in| at no increase in facility cost to He is discussing service problems with| be arranged by any MoPar parts SCOTT NEWS WANT ADS! Are oy 
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their companies. 


do it.” 


Cooper Christian, service ‘manager. 


distributor. 


you? 
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Striving to Stay Competitive... 


- Stations Seek Service Solution 


(Continued from Page 12) 


that of the larger companies. In 
wmpanies operating up to 1,000 
ations, the turnover was 15.2 per- 
gent; in companies operating from 
4000 to 5,000 stations, the turnover 
yas 14.3 percent each year, and 
yith companies operating more 
han 5,000 stations, the turnover 
an an even 13.0 percent. 

Union Oil on the West Coast 

s to install an experimental 
diversification program at five sta- 
tims that calls for a retail sales 
room in which automotive and non- 
automotive items such as toys and 
sporting goods will be handled on a 
gell-serve basis. 

“Between the use of vending 
machines and self-service coun- 
trs,” says C. E. Rathbone, 
Union’s manager of retail sales, 
‘our gasoline stations should be 
able to maintain a healthy retail 
marketing trade despite competi- 
tion and loss of servicing in- 
come.” 

The Esso consolidated automo- 
tive repair center, a pilot project 
in Buffalo, will not be operated as 
a retail gas station, according to 
H L. Ebert, manager of Esso’s 
puffalo district. No gasoline or oil 
will be sold at the center. Motor- 
its will not be able to order work 
tere directly, only through the 
@mpany’s dealer stations. 

* * * 


sagt on each job will go to 
the dealer who sends in the 
srvice work. Charges of the cen- 
ter will cover operating costs plus 





Program to Boost 
Owner Relations 


In Shop Is Offered 


ST. PAUL.—Prevention of loss of 
ar-buying customers through the 
ervice department is the stated 
dm of a training program being 
dfered by EMC (Educational Ma- 
trials Center) Corp., St. Paul. 

The one-hour program seeks to 
tach service managers, salesmen 
amd shop personnel how to say the 
tight thing to the customer in the 
tight way, the company said. 

A two-part recording, “How to 
Talk to Your Customers,” is used 
in the program. 

The company said the program 
las been thoroughly tested. 


Price Cuts Unfair, 
American Oil Told 


WASHINGTON.—An order by 2 
Federal Trade Commissioner hear- 
ig examiner would prohibit Amer- 
ian Oil Co. from selling gasoline 
ad other products to any service 
sation dealer at less than it 
targes competing dealers in the 
&me market area. 

Examiner Edgar A. Buttle found 
that American sold its gasoline to 
dealers at Smyrna, Ga., for sub- 
stantially less than it charged deal- 
fs at Marietta, four miles away, 
during a 1960 price war which 
Buttle said Shell Oil Co. started 
illegally. 

Buttle’s decision was not final 
tnd may be appealed, stayed or 
reviewed. 





Mechanic Certification 


Stirs Wide Interest 


FREDERICTON, N. B. — New 
Brunswick’s motor mechanic im- 
provement efforts has drawn re- 
({uests for information from 
many parts of the United States 
and Canada, according to Labor 
Minister Kenneth J. Parker. 

The province has set up & 
Motor vehicle repair trade ex- 
amining board to test mechanics 
and apprentices. The examina- 
tions are voluntary and success- 
ful candidates receive certificates 
of qualification. 
eee 






























a profit for the dealer. Esso prom- 
ises that prices will be reasonable. 
According to Ebert, the chief aim 
of the repair center are expanded 
service for customers and higher 
income for the 85 Buffalo-area sta- 
tions. 

“The center is a service instal- 
lation, operated by us for the 
benefit of our dealers and their 
customers,” he said. “No custom- 
ers will drive in directly from 
the street. All jobs at the center 
will come to it from Esso dealers. 
The prices of work will cover 
actual operating expenses, plus a 
fair and reasonable profit for the 
dealer.” 

Under the new system, customers 
of Esso stations will leave their 
cars with the dealers, who continue 
to do repair work for which they 
have the necessary equipment and 
experienced personnel. The car 
would be taken to the repair center 
for any work that remained to be 
done then returned to the station to 
be picked up by the customer. 

The repair services at the center 


will range from simple tuneups to 
specialized jobs such as wheel 
alignment, automatic transmission 
repairs and motor analysis, many 
of which require expensive and 
complex equipment not available at 
most stations. 
of * * 


2 Items Overlooked 


OTHING was said in the an- 

nouncement of the project 
about how such a service center 
would retain the two major factors 
which convince some motorists to 
patronize the gasoline stations for 
their repair work. 

These are the ability to have the 
work done “while you wait” and 
not have the car tied up all day and 
the lower prices that many stations 
have been charging for some of the 
simpler service operations. 

There seems to be no question 
but that this service center will not 
offer the principal benefit for going 
to a gasoline station for service— 
the ability to do the work quickly. 
This will be lost when the station 


J 


Consolidated Repair Center— 


A new idea in service competition is this Esso consolidated repair center in Buffalo. 
It handles service work for all the Esso stations in the area. 
oe Se 


15 








* * * 


has to transfer the car or truck to| will not be able to get away from 


a central shop. 

Regardless of how they try to 
shave costs, the extra handling 
of the vehicle plus the double 
profit involved will put car deal- 
ers in that area in an enviable 
price-competitive position. 


the shortage of trained, experienc- 
ed workmen capable of doing the 
type of service work that pleases 
the customer, 

Auto dealers can see by these 
moves that their largest numerical 
competition for a share of the serv- 
ice dollar is not entirely working 


Even with a central shop, they! in a bed of profit roses. 
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Hope you don’t think we’re being crass, but... 


MERRY CHRISTMAS 


and Thanks for the Business 


Seriously, a healthy business is a blessing worth counting at this 


time of year. That’s why we take this opportunity to thank our Automobile Dealer friends for 


contributing so much to Kendall’s sales success in the past 12 months. 


This Christmas, as in the past, we pledge to continue to serve you and your customers 


in every way possible. 


KENDALL REFINING COMPANY 


Bradford, Pennsylvania 


Lubrication Specialists since 1887 
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Get Top Dollar for Your Trade-in 
Wagons! Recondition them with 





Ctntion Wagon CARGO DECK MATS 
Exactly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 









TAILORED-TO-FIT Each set contains all components for 


complete replacement of mat panels 


COLOR-KEYED Available in colors and patterns . 


to compliment interior trim. 









Made from 
(Armstrong 
Vinyl Automat 
ECONOMICAL 


Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


INDIVIDUALLY BOXED 
Clearly labeled for easy 
identification. 


— Complete with 
Adhesive & Applicator 


MATE THE COMPLETE LINE 


for CAR RECONDITIONING 
2 TRUNK 


MEMBER, 


The 


es BIO Msn it ae Pe): 





RS Co 


Now everyone can have 
hydraulic power, Mr. M. 


And all because of us! 10 ton turn? 


Air Conditioning Service Unit 


Complete servicing Station: 
purging, evacuating, charg- 
ing, testing. Exclusive fea- 


ture: controlled heat of 
refrigerant. 





AUTOMOTIVE NEWS, DECEMBER 18, 1961 _ 





Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


For Make Servicemen 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AvuTo- 
MOTIVE NEws. 

AMERICAN MOTORS — Seven 
mobile units, with their respective 
instructors, will be conducting 
classes in the following states Dec. 
26-Jan. 12: Unit 101, Les Howard, 
Virginia and Tennessee; Unit 102, 
Bruce McKenney, Pennsylvania, 
Delaware and New Jersey; Unit 
103, Art Olson, Pennsylvania, Ohio 
and West Virginia; Unit 104, Lloyd 
Tolman, Iowa, Nebraska, Missouri 
and Kansas; Unit 105, Ken Piere, 
California; Unit 106, H. A. Hudson, 
Colorado, New Mexico and Okla- 
homa; Unit 107, Lloyd Graves, 
North Carolina and Georgia. 


CHRYSLER CORP.—During the 
period Dec. 26-Jan, 12, the five 
Chrysler Corp. sales and _ service 
training centers will be offering 
new service training courses cov- 
ering all models of the corpora- 
tion’s 1962 car lines. Instruction is 
comprehensive and includes latest 
factory-recommended service pro- 
cedures, diagnostic techniques, ad- 
justments, tests, special tools and 
testing equipment. The following 
subjects are offered; automatic and 





manual shift transmission, manual | 


and power steering, six and eight- 
cylinder engines, engine tuneup, 
fuel system, all carburetors, elec- 
trical system, alternators and regu- 


We’re just too generous, Mr. H. 
Shall | give our Suit-A-Pull another 


Hang-Over Tune-up Hoist 


Slides you over the 
engine for close work. 
Adjustable, lightweight. 
Easy to store. No more 
damaged fenders. 











lators, D. C. generators and regu- 
lators, starters, air conditioning, 
heaters, rear axle and differentials, 
body, brakes, front and rear sus- 
pension, instrument panels, acces- 
sories, new-car preparation, Simca 
service, etc. These service training 
courses are offered tuition-free to 
service personnel sponsored by 
Chrysler Motors Corp. dealers and 
MoPar outlets. Chrysler training 
centers are located at: 26001 Law- 
rence Ave., Center Line, Mich.; 5500 
Howard St., Skokie, Ill.; 2930 For- 
rest Hill Drive, S.W., Atlanta, Ga.; 
401 Theodore Fremd St., Rye, N. Y., 
and 1111 N. Brookhurst St., Ana- 
heim, Calif. Direct all inquiries to 
service training coordinator at 
training center serving your area. 
A service merchandising and man- 
agement conference is scheduled 
for Jan. 8 at the training center in 
Rye, N. Y. Conference is offered for 
dealership service managers, and 
details are available through re- 
gional offices. Also, the five Chrys- 
ler sales and service training cen- 
ters are introducing a new mobile 
service training program for serv- 
ice personnel of dealerships in re- 
mote areas. Schedule of courses is 
the same as that offered at the 
training centers. 

FORD DIVISION — During the 
period of Dec. 26-Jan. 12, the Ford 
district school instructors will con- 
tinue to conduct courses on the 
1962 Fairlane car. They will par- 
ticularly stress service procedures 
on the new 221-cubic-inch engine, 
the body, axle and front suspension. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures is available (free 
of charge) to all service personnel 
sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic and 
Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new me- 
chanics. GMC maintains classrooms 
in the following cities: Atlanta, 
Jacksonville, Boston, Charlotte, 
Chicago, Milwaukee, Cincinnati, 
Dallas, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers), 
Oakland, Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 
quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 


INTERNATIONAL HARVEST- 
ER—tTechnical training centers lo- 
cated in Atlanta, Dallas, and Har- 
risburg, Pa., are conducting train- 
ing for dealer and fleet servicemen. 
Six different courses are offered. 
They are: Servicing the “Scout” for 
dealers, dealer servicemen’s general 
service course, dealer diesel service 
course, dealer service management 
course, fleet servicemen’s general 
service course, and fleet diesel serv- 
ice course. Every course is taught 
by the “tell-show-do” method. Cor- 
rect diagnosing, maintenance, and 
service procedures are emphasized 
in each service operation. For fur- 
ther information, contact the serv- 
ice manager at the nearest Inter- 
national truck district office. 


MACK TRUCKS—Two one-week 
courses are being offered, tuition- 
free. Clutch, transmission, carrier 
and power steering, Dec. 11 and 
diesel engine, Nov. 27 and Dec. 4. 
For further information contact: 
Plainfield Service School Supervis- 
or, Mack Trucks, Inc., 935 S. Sec- 
ond St., Plainfield, N. J. 


STUDEBAKER-PACKARD — 
Courses covering all phases of 
Studebaker -Packard, Mercedes- 
Benz and Auto Union vehicles 
are being given at the following 
technical training centers by their 
respective instructors: New York 


| City, F. X. Coghlan; Atlanta, w. N 
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Hall; Kansas City, W. N. ill; Log 
Angeles, L, J. Young; South Bend 
A. S. Kidder. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP. 
MENT CO., Kalamazoo, Mich— 
The Allen Power-Tune course, cov. 
ering diagnosis and electricg] 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir. 
cuit and use of Allen scope, Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising, 

A nominal fee is charged, For 
starting dates, contact the local 
Allen representative or write di- 
rectly to Educational Department, 
Allen Electric & Equipment Co 
2101 N. Pitcher St., Kalamazoo, 
Mich. 

AMMCO TOOLS, North Chicago 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 36 mo- 
bile units manned by factory-train- 

(Continued on Page 32, Col, 1) 





Transmission Test 
Machine Triples 
Rebuilder’s Output 


STAMFORD, Conn. — The de- 
velopment of transmission test 
equipment is a tremendous boon to 
automatic transmission rebuilders, 
reports Aaron Levine, president of 
Connecticut Automatic Transmis- 
sion Co., Bridgeport. 

For two years the firm has been 
testing its rebuilt transmissions on 
an “Autohydradyne” unit built by 
Consolidated Diesel Electric Corp, 
The result has been an 85 percent 
decrease in warranty adjustments 
and the firm has been able to boost 
its jobbing operation, which whole- 
sales rebuilt transmissions to re- 
pair shops, from 10 units a week 
to 30 units. 

Levine said that because a re- 
built transmission can be thorough- 
ly “road-tested” in a few minutes 
on the test unit, flaws can be de 
tected before a transmission is in- 
stalled in a car. 

Increased production results be- 
cause it is no longer necessary to 
install a rebuilt transmission in a 
car, only to have to remove it again | 
if it fails to operate properly. Such 
double (and often triple) installa- 
tion wastes more than four hours 
on the average rebuilding job, he 
said. 

The Autohydradyne provides a 
complete “road-testing” facility in 
35 square feet of floor space. It in- 
dicates whether the transmission 
is developing proper hydraulic pres- 
sures, is shifting at the proper 
point, has any band slippage, will 
reverse properly and can transmit 
power from the rear (as in pushing 
or downhill operation). 

Because it permits running the 
transmission at engine _ speeds 
above 4,000 revolutions per minute 
and at drive speeds over 100 miles 
an hour, the Autohydradyne per- 
mits testing beyond that which can 
be legally done in a car. 

* * * 





"Road Test’ Machine— 


A specialist at Connecticut Automatic 
Transmission Co. tests a rebuilt automatic 
transmission on an Autohydradyne. The 
machine is a complete road-testing facility 
and saves about four hours on every trans- 
mission checked by making it unnecessary 
to install the unit in a car. 
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Heading East to the big NADA Show... 


OVER 2,000 BONUS COPIES OF 


True ...and your advertisement can take advantage of this 
added circulation when you appear in the 1962 AUTOMO- 
TIVE NEWS NADA Show Issue. In addition, of course, you 
will also reach over 43,000 regular dealer-subscribers and 
industry executives whether or not they attend the 16th An- 
nual National Automobile Dealers Association Convention. 
This outstanding issue of AUTOMOTIVE NEWS places 
your sales message right in front of this large, influential 
group ...a group interested, able and ready to do business 
with you! 


It’s a big issue that did a big selling job for over 140 AUTO- 
MOTIVE NEWS advertisers last year. If you sell parts and 
accessories, equipment and services, or other products to the 
BIG new-car and truck dealer market, you’ll want to use the 
NADA Show Issue to: (1) Inform dealers of your product 
story during this time of high interest. (2) Invite dealers to 
your show booth. (3) Pre-sell your products or service to 





AUTOMOTIVE NEWS! 


show-goers. (4) Re-sell your product or service to dealers 
and executives whether or not they attend the Show. 


Even if you are not attending the Show, you’ll want to use 
this issue to put your story directly before the eyes of this 
receptive audience. Contact your AUTOMOTIVE NEWS 
representative today. He’ll give you full details! 


RESERVE SPACE NOW! 
NADA SHOW ISSUE 


Closing date: January 25, 1962 
Published: February 5, 1962 





THE MOST INFLUENTIAL PUBLICATION IN THE AUTOMOTIVE INDUSTRY 


REPRESENTATIVES: 
DETROIT: R. L. Webber, William R. Maas, Roy Holihan, Woodward 3-9520 
NEW YORK: Edward Kruspak, Howard E. Bradley, Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 
SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 
LOS ANGELES: Robert E. Clark, Hollywood 3-4111 
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Suggestions Improve Service. . . Studebaker Ci oie | 
38 of Its Deale: s 


Gripes Help This Ohio Dealer 


By James Moffatt 
Staff Correspondent 

DAYTON. — Since White-Allen 
Chevrolet established an owner-re- 
lations department a year ago, the 
customer has had a voice in the 
dealership’s operations. 

A number of customer sugges- 
tions to improve service have 
been adopted by the firm, accord- 
ing to Homer Sumpter, who was 
body-shop foreman prior to his 
appointment as owner-relations 
manager. 

As an example, he cited some 
gripes made at a dinner meeting 
White-Allen arranged last summer 
for 12 new-car buyers. 

After the meal, a tape recorder 
was turned on and the guests were 
invited to air their views about 
Chevrolet in general and White- 
Allen in particular, Sumpter said. 
He added that this is what hap- 
pened: 

One man said he had noticed that 
during the day there were two 
cashiers on duty, and only one at 
night, which caused waiting at 





Dealers Won’t Like New 


times. A second cashier was added 
at night. 

An elderly man complained that 
after he had paid a service bill 
and received his keys, he went 
out to a lot which seemed to have 
contained a thousand cars, 

The parking places were num- 
bered, but they weren’t too visible 
at night. The man said he finally 
found his car after a long hunt, and 
suggested that the place be more 
plainly marked. 

The company not only adopted 
this suggestion, but assigned an at- 
tendant to the lot full time. 

A third man said that while he 
was having has car serviced, he 
waited ... and waited ... and 
waited. Finally, he inquired at the 
cashier’s cage and was told that the 
car had been ready for some time. 

Now the cashier pages each cus- 
tomer the moment his car is ready. 

Since the department was set 
up, Sumpter said, “we have found 
that the quality of our line me- 
chanics’ work has improved. They 
know we are checking complaints 
much more carefully now and 


Missouri Order... 


State Cuts Its Car Buying 


By L. H. Houck 
Stafi Correspondent 

JEFFERSON CITY, Mo. — Gov. 
John Dalton, in a sharp cutback on 
use of automobiles by state execu- 
tives, has limited nine department 
heads to cars in the middle range 
such as Buick, Oldsmobile and 
Chrysler and all other state em- 
ployes who drive cars to Fords, 
Chevrolets and Plymouths. 

Those who drive less than 15,000 
miles a year get no cars at all. 

Apparently the top luxury car 
in the state fleet under the new 
order is the governor’s car, a 
black Fleetwood Cadillac. 

The new policy does not cover 
the State Highway Department or 
the Highway Patrol since their pur- 
chases are not handled by the state 
purchasing agent. 

Royal O. Cooper, state purchasing 
agent, said the state could save 
$60,000 to $100,000 a year by buying 
cars in group lots twice a year and 
selling the old cars at public auc- 
tion. 

The siate will buy approximately 
$500,000 worth of new cars in the 
next two years. The last Legislature 
appropriated $220,100 to replace 117 
state-owned cars and $299,150 to 
buy 149 additional cars. 

Under the new policy, depart- 
ment directors will be allowed to 
have cars equipped with air con- 
ditioners, radios, heaters, seat 
belts and one outside mirror. Cars 
of other state employes will not 
be permitted air conditioners. 

Cars bought for the governor and 
other elective state officials may be 
as big and plush as available ap- 
propriations permit. 

The cost of the car driven by a 
state official in Missouri has long 
been a badge of rank. Autos are 
usually bought under a competitive- 
bid system, but in the case of the 
larger and more plush cars, the 
specifications for bids usually 
makes it possible for the official 
ordering the car to get the make 
and model he wishes. 

Selling old state cars at auction 
apparently is a departure from pre- 
vious practice, under which the of- 
ficial usually traded in the old car 
on the new one. 

Under the new ruling, the pur- 


Louisville Dealers Name 


Montgomery President 

LOUISVILLE. — The Greater 
Louisville Automobile Dealers Assn. 
at its annual meeting elected Ray 
E. Montgomery jr., Montgomery 
Chevrolet Co., as president, suc- 
ceeding Breaux Ballard, formerly 
head of Breaux Ballard Co. 
(Buick), who has resigned as a 
Buick dealer. 

Charles Dishman, Dishman 
Dodge, was named vice-president; 
Chester Weyland, Monarch Auto 
Co, (Lincoln-Mercury), treasurer, 
and John A. Fulton, loca! attorney, 
secretary. New directors are Mont- 
gomery and Dishman. 





















chasing agent will ask for bids 
on group lots at six-month inter- 
vals. The state will try to buy 
these cars at the lowest price 
without trades. From the dealer’s 
standpoint, this business may not 
be desirable and no rush of bids 
is expected. 

The Highway Patrol by purchas- 
ing certain models in large lots and 
selling its old cars to the same deal- 
er at a specified mileage, has ob- 
tained cost figures below the na- 
tional average. 

However, the dealer supplying 
these cars went out of business 
after a couple of years of selling to 
the patrol. Previously another 
make dealer made some sales under 
similar regulations, but didn’t com- 
pete the next year. 

The state has been buying some 
of its vehicles at such nonprofit 
prices to dealers that several man- 
ufacturers have been accused by 
dealers of selling direct. 





Cleveland Dealer Group 


To Elect New Officers 

CLEVELAND, — The Cleveland 
Independent Automobile Dealers 
Assn. will install new officers Sat- 
urday (Dec. 23) at its 15th annual 
Installation Dinner Dance in the 
Carter Hotel’s Rainbow Room. 

Planning committee for the event 
includes Joseph Chizek, outgoing 
president, Manny Weiser and Mark 
Durschlag, events chairmen, Lou 
Kay, Chuck Cabot, Milt Nadler and 
Marv Halpert. 


It’s Aro Corp. Now 
TOLEDO.—Aro Equipment Corp., 
Bryan, has changed its name to 
Aro Corp., citing the wide diversi- 
fication of its activities. 


they are going all-out to satisfy 

the customer. 

“It’s also amazing to see the 
change in attitude in our sales de- 
partment,” he added. “Previously a 
salesman would run and hide from 
a customer with a complaint. Now 
they welcome the opportunity to in- 
troduce the customer to the owner- 
relations manager.” 

The owner-relations department, 
which White-Allen claims was the 
first such program instituted by a 
dealer after the idea was originated 
by Chevrolet, also is responsible for 
repeat sales, Sumpter said. 

It also has given the salesman an 
assist with new customers, he 
added. 

“Our salesmen, upon explaining 
the function of the department to 
prospective buyers, have found it to 
be a very important factor in the 
closing of a sale,” he said. 

Sumpter describes his job as 
simply making sure that the cus- 
tomer is satisfied he got what he 
paid for. This includes both the 
car buyer and the service cus- 
tomer. 

Ten days after a car is sold, the 
salesman is required to contact the 
buyer to have him fill out a report 
on the car’s condition upon deliv- 
ery, the best time for the owner to 
have it serviced and to answer a 
number of other questions. 

From time to time, both car buy- 
ers and service customers receive 
mail pieces inquiring about the op- 
eration of the car and urging them 
to bring the car into the shop. 

Any customer dissatisfaction re- 
ceives Sumpter’s prompt attention, 
he said. 

“If a customer comes in with a 
complaint and there’s the slight- 
est doubt about who’s in the 
right, I have the work done at 
our expense,” said Sumpter, 
whose word is final in such mat- 
ters. 

How many of these unsatisfied 
customers still are unhappy after 
Sumpter discusses their problems 
with them? 

“There haven’t been more than 
three people in a year’s time whom 





Peace Keeper— 


Homer Sumpter, manager of the owner- 
relations department of White-Allen Chev- 
rolet, Dayton, holds in his left hand the 
favorable comments from customers’ com- 
plaints and in his right hand those that 
were unfavorable. On the bulletin board 
Sumpter has posted some of his favorites. 

* * * 
we couldn’t satisfy no matter what 
we could do,” he said. Counting 
new-car buyers and service custom- 
ers, he added, the company is faced 
with 4,525 potential complaints a 
month. 

Summing up what he considers 
the importance of owner relations, 
Sumpter said: 

“I think we must put ourselves 
in the customer’s shoes and treat 
him the way we would expect to be 
treated if we had the same amount 
of money invested in a car.” 


Kentucky Dealers 


Talk Management 


LOUISVILLE. — The Kentucky 
Automobile Dealers Assn. held an 
educational conference to give 
members more information on the 
National Automobile Dealers Assn. 
business management department’s 
program. 

Harold D. Draper sr. and Roger 
Mansfield, both of NADA, conduct- 
ed the program. 

There were about 40 in attend- 
ance. Draper held that dealer fail- 
ures over the last year had been 
perhaps the highest in a quarter of 
a century, due to dealers not know- 
ing what they were doing financial- 
ly until they were broke or badly 
bent. 


For Long Service 


SOUTH BEN D.—Stud>haker. 
Packard honored 38 deale:s who 
have been associated with (he cor. 
poration for more than 10 years 
A plaque, testifying to the years 
of service with Studebaker, wag 
presented to each dealer. Dealers 
with years of service, are ag fol- 
lows: 

Forty-five years: Eidam Brothers, 
Hazelton, Pa. and H. S. Bitner 
Latrobe, Pa. Forty years: Barbeau’s 
Garage, Waupon, Wis.; John Fan- 
elli & Son, Shenandoah, Pa.; Picco 
Motor Co., Montensano, Wash., and 
West Shore Automobile Co., Le- 
moyne, Pa. 

Thirty-five years: Jim Angeles 
Studebaker, Minneapolis; H. 5, 
Clemons Co., Pulaski, N. Y.; Wolf 
Motor Sales, Tonowanda, N. Y., and 
Indiana Sales & Service, Indiana, 
Pa. Thirty years: B. E. Webers 
Garage, East Stroudsburg, Pa. 

Twenty-five years: Chas. G. 
Becker, Pittsburgh; Briles Motor 
Co., Leesburg, Pa.; J. S. Covert & 
Son, Neshanic, N. J.; Everett Motor 
Co., Everett, Pa.; Goodwin Park 
Garage, Hartford, Conn.; Harry C, 
Jahns, Sycamore, IIl.; Farmington 
Avenue Motor Sales, Plainville, 
Conn., and Trammell Motor Co., Ft. 
Lauderdale, Fla. 

Twenty years: Ball & Wilson, 
Oswego, N. Y.; Community Motor 
Service, Clarinda, Ia.; Finnegan 
Auto Co., Manilla, Ia.; William A. 
Henderson, Inc., Phillipsburg, N. J.; 
Nicholson-Carr, Inc., Carrington, 
N. D.; Packard-Danbury, Inc., Dan- 
bury, Conn.; Pickup Motor Co., Inc., 
Holyoke, Mass. and Taylors Auto 
Sales, Cambridge, O. 

Fifteen years: Cummings Motor 
Sales, Weston, W. Va.; Doug East, 
Inc., Huntington, N. Y., and Meyers 
Motor Co., Iowa City. Ten years: 
Beres Motor Co. Pekin, IIll.; Crane 
Motor Co., Gainesville, Fla.; Edge- 
town Motor Sales, Woodstock, IIl.; 
Feldman Motors, Revere, Mass.; 
Arthur Lessard & Sons, Inc., La- 
conia, N. H.; McNey Motors, Inc., 
Washington; Royal Motors, Glas- 
gow, Mont., and Mike Motors, Ely, 
Minn. 


New Commercial-Car Registrations, 


All States for October, 1961-1960 
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Car registrations as 
compiled by R. L. Polk Chrys- | Impe- TOTAL 
& Co. neous 
42 States Previous! ‘61| 25305 7106 822 15914| 20475| 44317| 85105 2588| 21040 108733| 19033 9284| 99096| 22307| 23908| 173628 5435| 23638! 381056 
Reported for October '60] 23398 5064 1204 859} 21330} 27183] 55640} 95636 688 7625} 15190) 119139; 15937 9154) 84619; 21662} 21919) 153291 5031| 27243 383742 
Georgia ‘él 387 96 8 234 389 727 2081 18 426 2525 385 128 2171} 367 586 3637 62 578 7916 
*60 352 78 18 1o| 386 552 1044 2336} 10 150 313 2809 338 136 2274 497 580 3825 74 “662 ie 8766 
Indiana ‘él 888 291 4l 771) 766 1869 3435 70 700 4205 976 379 4330) 1362 1185 8232 558 673| 16425 
*60] 547 103 32 30 674 654 1493 2646 27| 246 328 3247 473 i 203} 2653 882 756 4967 302 455] 1101! 
Michigan ‘él 1444 579 8! 1433 1807 3900 7488 | 15 2035 9638 3130 872| 10042! 2821 | 3322] 20187 330 974| 36473 
*60 1505 419 130 97 2226 2638 5510} 10712 40 872 1808 13432 2358 1019 8832 3362; 3076) 18647) 285 | 1522 4090! 
Mississippi ‘él % 20 3 69 84 176 565 12 100 677 145 46 651) 165 134} 1141 30), 110 2230 
"60 107 23 5 5 114 148 295 698 7 56 58 819 120 48 800 230 174 1372 32} 163) 2788 
Missouri ‘él| 700 137 21 482) 631 1271 2800 29 494 3323 543 204 3480 644 693| 5564 126| 619; 11603 
*60| 546 102 19 24| 614 652 1411 2808 13 151 289 3261 392) 183} 2660 541 620 : 4396 97 415 10126 
New York ‘él| 3823 1308 121 2321 3641 7391| 10156 285 2743 13184 2581 1733| 12497 3611 3508; 23930 790 4409| 53527 
60} 3388 949 238 146 3473 4546 9352| 10719 72 847 2090! 13728 1966 1725 9819) 3382 2878| 19770 749| 4399 51386 
Oklahoma ‘él 406 92 9 223 aS 566) 511 24 296| 1831 334 126 1743 495 44) 3139 45 191 6178 
*60! 304 74 15 15 278 295 | 677 1556 2 8 168 1824 234 | 106 1622 398 _334 2694 45 193 5737 
Texas ‘él 1219 392 60 950 1104 2506 7053 163) 1312 8528 1531 640 7716 2124 2040! 14051 301 1162! 27767 
"60 922 273 80 51 964 1299 2667 7125 37) 302 633 8097 1229 552 7406 2038 1713| 12938 259| (1325 26208 
Washington ‘él| 615 104 12 227 313 656 1364 43 396 1803 | 281 112 1478 283 407 2561 93 721 6449 
*60| 559 71 17 15 326 440 869 1653 18} 137 251 2059 Z 251) - 115 1280 265 | 408 2319 98 892 6796 
All States ‘6l| 34883} 10125 1178 22624| 29452) 63379] 121558 3347 29542| 154447| 28939| 13524| 143204| 34179! 36224| 256070 7770| 33075! 549624 
For October *60| 31628 7156 1758 1252} 30385 38407 78958 135889 914 10484] 21128 168415] 23298 13241 121965) _ 33257 2 32458] 224219 ies 6972 Bi 37269 547461 
Year "61| 305250| 74627 8610 | orace| 254081 | 527164/1099569| 24099| 254910 1378578| 229076| 114166|1275198| 257440) 295275|2171155| 57219| 331797/ 4771163 
To Date *60} 359049} 64600} 13115] 20743] 309005; 381213] 788676] 1175981 16753| 123976] 124058] 1440768] 211164) 121092) 1417003} 286991| 331537|2367787| 91374| 441676 5489330 
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Disk Brakes Facing 


by the success or failure of 
English Ford’s 
new drive to re- 
capture an im- 
portant part of 
the United States 
import market. 

Although the 
degree of success 
of this drive will 
be affected by the 
addition of three 
new models, by 

i the new styling 
J. M. Callahan and American- 
plan warranty, the Girling disk 
brakes now on the front wheels of 
all Consul models are easily the big- 
gest engineering difference between 
these cars and the English Ford 
that climbed into third place among 
imports a couple years ago and 
then faded away. Anglia models 
continue to have drum brakes. 

And, while disk brakes are em- 
ployed by more than 20 other im- 
ported cars, English Ford officials 
insist that “none of the cars in our 
tlass or price group have them.” 

Ken Pendergast, liaison man- 
ager for English Ford between 
Dagenham, England, and Detroit, 
said the disks were adopted be- 
cause they eliminate fading, re- 
quire low pedal pressure, are 
easily maintained (the shoes in 
the calipers can be changed in 
five minutes), provide up to 20 
percent more lining life and elim- 
inate brake squeal and other 
noises. 

Asked how brake noises were 
minimized, he said, “Brake linings 
are always a compromise between 
fading, noise and wear. That is, if 
you have a durable, no-fade lining, 
ordinarily, you have a noisy lining. 

“But with a disk brake you can 
decide the compromise in favor of 
the quieter lining because you have 
no fading problem.” 

* * * 








Extra Shrouds 


HE disk brakes on the English 
Ford are quite similar to other 


Toronto Mechanic 
Urges: Outlaw Old 


Cars as Menaces 


TORONTO. — Automobiles more 
than 10 years old are a menace and 
should be outlawed, says Toronto 
auto mechanic Ray Stapley. 


“I am a professional car repair- 
er,” said Stapley. “I see the intes- 
tines of old cars every day. I don’t 
like what I see. I believe 50 per- 
cent of all 1954 cars are mechanic- 


Crucial Test in U.S. 


By Joseph M. Callahan 


Engineering Editor 


have shrouds partly covering them 
to protect the brake from dust and 
water. 

Pendergast said that, while 
water will not interfere with the 
operation of a disk brake when 
it’s in correct adjustment, auto- 
motive exporters like Ford of 
England must be extremely care- 
ful about the quality of their 
cars because these vehicles often 
wind up at points extremely re- 
mote from the factory and a rep- 
utation for poor durability is a 
death sentence. 

In an effort to insure the dur- 
avility of English Fords, they’re 
intensively road tested in Portugal, 


Africa and Scandinavia, according 
to Pendergast. 

“We make a terrific effort to 
keep dust out of our brakes and 
other components,” he said. “We 
test our cars in Portugal for dust 
and water sealing. Portugal was 
chosen because of the ‘laterate’ dust 
with which the Portugese build 
their roads. This dust rises in huge 
clouds whenever a car passes and 
it seeps into areas that air cannot 
even reach, 

* * * 


OW interested are American car| Girling disk brakes except that they| Rough Use in Africa 
puyers in disk brakes? This 
question may be answered in a year 
or two 


E GO to Africa to test our 

cars for shaking and vibra- 
tion. Few cars can stand up long 
under typical African uSage. The 
Africans don’t depend too much on 
roads. They generally drive cross 
country, merely choosing the short- 
est distance beween themselves and 
their destination. 

“And they usually travel at top 
speed through ditches and holes, 
putting a terrific strain on car 
and passengers. For many years, 
U. S. cars were extremely popu- 
lar in Africa because their soft 
suspensions made this type of 
driving easier on the passengers.” 

He said the cars are taken to the 





English Disk Brake— 


This is the disk brake now used on 
English Ford Consuls sold in this country. 
Basically, it consists of a disk made of 
high quality cast iron and a cast-iron cal- 
iper assembly. 

e 
Scandinavian countries for cold- 
weather testing of such components 
as starters, carburetors and wind- 
shield wipers. 


19 


Pendergast said that they’re not so 
necessary here because U. S. cars, 
with their larger wheels, have 
much more brake drum surface 
area available and that it’s much 
cheaper to use drum brakes if this 
surface area is present. 
* * * 


The Dream Brake 


H® CONCLUDED by saying that 
while both the disk brake and 
the drum brake do a more than 
adequate job, many engineers feel 
that the most ideal vehicular stop- 
ping mechanism would be a trans- 
mission brake. Substantially, this 
could be a somewhat simple band 
on the output shaft just behind 
the gear box that would lock all 
moving parts on a progressive basis 
so that nothing would be damaged 
during a stop. 

Such a brake, he said, would be 
inherently more efficient because 
it would control the power shortly 
after it came from the engine 
and before the power went 
through the differential and rear 
axle. 

Although such a brake has been 
used on some racing and special 
cars, Pendergast said that it can’t 


Asked about the desirability of] be practically made at present for 


disk brakes for American cars, 


production cars because of cost. 





THE WHOLE ENGINEERING 
DEPARTMENT FLIPPED WHEN THEY 
SAW IT! 








ally dangerous, perhaps 90 percent | 
of all 1950s.” 


Stapley said he sees many “smok- 
ing old wrecks” on the highways 
and is so sure they are a major 
cause of fatal collisions which 
occur on good roads in daylight | 
that he has quit driving on week- | 
ends. i 
Ontario, he believes, has an ex- 
cellent chance to get these cars off 
the road because their owners are 
already isolated. Stapley thinks 
most of them are among the 200,- 
000 Ontario drivers who refuse to, 
or can’t, buy auto insurance. 

If old cars are not outlawed, the 
s0vernment should at least insist 
their owners bring them in for 
rigid road and safety tests, he 
Maintains in an article in Mac- 
Lean’s magazine. 


Fire Hits Kamp Dodge 

ROBINSON, Ill.—A fire fed by 
exploding paint thinner caused 
heavy damage to Kamp Auto Co. 
(Dodge). Fire Chief Harry Drake 
Said the blaze was started by a 
enert circuit in the electrical wir- 
ng. 


You’re looking at Revell’s authentic % scale 
model assembled from a kit of the Slant 
Six engine, so perfectly detailed that even 
Chrysler Corporation engineers couldn’t 
believe their eyes! 

It does everything the real Slant Six does 
except that it operates on battery power 
instead of gas. Over 300 parts duplicate the 
Slant Six “firing” spark plugs, carburetor, 


alternator, cooling system, pistons, crank- 


shaft and electrical system. 

Revell’s amazing craftsmanship also went 
into our authentic 1/25th scale fleet of 1962 
Chrysler Corporation cars—the Dodge 
Lancer GT, Valiant V-200, Imperial Crown, 
Dodge Dart 440, Chrysler Newport Con- 
vertible and Plymouth Fury. Real Unibody 
construction, working torsion-air suspension, 
factory colors and chrome trim, lift-up hoods 
and authentically detailed engines. These 
cars can also be motorized with battery power. 
MODELS MAKE HISTORY Under tight security 
measures, we zeroed in on the styling and engi- 


neering brains of the Chrysler Corporation. 
Our couriers were going back and forth to 
Detroit as if on secret diplomatic missions. 

Our goal was to bring out authentic model 
car kits at the same time as the real cars. It 
was tough, but we made it. Over 100,000 retail 
stores now feature these history-making 
model kits... authentic Chrysler Corporation 
auto shows in miniature, brought out the 
same week as the full-size cars you feature. 

You'll discover Revell model kits are great 
traffic builders. Great for giveaways. Great for 
presentations to junior high and high school 
automotive, mechanical engineering and 
physical science classes. (Could be our nation- 
wide advertising and promotion campaign is 
bringing additional attention to Chrysler 
Corporation products). 

Great for cooperative promotional cam- 
paigns with Revell dealers, which includes 
every major department store and chain store 
in the United States. 

“IT’S REAL BECAUSE IT’S REVELL” 


nr 





Authentic Kits 





FORD FAMILY OF FINE CARS CLEARINGHOUSE e@ NO. 261 OF A SERIES 


ORD MOTOR COMPANY 


...years ahead with service-saving features that help sell more cars 


Service-saving features, pioneered by Ford Motor Company and standard today on many of our cars, 
are an outgrowth of the Company’s far-reaching concept of total quality in all the products it 
manufactures. They reflect our determination both to satisfy your customers and help convince your 


prospects that Ford-built cars are quality-bu ilt to last longer, need less care, and retain their value better. 


Ford Motor Company leads the automobile industry in features that mean more care-free driving 
for car owners. Other manufacturers, aware of the popularity of these innovations, have tried to 
emulate Ford. But the truth is: while they’ve caught on, they won’t catch up. That’s because our 
past experience with service-saving features is backed by millions of owner-driven miles. And we're 


constantly adding new features which mean even greater savings and satisfaction for car buyers. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 





FOR THE AMERICAN ROAD; THE FARM; INDUSTRY; AND THE AGE OF SPACE 

Ford: Falcon, Fairlane, Galaxie; Thunderbird «+ Mercury: Comet, Meteor, Monterey; Lincoln Continental « 

English Ford Lines Ford Trucks s Industrial Engines* Farm and Industrial Tractors and Equipment. 

Special Military Vehicles « Autolite Spark Plugs, Batteries and Ignition Parts « Aeronutronic—Products 
MOTOR COMPANY for the Space Age + The American Road Insurance Company + Ford Motor Credit Company 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


1960! 


Galvanized underbody parts 
Improved printed electrical circu 


Life-of-car axle and transmission 


Aluminized mu ffl ers 


1 cy amy od ‘ Under-fender splash shields 


Self-adjusting brakes 





Twice-a-year (or every 6,000-mile) maintenance schedule 
30,000-mile (or two-year) coolant-anti-freeze 
6,000-mile oil change 
30,000-mile fuel filter and air cleaner 
Improved stainless steel wheel covers 
Stainless steel mufflers 


Extended front wheel bearing lubrication 


- 
% 
. 


y. 
Ni 
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W0-mile major lubrications 


ear 


4,000-mile oil change 


4,000-mile air cleaner 


oe ras 


rich epoxy body primer 












SEAT COVER—One of the standouts in 
the 1962 Fulmer Seat Cover line is said 
to be the Classic. The Classic fabric is 
woven of a combination of plastic and 
high-tenacity rayon in a textured pattern. 
A two-tone effect is achieved by a center 
strip of the same texture but in a slightly 
contrasting shade. Parallel trim at either 
end is of 16-ounce art leather in a color 
compatible with the center panel. Metallic 
welt is used for accent in the seams. It is 
available in a variety of colors to fit all 
models from 1953, it is claimed. Arthur 


Fulmer, 260 Monroe Ave., Memphis, Tenn. 
oe 


Scraper-Squeegee Unit 


12740 North San Fernando Rd., 
Sylmar, Calif. 

Weighing eight ounces, the five- 
inch unit has a maximum operating 


range of a half-mile, it is said. 
* * 


* 





A combination ice scraper and 
Squeegee—one edge a %-inch trans- 
parent Lucite blade for scraping 
while the other has a six-inch rib- 
bed-rubber squeegee blade — is 
being offered by Badger Mfg. Corp., 
1501 W. Polk St., Chicago 7, IIl. 


* * 


* 





TIRE CLEANER—MoPar Parts and Ac- 
cessories Division, Chrysler Corp., P. O. 
Box 1718, Detroit 31, Mich., has announc- 
ed a fast-acting white sidewall tire clean- 
er in a plastic container featuring a built- 
in plunger-type spray unit. No scrubbing 
is necessary, it is said. 

ee 


Two-Way Transistor Radio 
Introduced by Electrosolids 


Spacephone, a miniaturized two- 
way transistor radio, has been in- 
troduced by Electrosolids Corp., 

* * * 


* 








ALIGNMENT TESTER—The No. 160-210 Al 


Fifth Ave., Rock Island, Ill., features a drive-over alignment tester built into a fully 
adjustable, floor-type rack for fast, accurate checking and correction. The tester is 
said to operate on the same principle as the regular No. 240 Model, but is smaller 
and has a cabinet which gives the operator a direct-line reading as he drives the 
car onto the rack. The rack adjusts for tread widths from 38 to 68 inches, sliding 
on rollers mounted at the front and rear crossbeams. Locating pins lock the runways 
at the desired width. A caster-camber gauge, torsion bar gauges, tracking gauge, 


tie rod tools and wrenches, air jacks and 





ANTISKID DEVICE—An antiskid, anti- 
slip device made of tire material has been 
announced by B. Toye Co., 905 Pepper 
Dr., El Cajon, Calif. The device can be 
used flat under a drive wheel, or tied over 
the tire like a snow chain, it is said. 
Called Track-Shun Matt, the product is six 
feet long and seven inches wide. Special 
sizes are available for trucks. 

* * 


Anti-Static Spray 


A spray that is said to eliminate 
static electricity in automobiles for 
30 to 90 days has been marketed by 
Bryn Mawr Products, Box 532, 


Bryn Mawr, Pa. 
ok 


* * 





CHECKWRITER—Prestige, Inc., P. O. Box 
2485, West Allis, Wis., has introduced its 
Prestige checkwriter. Measuring 4% by 
9% by 3% inches, the plastic unit weighs 
one pound. Marbelized in black and gray 
finish, the one-operation machine is said 
to provide complete check protection. 


ignment Service from Bear Mfg. Co., 2016 








other tools for alignment checking and 


correction operations are included with the service. 
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Draw-Tite 
Custom-Built Hitches 





HITCHES—Draw-Tite Co., 14857 Mar- 
tinsville, Belleville, Mich., has introduced 
its 1962 line of custom-built hitches. Made 
of solid bar, cold-rolled steel, all Draw- 
Tite hitches are said to be fabricated and 
welded into one-piece construction. They 
are designed to attach directly to the car 
frame without alteration or adjustment, it 
is said. The hitch ball also is made of 
celd-roll steel. This is the 16th year in a 
row that Draw-Tite has manufactured 


hitches without a price increase, 
a = «= 


Ace Adds ‘Jiffy Plug’ 

Ace Rubber Co., Box 6147, Dallas, 
Tex., has added to its line of tire- 
repair materials the Jiffy Plug. No 
demounting is necessary and the 
repair can be made in 60 seconds, 
the firm said. 





BRAKE DIAPHRAGM—Owosso Division, 
Midland-Ross Corp., Owosso, Mich., has 
developed a “ribbed” air brake chamber 
diaphragm of heavy-duty design. Advan- 
tages are said to include greater abrasion 
resistance at the point of highest stress, 
extra protection for the nylon fabric rein- 
forcement and better centering of pressure 
plate in released position. The diaphragm 
utilizes a nylon reinforcement insert — 
and neoprene material for the applica- 
tion—meeting SAE material specifications 


SC-520 B El E3 F2, it is said. 
* * * 





FROZEN-FOOD CONTAINER—Nashville 
AVCO Corp., Nashville, Tenn., 
has announced a bulk frozen-food con- 
transporting without the ex- 
pense of mechanical refrigeration or dry 
ice. The feat is said to be accomplished 


Division, 


tainer for 


by a box-within-a-box container called 
Avcold. The unit virtually locks the cold 
within its walls holding foods loaded at | 
minus five degrees Fahrenheit below the | 
allowable zero degrees Fahrenheit for 
periods. of 24 hours or more in 100 de- 
grees plus summer heat, it is claimed. It 
has a capacity of 39 cubic feet or 1,500 
pounds of frozen food, Each container | 
is 40 inches wide, 40 inches deep, and 
60 inches high and may be equipped 
with any one of five different doors to fit 


individual requirements. 
9 


* 


Warning Signal 
A three-way warning signal that 
is said to operate with an on-the- 
dash pilot light has been announced 
by Kleff Industries, Inc., 366 Canal | 
Place, New York, 51, N. Y. The unit, 





sections 
| speeded by slipping the panels directly 


NEW PRODUCTS 


called Saf-T-Lite, has a builtin 
flasher and is wired to the stop- 
light switch. 





CYLINDER SEAL — Power steering cyl- 
inder seals have been developed by Ac- 
curate Products, Inc., 135 N. Spring St., 
Indianapolis, Ind. Designed to fit the units 
in 1957-57 and 1960 Ford, Mercury and 
Thunderbird cars and 1961 Ford and Mer- 
cury automobiles, the permanent seals are 
available in kit form. This assembly fits 
into the collar of the power steering cyl- 
inder itself, and is secured by the collar's 
end plug plus three sets screws that lock 
the plug into place. The kit can be in- 
stalled without removing the original seal, 
it is said. 

* 


= 


Graphite Lubricant 
Spray-Graph, liquid graphite lu- 
bricant, is now available in six and 
16-ounce aerosol containers, accord- 
ing to American Resin Corp., 3215 
N. Sheffield Ave., Chicago 13, Il. 


- 





WRENCH FOR FILTERS — Improvement 
of its Filtrench, a universal tool for the 
installation and removal of spin-on oil fil- 
ters, has been announced by Milbar Corp., 
2800 £. 116th St., Cleveland 20, O. To 
cope with the close clearances on 1962 
automobiles, Milbar has redesigned the 
tool handle. Now it can be used centered, 
as illustrated, or adjusted to approach the 
work from either side, to avoid interfering 
projections, it is said. This design provides 
more flexibility in the use of the tool and 
also allows application of maximum torque 
for removal of filters ‘‘frozen”’ in place, it 
is claimed. 





DOGLEG—Both partial and full dogleg 
panels for 1957-58 Ford Fairlanes and 
Customs have been added to the Slip-On 
Appearance Panel line made by Slip-On 
Corp., 19900 Ingersoll Dr., Rocky River 16, 


| O. Repair of collision-damaged or rusted 


is said to be simplified and 


over the existing sections without cutting, 
fitting and grafting. Each panel is custom- 


designed to fit over the exact contours of overhead in 
| system, it is 


the original part, it is said. 
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INSTANT TRACTION—Ice Grip, intro- 
duced by Jell Associates, 775A Huntington 
Pike, Philadelphia 11, Pa., is a controlled 
spray that is said to provide instant tire 
traction on packed snow or icy Spots 
when wheels spin. Equipped with a pat- 
ented actuator button and flexible tubing 
Ice Grip can be directed to any portion 
or the whole tire tread in one motion. lee 
Grip will not harm tires, it is claimed. }t 
blends into the pores of the tire, causing 
slight expansion and softening action 
which result in firm traction. [+ is not a 
substitute for chains, but the traction will 
get a vehicle off slippery spots and will 
last for several miles. 


* * * 


Air Compressors 


A line of air compressors, both 
air and water-cooled types, has 
been introduced by Jacuzzi Bros,, 
Inc., Richmond, Calif. Many ca- 
pacities and horsepower ratings are 
available. 


SEAT BELT—An auto seat belt, featuring 
a cross-over shoulder strap, has been in- 
troduced by Rose Mfg. Co., 2700 W. Bar 
berry Place, Denver 4, Colo. According to 
the company, the Safe-Hi shoulder strap 
was developed to prevent head, face and 
chest injuries in auto accidents. The strap 
fastens to the door post and hangs free 
when not in use. The seat beit uses a 


metal-to-metal buckle. 
* * * 
Seat Belts 
Market Forge Co., Everett 49, 
Mass., has introduced its Mark 


Fore Seat Belts, featuring metal-to- 
metal buckles of anodized alumi- 
num and a test strength of 6,40) 
pounds. 


BATTERY CHARGING SYSTEM—A bat: 
tery charging system which can be per 
manently installed on display lots has 
been developed by Blue Charge System, 
P. O. Box 505, Crestview, Fla. Designed 
to eliminate the need for portable battery § 
charging equipment on the car /ot, the § ! 
Blue Charge System can be used withoul§ 
removing batteries from car or rearrang: 
ing the cars on the lot, it is claimed. Thef 
system may be installed underground or 
conjunction with the lighting 
claimed. 








23 


changed to Downtown Chrysler- 
Plymouth, Inc. 

New owners are William O. Neale, 
president and Smiles Silva, vice- 
president, both formerly with 
Harger-Haldeman (Chrysler-Im- 
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Kansas City Chrysler Deal 


Sold to Pair from Coast 
KANSAS CITY. The oldest 
Chrysler dealership in Kansas City, 
Allied Motors, 16th and Baltimore, 
has been sold and the name 
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On the Maintenance Angle .. . 


How Dealers React 


service stations who depend on this 
type of business for a larger part of 
their income. This makes service 
stations go in more for mechanical 
work which they don’t have the 
equipment or trained men for. It 
would cost a service station too 


perial-Plymouth), Los Angeles. 





By Kenneth C. Kelley dr. 
Staff Writer 
ACTORY promotion of extended 
periods between oil changes and 














To Maker Promotions 


like the opportunity to concen- 
trate on more profitable work. 

An Illinois dealer stated the posi- 
tion this way: “This suits me fine. 





much money to buy all the tools 
and equipment for every make of 
car. So they usually try to work on 
all makes and usually mess them 
up completely.” 

Georgia dealer: “Ours is an ag- 
riculture area and we still have 
many miles of dirt roads. We do 


intro. ; 
| ‘cations has already cut into| Our shop is booked one to three! not feel that any car or truck 
ae ot these items in new-car | Weeks ahead most of the time. It} can be operated for 30,000 miles p 
it tire | dealers’ shops and dealers have keeps the nonprofit jobs out of the| without proper lubrication in this a) TF a A 8 I 8 
Spots mixed feelings about the outcome shop. ‘ ‘ area. However, many farmers 
1 pat. | of such promotion. 2 will try it on the strength of cer- 
bing Dealers do see some good grees the real push behind re-| tain manufacturers’ promotions 
ortion ints as well as bad features in duced maintenance did not start | and there is sure to be trouble.’ e Pg @y) [) G if e iN 
n. Ice ois line of promotion and the |U®til the beginning of the 1962) A number of dealers more or less ( 
ed. It d points are often not the model year, this survey might be| agreed with this Pennsylvania deal- 
using ee mentioned by the factories. | C°"Sidered a bit premature. How-| er’s comment: “Very poor service r i 
tien ; ome of the conclu-| °Ver trends which are developing| business and eventual loss of com- 
ote hae are isewn from an Avto.| 20W Will be the pattern of the in-| plete shop personnel or key men. 
» wit | 8 ‘eas nivey of a cross-sec.| GUSttY soon. As mentioned earlier, * * # Cc " . y RO NI CAS 7 N © C 
win QTE 4 om Th survey was| ocalers for some car lines have not ILE reduced maintenance has 

tion ~ 4 dee oa the wad nthly had to contend with this matter heen teed fb & obits beak See 

arg . “Index study. This month's yet. new cars, some dealers can see this cP 

rece Index report appears on| The dealers surveyed were asked | backfiring. If reduced maintenance Y 

et f this issue. what they thought would be the} results in engine failure, the cus- : 
both ae be neue quickly that pp ooo teal the oot of a tomer will be driven away, they ONE OF THE NATION S 

; ed maintenance. There was a dif-| reason. 
at there 1 — ie on an mong ferent answer from each replying| Texas dealer: “We don’t like it LARGEST AND MOST MODERN 
> ee tosing . ‘ shea dealer. and it won’t be long until we are 

ca- J to the promotion of extended es_| However, 12 percent made what | Working on factory warranty jobs PRODUCTION FOUNDRIES 
; are riods between oil changes and lubri- might bo considered favorable | ™more than customer jobs.” 
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cations. 
* * eS 


EDUCED maintenance is being 

promoted harder for some car 
Ines than others. Some factories 
fave no programs in this area. If 
a dealer's factory is going lightly 
om reduced maintenance, he has 
probably lost little or no business. 
Gas stations do more lubrication 
and oil-change work than auto 
dealers. If dealers have lost some 
of this business due to promotion 
of reduced maintenance, gas sta- 
tons have lost even more. 


Thirty-eight percent of dealers 
teport that promotion of reduced 
Maintenance has not cut into 
iheir service business yet and 30 
percent give the obvious answer 
-the promotion of reduced main- 
fenance has cut into lubrication 
ind oil-change work plus sales 
if oil filters. 













predictions, 11 percent said they 

could see some good and some 

bad in the future and the other 

77 percent saw little good coming 

from this promotion. 

The biggest group of those who 
feel that reduced maintenance is to 
the good believe that it results in 
worn engines which will be brought 
into the dealership for repairs. 

* * * 
A CONNECTICUT dealer predict- 
ed that the promotion will “in- 
crease the part-replacement service 
on cars over 30,000 miles and, in 
some cases, before 30,000.” 

A New York dealer took this 
point of view: “A possibly good 
effect by keeping dealer customers 
from the clutches of gas stations.” 

A dealer in South Dakota sug- 
gested that car owners may want 
@ more thorough service job on 
the limited number of times that 


With some dealers in need of 
more service business in a gener- 
al way and others suffering a 
loss of service business due to 
the promotion of reduced mainte- 
nance, are dealers doing anything 
extra to bring in service work? 
Seventy-two percent said they are 
and 28 percent said no. 

The bulk of those in the no class 
are already operating their shops at 
or near capacity most of the time. 

Dealers have three favorite meth- 
ods of increasing service sales — 
thorough inspections of the cars 
that do come in to sell all needed 
services, increased advertising, and 
instructing new owners on the im- 
portance of coming to the dealer- 
ship for the limited amount of 
maintenance work that is required. 

Some dealers are stressing skilled 
labor in their increased advertising 
and quite a number of dealers have 
installed quick-service departments 


ESTABLISHED 1866 


ee 


DIVISION OF GORDON STREET, INC 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 





A Message of Importance for 


rin ini eal- 
n ie z at eas ie mates has| they visit dealerships. He said, “It | to go after the work that has been 
Bar BH gne beyond cutting down on the| is possible that this may lead to | getting away to the gas stations. 
9 HB ovious sales. When cars are not| more complete checkovers of au- * * &* DE ALERS IN NEW Y 
strap # bought in for lubrication and oil-| tomobiles by what the customer EALERS have found at least j 
and § change work, the shop loses other| Knows to be skilled, professional two ways to work around the 
strap Bf sales, mechanics. We hope.” promotion of reduced maintenance. 
free ‘2% 9 Those dealers who see little good| Some tell owners that the fac- 
es 0 NORTH DAKOTA dealer sum-| in the promotion of reduced main-| tories do not have the full story. A 4 j 
med up the type of sales he is| tenance generally complain about| South Dakota dealer does it this 
lsing this way: “Brake system,| reduced sales, reduced service traf-| way: “We are telling our customers 
exhaust system and other under-| fic, an increase in major troubles| that this may be all right for Flor- 
the-car repairs that are not only| in owners’ motors, particularly a| ida or California but we have dif- 
49, | important to safety but are also| year or two from now, and the| ferent weather conditions here.” 
ark | vital to better performance and/ threat to traffic safety. Others dealers offer some service 
-to- } longer life of the auto.” “ee ot free to get the car into the shop 
mi- {| While lubrications, oil changes A SAMPLING of the complaints | #94 then try to sell any other serv- 
40) | and oil filters are the most-often- follows. ices that may be found needed, A 
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mentioned sales which dealers are 
losing, sales of mufflers and shock 
absorbers are also high on the list. 

When the car is on the lube 

rack, the lube man can spot miss- 
ing or worn parts in the steering 
system. A number of dealers said 
their sales of parts for the steer- 
ing system have slumped. 

About 90 percent of dealers re- 
port that the promotion of reduced 
maintenance has not resulted in 
any increase in service business for 
the dealership. Two percent said 
they were getting some of the 
minor work that used to go to the 
gas stations. 

* OK * 

ypu other 8 percent said that 

some phase of their service op- 
eration had increased since the be- 
ginning of the promotion of reduc- 
ed maintenance. Most said that 
engine overhaul and bearing work 
had increased and other dealers 
Predicted that this type of work 
Would increase due to the promo- 
tion of reduced maintenance. 

Dealer reaction to the promotion 
of reduced maintenance is cloudy. 
4s might be expected, those who 





New Jersey dealer: “I would 
think this would be very hard on 
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More Canadian Families 


Own Autos in 1961 


MONTREAL, — There was a 
substantial increase in the num- 
ber of Canadian households own- 
ing cars in 1961, according to 
Dominion Bureau of Statistics 
advance figures. 

Of the 4,489,000 Canadian 
households, 3,087,000 or 68.8 per- 
cent have at least one car and 
8.1 percent have two or more. 
This compares to 1960 figures or 
66.6 percent Owning cars and 7.4 
having two or more. 








New York dealer said he was offer- 
ing “free visual checkups” every 30 
days. 

The dealers surveyed were 
asked how often they thought a 
car should be inspected by pro- 
fessional mechanics to insure 
trouble-free and safe operation. 
Twenty percent felt that this 
should be done every month or 
about every 1,000 miles, Another 20 
percent felt something like 2,000- 
2,500 miles or about two months 

would be correct. 

Eight percent said cars should be 
inspected about four times a year. 
Thirty-four percent went for a 
thorough inspection twice a year or 
about every 5,000 miles. The re- 
maining 18 percent of dealers feel 
that a yearly checkup or at least 


once in 10,000 miles is enough. 
* * * 








with 40% more power and sparkling 
new model seeks added representation 


Now DAF has been made even more 
appealing to the American market 
than ever. Its new 750cc engine de- 
” livers up to 70 mph, amazing agility 
in traffic, up to 40 mpg. The new 
DAF fodil by DAF is enhanced by 
luxury appointments. We have embodied in the 1962 model 
everything your customers want. Still most important, how- 
ever, is the fact that DAF is: 





The World’s Only Economy Car with 


~ AUTOMATIC TRANSMISSION 


as Standard Equipment at No Extra Cost 


This is the “clincher” that closes ‘Zien | 
stern Cars of Hollan 

sale after sale...can make DAF | 555)'Fiatbush Ave., Bklyn. 34, WY. | 

your most active and profitable 


bat- ve lost business don’t like it. dealership. Prices start at $1320, | Pleasesend me full particulars 
per} Many dealers point out that the 750 Deluxe $1455, DAF fodil $1550, | regarding a franchise for DAF, | 
has Owner who seldom has his car in- p.o.e. A power-packed advertising | the completely automatic car. 
fem) — Spected by a mechanic may be in campaign is about to break, using | | 
ned for some costly repairs that could national and “enthusiast” maga- ie l 
teryB have been avoided. In addition, = zines, newspapers and radio. | Were e reer eeereeeessees | 
sae ae is always the danger element, | ™ a = ae Climb on the bandwagon. Address .... | 
ouv'® repairs to some vital system are ee ers SE RM ae Sa ee ae een) EM: ck ae 
ng: overlooked. > . New VW Dealership— Mail This Coupon or Phone Today § | city............ State | 
The Four percent “of dealers like This is the new home of Weil Motors, Inc., Groton, Conn., showing a portion of the to the Factory-owned Distributor I — — . 
ae the idea of reduced maintenance. | paved area for customer parking around the building. The new-car showroom is well- 
i e oo . = ra oe sae : : fe 

ley regard oil changes and lu lighted and air-conditioned. The dealership also has complete parts and service Eastern Cars of Holland, 2222 Flatbush Ave., Bklyn. 34, N.Y. DEwey 8-3000 





brications as low in profit and 


facilities. 








IT TAKES JUST 





to reach 


J OUT OF 10 


newspaper readers in 


MILLION MARKET 
MILWAUKEE 


Only in Milwaukee can you 
reach 9 out of 10 newspaper 
readers in a rich, million-plus 
metropolitan area with just 
one newspaper. No combina- 
tions, no supplementary media 
needed. And The Journal’s 
milline rates are among the 
lowest in the country. When 
picking big newspaper markets, 
remember the best buy in 
economical coverage... 


THE 
MILWAUKEE 
JOURNAL 


375,950 daily — 515,225 Sunday 


Member of 
Million Market Newspapers, Inc. 
New York * Chicago « Detroit 
Los Angeles * San Francisco 
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WASHINGTON. —A balanced 
program of business and pleasure 
awaits delegates to the 45th annual 
convention and exhibition of the 
National Automobile Dealers Assn. 
The parley is scheduled Feb, 3-7 in 
Atlantic City’s Convention Hall. 

Delegates will hear a pair of 

United States senators discuss the 

“truth-in-lending” bill and the 

1961 amendments to the wage- 

hour law. Another meeting will 

be devoted to “Improving Dealer- 
ship Profits Through Proper 

Business Management.” 

Probably the liveliest sessions of 
the convention are slated for Tues- 
day, Feb. 6, which has been desig- 
nated “Task Force Day.’’ Members 
of the Task Force Committee will 
report on their plans for the future 
at the morning get-together, and a 
dealer-participation session is on 
the agenda for the afternoon. 

The business management meet- 
ing will be handled by Harold D. 
Draper sr., NADA consultant and 
retired Saginaw (Mich.) Chevrolet 
dealer. The truth-in-lending bill 
will be discussed by Senator Wal- 
lace F. Bennett, Utah Republican. 
Bennett, chairman of a Ford deal- 
ership in Salt Lake City, is opposed 
to the measure which would re- 
quire, among other things, that 
finance charges be stated in a sim- 
ple annual rate. 

Senator Clinton P. Anderson, 
New Mexico 
Democrat, will 
talk about the 
wage -hour law. 
The keynote 
speaker will be 
LeRoy Collins, 
president of the 
National Assn. of 
Broadcasters and 
former governor 
of Florida. 

In conjunction 
with the conven-, 
tion is the National Automobile 
Dealers Equipment Exhibition, 
which will open at 8:45 a.m, each 
day. Features of the exhibition are 
the Service Consultation Hall and 
the Used-Car Consultation Hall. 


On the entertainment side, the 








LeRoy Collins 


|; annual Sunday Evening Musicale, 


convention dance and NADA Revue 
will be staged, and there will be 
numerous hospitality suites and 
other events at which factory offi- 
cials will greet their dealers. A spe- 
cial program for the ladies has been 
arranged. 

In addition, NADA has set up 
three tours which will follow the 
cenvention. The first will visit 
Bermuda, Nassau and Miami; the 
second is a Caribbean tour, and 
the third is a South American 
tour. 

Following is the day-by-day 
schedule of the 1962 NADA con- 
vention (all events are in Conven- 

tion Hall, unless otherwise indicat- 
ed): 
Saturday, Feb, 3 

8:45 a.m.—Opening of equipment 
exhibition and used-car and service 
consultation areas. 

2:30 p.m. — Opening convention 
session. Address: “Competition We 





Face,” by James Clarkeson, Van 
Curler Motors (Lincoln-Mercury), 





* Chicago Groups 
Elect Officers 


CHICAGO.—Lee Klinger has 
been elected president of the Dodge 
Dealers Assn. of Chicago, one of 
three local dealer groups to name 
new officers. Other officers include 
Jack Schuette, vice-president; 
W. A. Zelke, secretary, and Al 
Kuhlman, treasurer. 

R. S. Tauber is the new presi- 
dent of the Chicago Studebaker 


Dealers Assn., succeeding Nicholas : 


Zasiebida. Al Jacobs was elected 
vice-president, and Angelo Straz- 
zante, secretary-treasurer. 

Chicago area Checker dealers 
have organized the Chicagoland 
Checker Dealers Assn. Officers in- 
clude Don Becker, president; Art 
Schuyler, vice-president, and Gor- 
don Skolaski, secretary-treasurer. 


Here’s Day-by-Day Schedule .. . 


NADA Lists Program 
For 1962 Convention 


Schenectady, N. Y. A second speak- 
er will be named. . 
Sunday, Feb. 4 

11 a.m.—Nondenominational, lay- 
man-led worship service. Frank 
Yarnall, Chicago, former NADA 
president, will be the master of 
ceremonies, and Lee Bristoj jr., 
public relations director, Bristol- 
Myers Corp., will be the speaker. 

2:30 p.m. — Address: “Used-Car 
Management,” by C. J. Staufenbeil, 
Cadillac. assistant merchandising 
manager. Also addressing this ses- 
sion will be Ken R. Kimport, Kay- 
ser Motors (Ford), Madison, Wis. 

8:40 p.m. — NADA Sunday Eve- 
ning Musicale, 

Monday, Feb, 5 

9:30 am.—William L. Mallon, 
convention chairman, will welcome 
the delegates. and Thomas F, Ab- 
bott jr.. NADA president, will pre- 
sent his report to the members. 
Committee chairmen will be intro- 
duced. 

The keynote address will be de- 
livered by LeRoy Collins, presi- 
dent of the National Assn, of 
Broadcasters and former gover- 
nor of Florida. 

2:30 p.m.—Address: “The So-Call- 
ed ‘Truth-in-Lending’ Bill,” by Sen- 
ator Wallace F. Bennett, Utah 
Republican. 

Address: “The Wage-Hour Law 
as Amended in 1961,” by Senator 
Clinton P. Anderson, New Mexico 
Democrat. A panel of labor law 
specialists also will participate in 
this part of the program. 

Tuesday, Feb. 6 

7:45 a.m.—NADA 30-Year Club 
breakfast, American Room, Tray- 
more Hotel, honoring Alfred P. 
Sloan jr., General Motors honorary 
chairman. The speaker will be 
James M. Roche, GM distribution 
vice-president. 

9:45 a.m.—“Task Force Time.” 
Committee members will present 
a detailed report on plans for the 
future, Chairman of the commit- 
tee is H. L, Galles (Cadillac-Olds- 
mobile-Chevrolet), Albuquerque. 
Other members are: Sam H. 

White (Oldsmobile), Houston; John 
H. Lander (Dodge), Atlanta; R. F. 
Pulliam (Ford), Columbia, S, C.; 
Henry Schleeter (Studebaker), 
Houston; W. Preston Williams 
(Rambler), Washington, and James 
C. Moore, NADA executive vice- 
president. 

2:30 p.m.—‘“Task Force Time.” 
Dealer participation session. 

9 p.m.—NADA Convention Dance, 
American Room, Traymore Hotel. 

Wednesday, Feb. 7 

9:30 a.m.— Address: “Improving 
Dealership Profits Through Proper 
Business Management,” by Harold 
D. Draper sr., NADA buSiness man- 
agement consultant. 

Introduction of 1962 NADA offi- 
cers. 

2:30 p.m.—To be announced. 

8:40 p.m.—NADA Revue, courtesy 


of Chevrolet. 
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Mobile Training School— 





How One Dealer Introduced lt— 


Lynch-Davidson Motors, Jacksonville, Fla. (Ford), introduced its new Fairlane line 
by sending out invitations to a special fleet showing in the Robert Meyer Hotel, Some 
500 attended the showing. Cocktails and refreshments were served. 


* 





Shocker: ‘Go to Work’ . 


By William V. Humphrey 
Staff Correspondent 

CHICAGO.—Faced with a serious 
decline in dealer truck sales, Robert 
L. Hall jr., sales manager of Im- 
port Motors of Chicago, Inc., Mid- 
west distributor for Volkswagen, 
reversed the trend by hiring a truck 
sales manager and instructing him 
to concentrate on the VW 200 Ser- 
ies at both the distributor and re- 

tail level. 

In a talk on The Effectiveness 
of a Good Truck Manager in a 
Distributorship, Hall outlined his 
new program at a recent national 
meeting of Volkswagen sales 
managers in Hollywood, Fla. 

Early this year, Hall analyzed the 
situation and learned that his 
monthly average was down by as 
much as 35 percent. No wholesale 
orders were coming in from the 
dealer body, and those that were 
received were “sold” orders, none 
for dealer stock. 

He also found out that there was 
a lack of truck sales management 
at his dealerships, with no retail 
sales people making much of an 
effort on truck sales. Apathy on the 
part of the field force also was 
evident, Hall said. 

Hall’s first step was to seek a 
truck sales manager—one with 
“ideas” rather than technical 
knowledge. 

After interviewing 25 men, Hall 
hired Clarence E. Becker, whose 
experience included stints with 
Studebaker-Packard, Mercedes- 
Benz, Lincoln-Mercury and DeSoto. 
He explained the problem to Becker 
and then gave him free rein to get 
the job done. 

Becker visited the dealer body 
to find out, first-hand, what was 
needed to reverse the trend in 
truck sales. Upon his return, Hall 
and Becker met and drew up a 
plan of action. 

Most important single factor of 
the program, they felt, was to 
awaken the desire of the dealers 
to get back into the truck and 


: 
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Putting the service training school on the road is Chrysler Corp.'s latest program 
to help assure owners of Chrysler-built cars and trucks the benefit of factory-trained 
service technicians no matter where they live. This mobile unit is one of five which the 
company will use to train service technicians who cannot enroll for service training 


at one of the company’s regional centers. 





Ending a Sales Slump 





station wagon business. How? 

Becker developed a line of five 
specialty vehicles—a_ refrigerated 
van, mobile office, a bakery truck, 
a florist delivery unit and a dry 
cleaning unit. He sent these out 
to metropolitan dealers for their 
use in these specific prospect areas 
—in a practical effort to seek fleet 
sales. 

Becker also impressed the dealers 
with the unit sales potential avail- 
able with the 200 Series. This, he 
told the dealers, could best be done 
by employing a truck sales man- 
ager and truck salesmen. 

Becker advertised for managers 
and salesmen in various metropoli- 
tan cities, interviewed the respond 
ents by appointment, and sent the 
best to dealers for further inter- 
views. Thus far, 11 truck sales 
managers and eight truck salesmen 
have been hired by dealers in Mil- 
waukee, Minneapolis, Chicago, St 
Paul, Des Moines and Duluth, Minn, 

Hall and Becker impressed all 
field personnel with the necessity 
of providing active on-the-spot 
merchandising help on trucks, 

In addition to their other assign- 
ments, VW field personnel are now 
doing such things as making calls 
with salesmen of various dealer- 
ships and conducting morning 
meetings on the 200 Series. 

Continuing aspects of the pro 
gram include the hiring of more 
truck salesmen and sales managers 
for dealers. Becker also plans to 
develop additional demonstrator 
units and inaugurate a systematic 
program of fleet contacts. He will 
continue to work in the larger mar- 
kets and go to the smaller markets 
as quickly as possible. 

“When the larger markets are 
performing at more satisfactory 
levels, the smaller dealer will have 
a visual encouraging incentive to 
do better himself,” Hall said. 

Under this program, in use for 
only six months, sales of the 200 
Series have improved by 20 per- 
cent, Hall said. : 

Hall also has devoted some time 
to his dealer expansion program. 
“We now have 70 dealers in oper- 
ation, and at the end of the year 
we will have letters of intent and/ 
or operating dealers totalling 80, 
with another five more coming 
along very closely,” he said. ‘ 

While Becker has succeeded in 
“beefing up” individual dealerships 
with truck salesmen, Hall has 
backed him up by increasing the 
field staff. 

“There is really no secret to our 
success,” Hall concluded. “We have 
simply shocked all concerned with 
the realization that they must g0 
to work.” 


Cleveland Dealers 


Nominate Officers 
CLEVELAND.—Philip Fleishman 


(Chrysler-P ly mouth) has been 
nominated to become the next 
president of the Cleveland Auto- 
mobile Dealers Assn., succeeding 


Philip Snyder (Ford). Nomination 
is tantamount to election. 

Other nominees for office include 
Earl Foos (Oldsmobile), first vice 
president; Robert Wick (Lincoln- 
Mercury), second vice-president; 
George Sheffler (Rambler), treas- 


| urer, and Frank X. Schaut counsel. 
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By DAVID J, WILKIE 


A CRUSADING manufacturer, 
merchant and missionary — that’s 
George Wilcken Romney. And, be- 
cause he works at top speed in each 
of these voca- 
tions, he is one of 
the nation’s busi- 
est individuals. 

At 54, Romney 
is board chair- 
man and presi- 
dent of American 
Motors Corp.; 
head of the De- 
troit Stake of the 
Church of Jesus 
Christ of Latter 

George Romney Day Saints; vice- 
president of Michigan’s Constitu- 
tional Convention; founder of the 
Citizens for Michigan organization, 
and participant in numerous other 
activities concerned with human 
well being. 

Romney’s success in bringing 
American Motors from the brink 
of oblivion in 1954 to stature as 
one of the soundest of the na- 
tion’s industrial enterprises has 
prought him to nationwide prom- 
inence and frequent mention as 
a possible candidate for political 
office. 

He currently is giving serious 
consideration to a proposal that he 
become a candidate for the Re- 
publican nomination for governor 
of Michigan in the 1962 election. He 
has promised a decision by Feb. 10. 

* * * 

MICHIGAN, LONG A land of 
famine for Democrats, elected a 
Democratic governor in 1932. In 
the approximately three decades 
gnce then Republicans held the 
governorship for 10 years and Dem- 
«rats, favored by organized labor, 
fr 20 years, including a period un- 
interrupted since the 1948 election. 

Many experts who attempt to 
diagnose the state’s political health, 
say Michigan Republicans have no 
resent candidate for the governor- 
ship who could draw more votes 
than Romney. 

Romney would be no stranger to 
politics. One of his first jobs of any 
outstanding importance was that of 
a stenographer for United States 
Senator David Walsh of Massachu- 
setts, when Romney was 21. He 
learned a lot of “practical” political 
science in that capacity. 

The post of head of the Detroit 
Stake of the Mormon Church 
compares with that of bishop in 
other denominations. The Stake 
embraces some 3,600 members in 
eastern Michigan, western On- 
tario and northern Ohio. As spiri- 
tual and administrative leader of 
the Stake, Romney had a major 
role in the building of a new spa- 
cious church on Woodward Ave., 
immediately north of Detroit. 

But bringing him into greatest 
nationwide attention undoubtedly 
was his espousal and introduction 


AMA Tells House 
Imports Don’t Hurt 
-~But Tax Rates Do 


WASHINGTON.—Current excise 
taxes and capital depreciation rates 
have a much more unfavorable 
effect on the automotive economy 
than imported cars have had, the 
Automobile Manufacturers Assn. 
told the House subcommittee on the 
Impact of Imports and Exports on 
American Employment. 


The AMA said the auto industry 

enjoys a very favorable 3.6-to-1 
import-export trade balance and 
that it has never sought tariff pro- 
tection. 
_ But it called the excise taxes 
imposed on automotive products 
discriminatory and said deprecia- 
tion rates are unrealistic. The In- 
ternal Revenue Service is now re- 
Viewing depreciation rates. 

The association said it was diffi- 
cult to evaluate precisely the im- 
pact of export business on employ- 
ment, but said it is clear that both 
industry and workers have substan- 
tially benefited. 








Wilkie Views... 


Romney: Man on the Go 
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of smaller, “compact” automobiles. 
Romney’s promotion of the smaller 
cars came long before the foreign 
builders began to press the Amer- 
ican market for more volume. 


It also was long before American 
carmakers themselves ceased scof- 
fing at the place of smaller ve- 
hicles in the U, S. market and turn- 
ed to production of their own 
versions to compete with American 
Motors and the imported cars. 

a oF * 

FROM A RELATIVELY small 
percentage of the car market in 
1955, the smaller-wheelbase models 
moved steadily upward until they 
have accounted for approximately 
one-third of the sales volume in 
1961. 

Romney frequently has demon- 
strated his independence of thought 
in industrial pursuits, although al- 
ways without arrogance. He gave 
his competitors something of a 
shock when he offered a_ profit- 
sharing plan to the United Auto 


Workers in the writing of a new 
labor contract this year. 

His Citizens for Michigan or- 
ganization was created on non- 
partisan lines with the objective 
of helping to solve some of the 
state’s economic problems. The 
problems resulted in large part 
from the fact that Michigan’s 
long-time Democratic adminis- 
tration and its Republican-con- 
trolled legislature were fighting 
each other to a stalemate. 

Some of the troubles also were 
blamed upon a crazy-quilt state 
constitution, almost emasculated by 
constant amendments. Thus, when 
Michigan voters decided in favor of 
a Constitutional Convention to 
draft a new constitution, it was 
logical Romney should be elected a 
delegate. 

ok * om 

HOW DOES HE crowd all these 
extra-curricular activities into his 
normal day of work? The answer, 
of course, is that his work days are 
not normal. Often they run into 18 
hours or more, with sleep literally 
“on the fly.” He uses scheduled and 
chartered planes constantly and al- 
ways manages to get some sleep 
while enroute from one point to an- 
other. 


During the life of the Constitu- 





Around 1910, tires were of the 
high-pressure type, taking air up 
to 80 pounds. 





tional Convention at Lansing, 
Romney spends Monday at his 
desk in the American Motors 
building, hurries to Lansing by 
car in time to attend an evening 
meeting of the so-called Con-Con 


25 


and remains in attendance 
through Thursday. 

The usual long week-end ad- 
journment enables him to be back 
in his American Motors office in 
Detroit on Friday. 

Also, for the duration of the con- 
vention, Romney has reduced his 
American Motors salary and 
bonuses in exact proportion to the 
time he spends on Con-Con affairs. 
His compensation as a convention 
delegate is $1,000 a month; his nor- 
mal AMC salary and bonuses run 
well into six figures annually. 

* * * 


ROMNEY IS A dedicated individ- 
ual, First in his interest are his 
family; next, his church, and third, 
his business. He has said that, if 
he should enter politics and be 
elected to office, he will sever his 
business connections. 

One of his long-time friends re- 
cently told Romney he hoped he 
would not get into politics. 

“Why?” Romney asked. 

“There’s a lot of dishonesty in 
politics and you’d be out of your 
traditional element there,” the 
friend replied. 

“Then you mean,’ Romney re- 
turned, “you’d let some dishonest 
persons have a hand in running 
things ?” 

Romney is like that. 
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Garage 
Horses 


HERES AHEAVY DUTY HANDLER 
FOR BIG TRANSMISSIONS AND 
DIFFERENTIALS. 
ADAPTER FOR CORVAIR ENGINE TOO! 





AUTO SPECIALTIES MFG. CO. 
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IDEAL WITH 


ST. JOSEPH, MICHIGAN 
WINDSOR, ONTARIO, CANADA 





Hydraulic 
Hand Jack: 


MECHANICAL UNDER 
THE-HOIST HANDLER. 
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MATIC LOWERING 
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Hydraulic 
Service Jacks 


USE THE 


.. AND HERES 
A LOW-COST 


BALL BEARING 


WITH PEDAL 


IT EASY 
TO USE 


NEW All-IO9 ADAPTER 
WITH EITHER D-8200 OR 
Alo-9 TO REMOVE AND 
REPLACE THE ECONO-LINE 
ENGINE QUICKLN, EASILY. 


No. 2300 
Mechanical Handler 


| AUSCO Trensmission Heondlers 
ARE BUILT 70 DO MORE SOBS! 


FOR EXAMPLE, THIS ADAPTER IS SUPPLIED WITH THE 
NO.A1I0-9 FOR REMOVAL AND REPLACEMENT OF THE 


TEMPEST 
TRANSAXLE 
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"60 ~(’61 
Feb. 


60 61 
Jan. 


"59 =+°60 
Dec. 


Prices of 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
7 * 
CHICAGO 
Greater Chicago Auto Auction, Sale 


every Thursday. Prices are for sale of Dec. 
7. Sold 279 cars from 586 consignments. 


BUICK—’61 Electra 225 conv., $2,475* 


(ps). 

’60 Invicta 4-dr, hardtop, $1,945* (ps); 
Electra 4-dr. hardtop, $1,925* (ps); 
LeSabre 4-dr. hardtop, $1,675* (ps). 

’59 Invicta 4-dr, hardtop, $1,490* (ps), 
$1,345* (ps), $1,325* (ps), $1,310* 
(ps), $1,230* (ps); LeSabre 4-dr. hard- 
top, $1,365* (ps). 

’*568 RM 4-dr. Riviera, $1,100* (ps); 
Special 2-dr. Riviera, $675* (ps); 4-dr. 
Riviera, $600* (ps); Super 4-dr, Rivi- 
era, $550* (ps). 

’56 Special 2-dr. Riviera, $340* (ps). 

CADILLAC—’62 (60) Special 4-dr. hard- 
top, $6,500* (ps); de Ville 4-dr. hard- 
top, $5,435* (ps), $5,235* (ps). 

’61 (60) Special 4-dr. hardtop, $4,375* 
(ps); de Ville 4-dr. hardtop, $3,985* 
(ps), $3,900* (ps). 

’60 de Ville 2-dr. hardtop, $3,275* (ps); 
(62) 2-dr. hardtop, $3,130* (ps); conv., 
$3,020* (ps), 2 at $2,925* (ps); 4-dr. 
hardtop, $2,985* (ps), $2,725* (ps). 

"59 (62) 4-dr, hardtop, $2,780* (ps), 
$2,450* (ps); conv., $2,450* (ps); de 
Ville 2-dr. hardtop, $2,675* (ps), $2,- 
650* (ps); 4-dr. hardtop, $2,675* (ps), 
$2,500* (ps), $2,400* (ps). 

"58 (62) 2-dr. hardtop, $1,525* (ps). 

’57 (60) Special 4-dr. hardtop, $1,250* 
(ps); (62) 2-dr. hardtop, $985* (ps). 

’56 Eldorado conv., $555* (ps). 

CHEVROLET—’61 Impala (8) conv., §2,- 


200* (ps), $2,085* (ps); sport sedan, 
$1,655* (ps); Impala (6) sport coupe, 
$1,750*; Bel Air (8) 4-dr., $1,775*; 
Bel Air (6) 4-dr., $1,750*; Biscayne 
(6) 2-dr., $1,605*; Corvair 500 (6) 
2-ds., $1,375. 

"60 Bel Air (6) 4-dr., $1,350* (ps); 


Biscayne (6) 2-dr., $1,195; 4-dr., $1,- 


050, $1,010; Corvair 500 (6) 4-dr., 
$1,125. 
°59 Impala (6) sport sedan, $1,275* 
(ps); Impala (8) sport coupe, $1,250*; 
Bel Air (6) 4-dr., $1,165*, $1,125*; 
Bel Air (8) sport sedan, $1,050*; 4-dr., 
$1,045*. 


’*5S Bel Air (6) 4-dr., $910*, $350*; Bel 
Air (8) 4-dr., $765*, $760* (ps); Bis- 


cayne (6) 4-dr., $825, $600* (ps); 
Yeoman (8) 2-dr., $755. rf 
CHRYSLER—’60 Windsor conv., $1,775* 
(ps); 4-dr., $1,390* (ps). 
"57 NY 2-dr. hardtop, $725* (ps). 
DODGE—’61 Phoenix (8) conv., $1,905* 
(ps); Pioneer (8) 4-dr., $1,795*. 


"60 Seneca (6) 4-dr., $955*. 
’57 Coronet (6) 4-dr., $355*. 

FORD—’61 Thunderbird (8) 2-dr,. hardtop, 
$3,260* (ps), $3,125* (ps); Falcon (6) 
station wagon, $1,425; 4-dr., $1,350. 

60 Thunderbird (8) 2-dr. hardtop, $2,- 
150* (ps); Galaxie (8) Starliner, $1,- 
400* (ps); conv., $1,300; Country Se- 
dan (8) 4-dr., $1,325* (ps), $1,315* 
(ps); Ranch Wagon (6) 4-dr., $1,- 
175*; Falcon (6) 4-dr., $1,135; 2-dr., 
$1,050,. $1,040*; Custom 300 (6) 4-dr., 


$995*; Fairlane (6) 4-dr., $750. 

59 Thunderbird (S) 2-dr. hardtop, $2,- 
090* (ps), $1,655* (ps); Galaxie (8) 
4-dr. Victoria, $1,275* (ps); 2-dr. 
Victoria, $1,175* (ps), $900; 4-dr., 
$1,125*; Galaxie (6) 4-dr, Victoria, 


$1,120*; Country Sedan (8) 4-dr., $1,- 
055*; Fairlane (8) 4-dr., $755; Custom 


300 (6) 4-dr., $725* (ps). 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
450* (ps); Ranch Wagon (6) 4-dr., 
$710*; Fairlane 500 (6) 2-dr. Victoria, 
$555". 

’57 Fairlane 500 (8) 4-dr. Victoria, 
$545*; 2-dr. Victoria, $495*; Country 
Sedan (8) 4-dr., $485* (ps). 

IMPERIAL—’59 Imperial 4-dr., $2,060* 


(ps). 
LINCOLN—’61 Continental conv., $4,285* 





(ps). 
’60 Premiere 4-dr, hardtop, 1,870* (ps). 
59 Premiere 2-dr. hardtop, $1,840* (ps). 
’*58 Premiere 4-dr. hardtop, $1,070* (ps), 
$980* (ps). 
MERCURY—’56 Capri 2-dr. hardtop, $520* 
(ps); Premiere 4-dr. hardtop, $365* 
(ps). 
"62 Comet (6) 2-dr., $2,150* 
61 Comet (6) 2-dr., $1,450*. 
"60 Colony Park 4-dr., $2,110* 

Park Lane conv., $1,750* (ps). 
’59 Monterey 2-dr. hardtop, $865* (ps). 

OLDSMOBILE — '61 (98) 4-dr. Holiday, 
$2,690* (ps); (88) 4-dr, Holiday, $2,- 
350* (ps). 

"60 (88) 2-dr. Holiday, -$1,750* (ps). 
S *59 (98) 4-dr. Holiday, $1,700* (ps); 
(88) Super 4-dr. Holiday, $1,650* (ps), 
$1,350* (ps); (88) 4-dr. Holiday, $1,- 
450* (ps), $1,175* (ps), $1,150* (ps); 


(ps). 
(Pps) ; 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


760 61 
May 


"60 ’61 
April 


60 (’61 
March 


"60 
dune 


"61 "60 +61 


duly 


"60 «(61 
Sept. 


62s added and ’54s dropped in December, 1961. Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and ’52s dropped in December, 1959. 


Figures alongside bars represent dollars, 


4-dr., $1,445* (ps); 2-dr. Holiday, 
$1,220*. 

58 (98) 4-dr. Holiday, $1,130* (ps), 
$895* (ps), $835* (ps), $800* (ps), 
$650* (ps), $300*; (88) 4-dr. Holiday, 
$985*. 

PACKARD—’ 57 Clipper 4-dr., $350*. 

PLYMOUTH—’62 Fury (8) 4-dr., $2,370* 
(ps). 

’61 Fury (8) conv., $1,680* (ps). 

’60 Valiant 100 (6) 4-dr., $1,205*, $1,- 
050, $1,050*, $950; Fury (6) 4-dr., 
$1,145*. 

’59 Belvedere (8) 4-dr., $1,120*; Belve- 
dere (6) 2-dr. hardtop, $750* (ps); 
4-dr., $690, $645*; Fury (8) 2-dr. hard- 
top, $965* (ps), $945* (ps), $925* 
(ps); Savoy (6) 4-dr., $615*. 

’5S Belvedere (6) 4-dr. hardtop, $600*; 
— (6) 4-dr. hardtop, $350* 
ps). 

PONTIAC—’61 Bonneville conv., $2,550* 
(ps); Catalina Safari 4-dr., $2,490* 
(ps). 

’60 Ventura sport coupe, $1,765* (ps); 





Catalina conv., $1,735* (ps); 4-dr., 
$1,650* (ps); Bonneville 4-dr, Vista, 
$1,725* (ps). 

’59 Bonneville spert coupe, $1,550* (ps), 
$1,475* (ps), $1,400* (ps); conv., 
$1,675* (ps); Catalina sport coupe, 
$1,100*; 4-dr., $1,080* (ps). 

58 Star Chief 4-dr, Catalina, $690* 


(ps), $675* (ps). 
RAMBLER—’60 Custom (6) station wag- 


on, $1,375. 
‘59 Super (6) Cross Country, $1,020*, 
$890; American (6) station wagon, 
$685*. 


*58 Custom (6) 4-dr., $590. 
’57 Custom (6) 4-dr., $480. 
STUDEBAKER—’60 Lark (6) 4-dr., $945*. 


’59 Lark (6) 2-dr., 2 at $750, $585*. 
ee Ford (6) pickup, 
1,125. 
’57 Willys Jeep, $900. 


FLINT 


Flint Auto Auction, Sale every Thursday. 
Prices are for sale of Dec, 7, Sold 225 cars 


tcc 
dr. hardtop, $2,925* (ps). 
*58 (62) 2-dr. hardtop, $1,450° (pg) 
CHEVROLET — '61 Parkwood (8) 4:4 
$2,225* (ps); Impala (8) sport sedan. 
$2,075* (ps); 2-dr., $1,990* (ps): Im. 
pala (6) 2-dr., $1,755; Bel Air (8) 4. 
dr., $1,870* (ps); Bel Air (6) 2-dr 
$1,705*, $1,700, $1,600*; 4-dr., $1,6g58! 
Corvair Monza (6) 2-dr., $1,800, gy! 
750; Biscayne (6) 2-dr., $1,625*. F 
60 Impala (8) sport coupe, $1,675* (pg). 
conv., $1,655* (ps), $1,525* (ps): 
sport sedan, $1,645*, $1,640" (ps); 4. 
dr., $1,550*; Bel Air (8) 2-dr,, $,. 
670*, $1,295*; sport sedan, $1)259s. 
Bel Air (6) 4-dr., $1,335*; Parkwood 
(8) 4-dr., $1,600* (ps); Brookwoog 


(6) 4-dr., $1,390*; Biscayne (6) 2-dr 
4-dr., $1,065*, $1,000, $975. P 
’59 Impala (8) sport coupe, $1,340*, g). 


3 


Bad 


Ea $1,215; Corvair 700 (6) 2-dr., $1,209. 

180*; sport sedan, $1,310* (ps), gj! 
2 265*; conv., $1,285*, $1,220*; Papy. 
se wood (6) 4-dr., $1,245*; Parkwood (8 
4-dr., $1,200*, $1,125", $1,090"; Bel 
& Air (8) 2-dr., $1,200*, $1,050* (pg): 


Bel Air (6) 2-dr., $960; 4-dr., $75: 
Biscayne (6) 2-dr., $945, $835, . 
’58 Nomad (8) 4-dr., $855*; Brookwood 
(6) 4-dr., $840*, $625; Biscayne (6) 


eet 
as 


s 4-dr., $805; 2-dr., $750, $705*; Big. 
4 cayne (6) 4-dr., $805; 2-dr., $759 
$705*; Biscayne (6) 4-dr., $805; 2-dr,, 


$750, $705*; Biscayne (8) 2-dr., $705: 
Bel Air (6) 4-dr., $755*; Delray (6) 
4-dr., $585. 

’57 Bel Air (8) sport coupe, $725*; Two 
ten (8) station wagon 4-dr., $680: 
4-dr., $615*; Two-ten (6) 2-dr.. $600: 
‘<r. $635, 7 ‘ 

’56 Bel Air (8) conv., $450*; sport co 
$370*; Two-ten (8) 2-dr., $4008, $300, 

55 Bel Air (8) 4-dr., $170; Bel Air (6) 


"60 «(61 
Dec. 
to Date 


"60 61 
Nov. 


"60 61 
Oct. 


@ 1961, by Automotive News 


2-dr., $125. 
CHRYSLER — ’'59 Windsor 2- 
from 361 consignments. $1,090* (ps). + 
BUICK—’61 Invicta conv., $2,600* (ps); ’58 Windsor 2-dr. hardtop, $840* (ps). 
4-dr. hardtop, $2,375* (ps); Le Sabre | DeSOTO—’60 Fireflite 2-dr. hardtop, $1,- 


dr., $2,575* (ps), $2,450* (ps), $2,350* 
(ps), $2,250* (ps), $2,125* (ps), $2,- 
065* (ps); 4-dr. hardtop, $2,350* (ps), 


475* (ps). 
DODGE —.’62 Phoenix (8) 4-dr. hardtop 
$2,325* (ps). 


— (ps); 2-dr. hardtop, $2,380* ’60 Pioneer station wagon 4-dr. $1,450* 

ps). (ps). a 

’60 Invicta 4-dr., $1,950* (ps); 4-dr. ’56 Royal (8) 2-dr. hardtop, $460* 
hardtop, $1,850* (ps); conv., $1,900*| EDSEL—’59 Ranger 4-dr., $675*. 


(ps); LeSabre 2-dr., $1,870* (ps), $1,- 
575*; 4-dr., $1,820* (ps), $1,805* (ps), 
$1,805* (ps), $1,770* (ps). 

’59 Electra 2-dr, hardtop, $1,475* (ps), 


"58 Corsair 2-dr, hardtop, $450* (ps). 
FORD—’61 Galaxie (8) 4-dr., $2,130* (ps); 
Falcon (6) 2-dr., $1,650*, $1,475, $1,- 
390; 4-dr., $1,475*. 


$1,400* (ps), $1,385* (ps); Invicta ’60 Country Sedan (8) 4-dr., $1,4 

: -dr., ,440* 
Estate Wagon 4-dr., $1,435* (ps); 4- (ps), $1,215* (ps); Fairlane (8) 4-dr. 
dr,, $1,350* (ps); 4-dr, hardtop, $1,- $1,270*, $1,065; Fairlane (6) 4-dr, 


200* (ps); LeSabre 4-dr. hardtop, $1,- 


$980; Falcon (6) 2-dr., j : 
405* (ps): 4-dr., $1,325* (ps), $1,290* a one ae 


300 (6) 2-dr., $800*, 





(ps). *59 Thunderbird (8) conv., $1,750* (ps); 

’58 Special 4-dr., $1,035* (ps); 2-dr. Fairlane 500 (8) 2-dr. Victoria, $1,750* 

Riviera, $980* (ps). (ps); 2-dr., $1,065*; 4-dr, Victoria, 

CADILLAC—’61 (62) 4-dr. hardtop, $3,- $965*; Custom 300 (8) 4-dr., $870*; 

815* (ps). i 2-dr., $805; Fairlane (8) 4-dr., $800* 
’60 (62) 2-dr. hardtop, $3,000* (ps); 4- (Continued on Page 27, Col. 1) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU |-7821 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our I5th Year of 
ontinuous Operation. 
DUAL LANE SALE 
Sales every Wed.—i1:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947 





For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. : 








MICHIGAN 


ptco etroir 


now 


DUAL 


Ptco in 


ptco TvEspAy 





NEW JERSEY 








Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 
Insured By 


AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 












LA FAYETTE—Syracuse Auto Auc- 
tion. Insured checks and titles. Noon 
Wednesdays. 


RALEIGH — Mann’s Auto Auction 


AKRON—A-1 Auto Auction, U. S. 224, 


NEW JERSEY PENNSYLVANIA 





ALLENTOWN (in Kuhnsville) — 
“Metro,” near Turnpike. Insured 
checks & titles. Every Mon. at noon, 


ATO a 
ea: 


600 CARS|..>, 


EVERY WEEK LANES 


f Penna and N urnpike 
south Borden 


Turnpik 


ys 


NEW YORK 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 
Every Monday — || O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





NO ONE IS 

SMALL BY CHOICE 
and Manheim is proud to be the largest 
auto auction in the world. 

Dealers attending our auction for the 
first time learn about our policy of fair- 
ness to buyers and sellers alike. We've 
grown because these ''first-timers'' be- 
come regular customers. 

Plan to attend one of our Friday sales 
and learn, firsthand, why we've become 
the largest auto auction in the world. 


MANHEIM AUTO 
AUCTION, INC. 


Route 72 @ Manheim, Pa. 


NORTH CAROLINA 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation’s top auto auctions. 








Ds), 
4-dr,, 


L,685#; 
, $1. 


dtop, 
,450° 
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(Continued from Page 26) 








58 rd (8) conv., $1,365* (ps); 
Ranch agon (8) 2-dr., $735; Fairlane 
(6) I $615* (ps); Fairlane (8) 
2 $565*; Custom 300 (6) 

= 500 (8) 2-dr., $430* (ps); 
( 2-dr., $255; Custom (8) 

Phy Ranch Wagon (8) 2-dr., $305* (ps). 

54 Custom (8) 2-dr., $130*. 

IMPERIAL ‘57 Crown 4-dr, hardtop, 
R* (DS 
LINCOLN Mot Premiere 4-dr,, $590* (ps). 
MERCURY ’ Monterey 2-dr., $700*. 
“57 Monterey 2-dr., $250*. ' 
OLDSMOBILE -'62 (88) 2-dr. Holiday, 
$3,000* (Pps) 


61 Star Fire ‘conv., $3,005* (ps); (98) 
4-dr. Holiday, $2,525* (ps); (88) 2-dr. 













Holiday, $2,500* (ps), $2,400* (ps); 
4-dr., $2,325* (ps); (88) Super 4-dr. 
Holiday, $2,350* (ps); 4-dr., $2,155* 
(ps); F-85 4-dr., $1,955*, $1,835* (ps). 

160. (88) 2-dr. Holiday, $1,870* (ps); 
conv., $1,850* (ps); 4-dr, Holiday, 
$1,850* (ps), $1,795* (ps) ; (88) Super 
4-dr., $1,740* (ps), $1,725* (ps), 

159 (88) Fiesta 4-dr., $1,600* (ps); 4- 
dr. Holiday, $1,425* (ps); (98) conv., 
$1,540* (ps); (88) Super 4-dr. Holiday, 
$1,475* (Ps). 

58 (88) Super Fiesta 4-dr., $1,015* (ps) ; 
(98) 2-dr., $1,000* (ps); (88) 2-dr., 
$875* (ps); 2-dr. Holiday, $870* (ps). 

56 (98) 4-dr., $220* (ps). 

PLYMOUTH ‘60 Suburban (8) Custom 
4-dr,, $1,535* (ps); Valiant (6) 200 
4-dr., $1,060. 

‘59 Suburban (8) Custom 4-dr., $795; 
Belvedere (8) 4-dr., $750*, 

'58 Suburban (8) Custom 4-dr., $560* 
(ps), $520* (ps). 

PONTIAC—’'62 Bonneville 4-dr. Vista, $3,- 
005* (ps). 

61 Catalina Safari 4-dr., $2,255* (ps); 
conv., $2,230*; 4-dr., $2,050*, $1,890*; 
Tempest (4) 4-dr., $1,750*. 

60 Bonneville Safari Custom 4-dr., $2,- 
100* (ps); sport coupe, $2,040* (ps), 


$1,825* (ps); 4-dr. Vista, $1,795* (ps); 
Star Chief 4-dr., $1,950* (pS); Ventura 


sport coupe, $1,875* (ps); Catalina 
conv., $1,670* (ps); 2-dr., $1,300* 
(ps). 

‘59 Bonneville 4-dr., $1,450* (ps); sport 
coupe, $1,300* (ps); Catalina 4-dr. 
Vista, $1,240* (ps), $1,125* (ps); 4- 
dr., $1,170*. 

'58 Super Chief 2-dr. Catalina, $845* 
(ps); Chieftain 4-dr., $750*; 2-dr., 
$670*, $575*. 

'55D Star Chief 4-dr., $125. 


FAMBLER—’61 American (6) Super 4-dr., 
$1,400; Deluxe 2-dr., $960. 

60 American (6) 4-dr., $880*, 

759 Custom (6) station wagon 4-dr., $1,- 
075*; 4-dr., $800*. 

MISCELLANEOUS ’57 Chevrolet %-ton 





pickup, $725; Ford %-ton pickup, $415. 
’55 Chevrolet %-ton pickup, $415*. 
'41 Ford %-ton pickup, $300, 


EBENSBURG, PA. 


Ebensburg Auto Auction, Sale every 

Thursday. Prices are for sale of Dec, 7. 

Excellent—prices were off slightly but trad- 

ing was brisk. Demand was _ surprisingly 

good. Sold 92 cars from 115 consignments. 

BUICK—’5S Special 2-dr., $750*; 4-dr., 
$700*. 

’57 RM 4-dr., $640* (ps); Super 4-dr., 
$630* (ps); Special 4-dr., $590*. 

56 Century 4-dr.. $425* (ps); Special 


4-dr., $410*; 2-dr., $390*, 
CHEVROLET—’61 Bel Air (6) 2-dr., §$2,- 


025*; Chevy II (6) 4-dr., $1,950*. 

60 Bel Air (8) 4-dr., $1,425*, $1,260* 
(ps), $1,200* (ps); 2-dr., $1,230*; Bis- 
cayne (6) 2-dr., $1,020; Corvair (6) 
4-dr., $860*. 

59 Impala (8) 4-dr., $1,295* (ps); 
Brookwood (8) 4-dr., $1,050*. 

58 Bel Air (8) 4-dr., $850*, $695*; 
Biscayne (8) 2-dr., $700. 

*S7T Bel Air (8) 2-dr., $700* (ps); 4-dr., 


$685*, $650*; Two-ten (8) 4-dr., $550*. 
56 Two-ten (8) 4-dr., $400, $390; Two- 
ten (6) 4-dr., $340. 
FORD—’61 Galaxie (8) 4-dr., $1,800* (ps); 
Starliner, $1,700* (ps); 2-dr., $1,340; 
Falcon (6) 2-dr., $1,280. 




















’60 Thunderbird (8) 2-dr. hardtop, §$2,- 
350* (ps); Galaxie (8) conv., $1,400* 
(ps); Country Sedan (8) 4-dr., $1,- 
385*; Falcon (6) 2-dr., $1,180; Custom 
(6) 4-dr., $1,100*; Fairlane (6) 2-dr., 
$1,000. 

’59 Country Sedan (6) 2-dr., $925; Fair- 
lane (8) 4-dr., $1,000*; Custom (8) 
4-dr., $950*. 

’58 Fairlane (8) 4-dr., $650*; 2-dr., 
$625*; Country Sedan (8) 4-dr., $630*, 
$600* (ps). 

’57 Fairlane (8) 4-dr., $475*; 2-dr., 
$450*; Custom (8) 4-dr., $400*. 

‘56 Fairlane (8) 2-dr., $375*; 2-dr., 
$350*; Custom (8) 2-dr., $325*. 

PLYMOUTH—’61 Valiant (6) 4-dr., $1,- 
550* (ps). 

’60 Valiant (6) 4-dr., $980. 

"59 Belvedere (8) 4-dr., $875*; Savoy 
(6) 4-dr., $725*, $675. 

"58 Belvedere (8) 4-dr., $600* (ps). 

"57 Belvedere (8) 2-dr., $425*; 4-dr., } 
$410* 

PONTIAC—’'61 Tempest (4) 4-dr., $1,550. 

‘57 Catalina Safari 4-dr., $495*. 

MISCELLANEOUS ’59 International Van, 
$705 

‘57 Chevrolet %-ton pickup, $595; Ford 

_.2-ton pickup, $495. 

93 Ford -ton pickup, $280. 

‘ T _ “oY 
LOS ANGELES 
Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday, Prices are 
for sale of Dec. 5. 
BUICK—-'61 LeSabre Estate Wagon 4-dr 

,(9 Pass.), $2,900* (ps). 

60 Invicta conv., $2,065* (ps); 4-dr., 
$1,750* (ps). 

"59 Invicta 2-dr. hardtop, $1,500* (ps); 

1. LeSabre 2-dr. hardtop, $1,410*. 

of Super 4-dr. Riviera, $650* (ps), 
$645 nv., $535* (ps); Special 2-dr. 

__ Riviera $585*; 4-dr., $375*. 

96 Spex Estate Wagon, $525*; 4-dr. 
Riviera $385* (ps); Century Estate 

$460* (ps), $440* (ps); conv., 

: Spe 4-dr., $275*. 

54 Cent 2-dr. Riviera, $26: 

_._ Super r. Riviera, $225* (ps). 

CADILLA( 60 (62) conv., $3,780* (ps). 





'59 (60) 
(ps); 
(ps); 


Special 4-dr, hardtop, $3,210* 
de Ville 2-dr, hardtop, $2,850* 
(62) 4-dr. hardtop, $2,625* (ps). 
"57 (62) Sedan de Ville, $1,650* (ps); 
conv., $1,240* (ps). 
’56 (62) 4-dr., $490* (ps). 
‘55 (62) Coupe de Ville, 2 at $900* (ps), 


$765* (ps), $690* (ps), $635* (ps); 
2-dr. hardtop, $800* (ps); conv., $505* 
(ps). 

"54 (60) Special 4-dr., $550* (ps); (62) 
Coupe de Ville, $415* (ps); conv., 
$400* (ps). 

’53 (62) conv., $130. 

’51 (62) 4-dr., $215. 

CHEVROLET—’61 Parkwood (8) 4-dr., 
$2,300*; Impala (8) 2-dr., $2,255* 
(ps); conv., $2,150* (ps); Corvair 


Monza (6) 2-dr., $1,815. 

'60 Impala (8) sport coupe, $2,095, 4 at 
$1,950* (ps), 2 at $1,885* (ps), $1,- 
860* (ps); sport sedan, $1,920*, $1,- 
800*, $1,785* (ps), $1,735*; Parkwood 
(6) 4-dr., $1,730*; Bel Air (8) 4-dr., 
$1,505* (ps); Corvair 500 (6) 4-dr., 
$1,040. 

'59 Impala (8) sport coupe, $1,600, $1,- 
250; sport sedan, $1,450* (ps); Park- 
wood (6) 4-dr., $1,350; Bel Air (8) 4- 
dr., $1,330* (ps), $1,185* (ps), $1,050* 
(ps); 2-dr., $1,205*, $1,160*; Bel Air 
(6),,4-dr., $1,060; Biscayne (8) 2-dr., 
$1,175* (ps); 4-dr., $925*; Brookwood 
(6) 4-dr., $1,125. 

’58 Impala (8) sport coupe, $1,285* (ps), 
$1,270* (ps), $1,180* (ps), $850; conv., 
$1,095* (ps); Bel Air (8) sport sedan, 


$1,045* (ps); sport coupe, $935* (ps); 
Biscayne (8) 2-dr., $835*, $760*; Del- 
ray (6) 4-dr., $625. 


’57 Bel Air (8) sport coupe, $890*; sport 


sedan, $835* (ps), $765*; 4-dr., $725* 
(ps); Two-ten (8) station wagon, 
700*. 


’56 Bel Air (8) sport coupe, $735*, $590"; 
2-dr., $480*; Two-ten (8) station wag- 
on, $720* (ps), $635* (ps); sport coupe, 
$635* (ps); 2-dr., $585; Two-ten (6) 
4-dr., $450. 

’55 Bel Air (8) sport coupe, $595*; 4-dr., 
$385*; Bel Air (6) 4-dr., $490*, $465*; 


conv., $435; One-fifty (6) 4-dr., $420. 
54 Bel Air 2-dr., $310; sport coupe, 
$190* (ps); Two-ten 4-dr., $245*; 2- 
dr., $190* 
"53 Bel Air 4-dr., £250; Two-ten 4-dr., 
$200, $170*, $140*. 





CHRYSLER—’57 Saratoga 2-dr. hardtop, 
$755* (ps); Windsor 2-dr. hardtop, 
$705*. 

DeSOTO—’59 Firedome 2-dr, hardtop, $1,- 


050* (ps). 

’57 Firedome 4-dr. hardtop, $700* (ps); 
Fireflite 4-dr. hardtop, $615* (ps); 4- 
dr., $535* (ps). 

DODGE—’61 Polara (8) station wagon 4- 
dr. (9 pass.), $2,705* (ps). 

’60 Phoenix (8) 4-dr., $1,550* (ps); Sen- 
eca (6) 4-dr., $1,110. 


*59 Sierra (8) 4-dr., $1,435* (ps). 

’57 Custom Royal (8) 4-dr., $600* (ps); 
conv., $350* (ps); Coronet (8) 2-dr., 
$435*. 


’56 Coronet (8) 4-dr., $330*. 
’55 Royal (8) 4-dr., $410* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,700* (ps), $3,625* (ps), $3,600* 
(ps), $3,550* (ps), $3,185* (ps); Gal- 
axie (8) 2-dr. Victoria, $2,135* (ps). 
’60 Thunderbird (8) 2-dr, hardtop, $2,- 
410* (ps); Country Sedan (8) 4-dr., 
$1,650*, $1,625 (ps); Galaxie (8) star- 
liner, $1,600* (ps), $1,510* (ps); 4-dr 
Victoria, $1,600* (ps); Ranch Wagon 
(8) 2-dr., $1,500*; Ranch Wagon (6) 











Model Breakdown 
Of Auction Averages 











Dec., 1961 Nov., Oct., 

Model To Date 1961 1961 

$2,800 dteliay> s-ehaeeeys 
2,126 $2,205 $2,384 
1,541 1,677 1,704 
1,189 1,276 1,374 
736 818 904 
544 555 609 

ES 371 381 400 

1955... 287 296 327 

BOs siicionrss 205 203 
Overall ——— 

Average $1,199 $ 927 $ 988 
4-dr., $1,350; Fairlane (8) 2-dr., $1,- 
400* (ps), $1,235* (ps); Fairlane (6) 
2-dr., $980; Fairlane 500 (8) 4-dr., 
$1,385* (ps), $1,300*; Fairlane 500 (6) 
4-dr., $1,260*; Falcon (6) 4-dr., $1,- 
260*; 2-dr., $1,250*, $1,190*. 

’59 Thunderbird (8) 2-dr,. hardtop, $2,- 
300* (ps), $1,975* (ps); Ranch Wagon 
(8) 4-dr., $1,240*; Ranch Wagon (6) 
2-dr., $1,065; Galaxie (8) 4-dr., $1,- 
225* (ps); Country Sedan (6) 4-dr., 
$1,200*; Custom 300 (8) 2-dr., §$1,- 
095*; 4-dr., $975* (ps); Custom 300 
(6) 4-dr., $940; Fairlane (8) 2-dr., $1,- 
000*; 4-dr., $990* (ps), $940*, $920*. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
985* (ps); conv., $1,345* (ps); Fair- 


795* 


lane 500 (8) skyliner, $985* (ps), $725 
(ps); 2-dr., $815* (ps); 2-dr. Victoria, 
$715* (ps); Country Sedan (8) 4-dr. 
(9 pass.), $850* (ps); (6 pass.), $835* 
(ps), $825*; Fairlane (8) 2-dr, Vic- 
toria, $765*; 4-dr., $685*; Custom 300 





Now! Stromberg-Carlson: 
all-transistorized custom auto radios 
are the newest, broadest line in the industry 


They’re new, they’re fully-transistorized, they’re custom 
auto radios that slip into place in a wink—and stay 
there because they’re virtually maintenance-free. Now 
STROMBERG-CARLSON solid-state engineering has taken the 
tubes out of auto radios. You get even finer quality, even 
finer features (automatic volume control, continuously 
variable tone control, seven tuned circuits including RF 
stage, and a full 2% watts of power-packed performance) 


SHIM 


GENERAL DYNAMICS | ELECTRONICS 


and the same fine name. 
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(8) 2-dr., $735; 4-dr., $710*, $610*, 
$605; Ranch Wagon (8) 2-dr., $725*. 
’57 Fairlane 500 (8) skyliner, $825* (ps); 


4-dr., $700* (ps); 2-dr. Victoria, 
$610*; conv., $590*; 4-dr, Victoria, 
$590*, $525*; Country Sedan (8) 4-dr., 
$655* (ps), $600* (ps); (9 pass.), 
$635*; Fairlane (8) 2-dr., $615* (ps); 
4-dr. Victoria, $575*, $500*; 2-dr, Vic- 
toria, $485*; Custom (8) 4-dr., $510; 
2-dr., $465*; Custom 500 (8) 4-dr., 
$400*. 

’56 Country Sedan (8) 4-dr. (9 pass.), 


$550; Fairlane (8) 4-dr. Victoria, $485* 

(ps); 2-dr., $420*, $260*; 2-dr, Vic- 

toria, $330*; Custom (8) 4-dr., $370. 
‘55 Thunderbird (8) conv., $1,185* (ps); 


Fairlane (8) 2-dr., $360*, $250*%; 4- 
dr., $205; Ranch Wagon (8) 2-dr., 
$270*; Custom (8) 4-dr., $165*. 


’54 Custom (6) 4-dr., $260*, $170*; 2-dr., 
$250*, $135*; Custom (8) 2-dr., $235*, 
$255; 4-dr., $215*, $170*, $160*, $155*, 
$150*; Ranch Wagon (8) 2-dr., $225*, 

’53 Custom (8) 2-dr., $110*. 

IMPERIAL—’57 Crown 2-dr. hardtop, $1,- 
350* (ps). 
’53 Imperial 4-dr., $155* (ps). 
LINCOLN—’ 61 Continental conv., 
(ps); 4-dr., $4,750* (ps). | 

’59 Premiere 2-dr. hardtop, $2,100* (ps). 

’5S Premiere 4-dr. hardtop, $1,485* (ps). 

’57 Premiere 4-dr. hardtop, $835* (ps). 

’56 Premiere 4-dr. hardtop, $700* (ps); 
4-dr., $585* (ps). 


$4,750* 


’55 Capri tonv., $295* .(ps); 2-dr. hard- 
top, $275* (ps), $220* (ps). 
’53 Capri 4-dr., $150*. 
MERCURY—’60 Montclair 2-dr. hardtop, 
$1,740* (ps); Comet (6) 2-dr., $1,265. 
’58 Park Lane 4-dr. hardtop, $1,260* 


(ps); Colony Park 4-dr., $1,185* (ps); 
Monteréy 4-dr., $690. 

’57 Turnpike Cruiser 2-dr. hardtop, $785* 
(ps); Montclair 2-dr. hardtop, $625* 
(ps); Monterey 2-dr., $600*, $585*. 


(Continued on Page 28, Col. 3) 


And we protect your profits as fiercely as if they were 
our own. With units that can’t be topped for fast-n’-easy 
installation. With units so trouble free that customers come 
back with a grin instead of a gripe. So close up the com- 
plaint department and stand by the cash register . . . with 
carefree STROMBERG-CARLSON custom auto radios. 
For the profit-potent facts on STROMBERG-CARLSON auto 
radios, write: Commercial Products, Box BC-1, 1410 North 
Goodman Street, Rochester 1, New York. 
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US a 
SPECIALIZED INSURANCE MARKET 
FOR CONSUMER CREDIT... 


Coverages Available 


AUTOMOBILE PHYSICAL DAMAGE 


(comprehensive, fire, 
theft and collision) 


CREDIT LIFE, DISABILITY 


od 


Write, Wire or Call 
JAckson 2-6277 


RESOLUTE INSURANCE COMPANIES 


Resolute Building Hartford 3, Connecticut 


WHY YOU SHOULD 


SELL CITROEN- 
bine): 
ly aon loll i. 


AND STATION WAGONS 

FOR THE FAMILY 

..-A CUSTOM CONVERTIBLE 
FOR THE CONNOISSEUR 


And coming with the Spring... The AMI-6...the all- 
new car that will revitalize the economy field! 








Station Wagon—8 Passengers 


Get ALL the reasons why you should sell CITROEN. 
If you are a New Car Dealer or a Quality Used Car 
Dealer—and are interested in a profitable addition 
to your present line, fill out this coupon and send it 
today! 





te SS SP SS BS SS ES SS ee 2 es a es 


CITROEN CARS CORPORATION Dept. AN-18 


Direct Factory Branch of S.A. Andre Citroen, Paris, France 
300 PARK AVENUE, NEW YORK 22, NEW YORK 


GENTLEMEN: PLEASE SEND ME FULL DETAILS ON OBTAINING AN 
AUTHORIZED CITROEN DEALER FRANCHISE. 


(Principals Only) 











YOUR NAME a TITLE 
COMPANY NAME Z al 
ADDRESS as 
CITY ZONE_____STATE 


HANDLING NOW: NEW] USED (1) IMPORTED [) 





| MISCELLANEOUS—’60 


| °52 Special 2-dr., $100*. 

CADILLAC—'59 (60) Special 4-dr. hard- 
top, $2,630* (ps); (62) 2-dr. hardtop, 
$2,565* (ps); de Ville 4-dr. hardtop, 
$2,300* (ps). 

’57 (62) 4-dr. hardtop, $1,270* (ps); 
Eldorado conv., $1,250* (ps); (75) 4- 
dr., $900* (ps). 

’56 (62) 2-dr. hardtop, $910* (ps), $575* 
(ps); (75) limousine, $790* (ps). 

°55 (62) 4-dr., $555* (ps), $525* (ps), 
$475* (ps). 

’54 hearse, $185*, $160*. 

’53 (62) 4-dr., $100* (ps). 

CHEVROLET—'61 Impala (6) sport sedan, 
$1,970* (ps), $1,875* (ps), $1,875*; 
Impala (8) sport coupe, $1,950* (ps); 
4-dr., $1,940* (ps). 
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’56 Monterey station wagon, $300* (ps); 
2-dr, hardtop, $200*. 

’55 Montclair 2-dr, hardtop, $435*, $150* 
(ps). 


’54 Monterey 4-dr., $260*; Custom sta- 

tion wagon.4-dr, (9 pass.), $235". 
OLDSMOBILE—’61 (88) Super 2-dr. Hol- 
iday, $2,575* (ps); F-85 4-dr., $1,700, 

"60 (98) 4-dr. Holiday, $2,550" (ps); 2- 
dr, Holiday, $2,335* (ps); conv., $2,- 
300* (ps). 

’59 (98) 2-dr. Holiday, $1,750* (ps); 4- 
dr. Holiday, $1,690* (ps); (88) Super 
2-dr. Holiday, $1,660* (ps); (88) 2-dr. 
Holiday, $1,645* (ps); 4-dr, Holiday, 


$1,490* (ps). 
*58 (88) Super 2-dr. 
’57 (88) Super 2-dr. 
(88) 2-dr., $510*. 
’56 (88) Super 4-dr. Holiday, $550* (ps), 
$470* (ps); 2-dr. Holiday, $360* (ps); 


Holiday, $940* (ps). 
Holiday, $740* (ps); 


(88) 2-dr. Holiday, $385*; (98) 2-dr. 
Holiday, $370* (ps). 

’55 (98) 2-dr. Holiday, $390* (ps); (88) 
2-dr. Holiday, $360* (ps); (88) Super 
conv., $195* (ps). 


’54 (98) 4-dr., $285* 
dr, Holiday, $125*. 
VLYMOUTH—’'60 Fury (8) 
$1,525* (ps); Valiant 200 (6) 4-dr., 
$1,250; Belvedere (6) 4-dr., $925. 

’59 Belvedere (8) 4-dr., $1,050* (ps); 
Suburban (6) 2-dr., $910. 

‘58 Savoy (8) 2-dr. hardtop, $610* (ps). 

’57 Suburban (8) Custom 2-dr., $550*, 
$515*; Suburban (6) Custom 2-dr., 
$490; Belvedere (8) conv., $480*; 4- 
dr., $400*. 

‘56 Suburban (8) Sport 4-dr., $510*; (9 
pass.), $310*; Suburban (6) Custom 2- 
dr., $290; Belvedere (8) 4-dr. hardtop, 
$280". 

‘55 Savoy (8) 4-dr., $410*; Belvedere (8) 
2-dr. hardtop, $245. 

PONTIAC—’'61 Bonneville 4-dr. Vista, $2,- 
690* (ps), $2,600* (ps). 

’60 Bonneville 4-dr. Vista, $2,425*, $2,- 

100* (ps); Catalina 2-dr., $1,990* (ps); 


(ps); (88) Super 2- 


2-dr. hardtop, 


Safari 4-dr., $1,835* (ps). 

’59 Bonneville sport coupe, $1,905* (ps). 

"5S Star Chief 4-dr, Catalina, $1,165* 
(ps) 

‘57 Chieftain Safari 4-dr. (9 pass.), 
$810*. 


’56 Star Chief 2-dr. Catalina, $420* (ps); 
Chieftain 2-dr., $255*. 

’55 Chieftain 4-dr., $425* (ps), 
Safari 4-dr. (9 pass.), $310*; 
Chief 2-dr. Catalina, $210* (ps). 

RAMBLER—'59 Ambassador (8) Super 
Cross Country, $1,530*. 

’57 Custom (8) Cross Country, 

’56 Super 4-dr., $460*. 

’'55 Custom 4-dr., $315*. 

*52 Cross Country, $160. 

STUDEBAKER—’'60 Lark 
135. 


$335* ; 
Star 


$710*. 


(8) 4-dr., $1,- 

Chevrolet (6) 14- 
ton pickup, $1,385, $1,175, $1,100; Ford 
(6) Falcon Ranchero, $1,250*. 

’59 Ford (8) %-ton LWB pickup, $780*. 


’58 Chevrolet (6) %-ton pickup, $835. 
"57 GMC (8) %-ton pickup, $700*; Ford 
(8) %-ton pickup, $635. 


’56 Dodge (8) %-ton pickup, $470*; Ford 


(8) %-ton pickup, $390*. 

"55 Chevrolet (6) %-ton pickup, $525; 
Ford (6) %-ton pickup, $235; (8) %- 
ton pickup, $225; (6) %-ton panel, 
$180. 


’54 Ford (6) %-ton pickup, $245*. 

53 Dodge (6) %-ton pickup, $235. 

’50 GMC (6) %-ton pickup, $285. 

’48 Studebaker (6) 1-ton pickup & utility, 
$115. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Dec. 5. Hot saie 
at Skyline for this time of year. Decent 
cars attracting many buyers, Rough cars 
finding few takers. Sold 201 cars from 273 


consignments. 

BUICK—’'59 LeSabre 2-dr. hardtop, $1,- 
280* (ps); Estate Wagon 4-dr., $1,175* 
(ps); Electra 4-dr, hardtop, $1,275* 
(ps). 

58 Special 4-dr., $825* (ps). 

’57 Special 2-dr, Riviera, 

2-dr., $320. 

°56 Special 2-dr. Riviera, $125* (ps), 

755 Special 4-dr., $140*. 


$435* (ps); 






"60 Impala (8) sport sedan, $1,650* (ps), 





$1,575* (ps), $1,520*; Parkwood (8) 4- 
dr., $1,600*, $1,500* (ps); Parkwood 
(6) 4-dr., $1,385, $1,360* (ps); Bel Air 
(6) 4-dr., $1,350* (ps), $1,350*, $1,- 
310*, $1,305*, $1,280*, $1,270*, $1,250, 
$1,225*, $1,200, $1,175; 2-dr., $1,270*, 
$1 : Bel Air (8) 4-dr., $1,310*, $1,- 
200; Biscayne (6) 4-dr., $1,225*, $1,- 
100; 2-dr., $1,125; Brookwood (6) 4- 
dr., $1,200; Corvair (6) 700 4-dr., $1,- 
050, $1,010*, $995*, $985, $940*, $915*; 
500 4-dr., $885*. 


’59 Impala (8) sport sedan, $1,330* (ps); 
Parkwood (8) 4-dr., $1,125* (ps), $1,- 
110* (ps); Bel Air (8) 4-dr., $1,060* 
(ps), $1,050*, $985* 25*; 


(ps); 2-dr., $925 
Bel Air (6) 2-dr., $895*, $800, $790; 
Kingswood (6) 


4-dr., $960* (ps); 

Brookwood (6) 4-dr., $910*, $800. 

758 Bel Air (8) sport coupe, $990* (ps); 
Biscayne (6) 4-dr., $880*; Brookwood 
(8) 4-dr., $820*, $580*; Impala (8) 
conv., $725*; Yeoman (8) 4-dr., $500* 
(ps). 

’57 Two-ten (8) 2-dr., $600; 4-dr., $415*; 
Bel Air (8) sport sedan, $600*; 4-dr., 
$570* (ps), $550*; sport coupe, $360* 
(ps). 

’56 Two-ten (6) 2-dr., $295; Bel Air (8) 
conv., $225* (ps). 

’55 Bel Air (6) sport coupe, $350*; Bel 
Air (8) 4-dr., $125* (ps); Two-ten (6) 
station wagon 2-dr., $310; station wag- 
on 4-dr., $210* (ps); Two-ten (8) 2- 
dr., $175*. 









































9” 
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'53 Bel Air sport coupe, $100*. 
’51 Deluxe 2-dr., $130*. 
CHRYSLER—’'60 NY 4-dr. hardtop, 

580* (ps). 
’58 Windsor 4-dr. hardtop, $750* (ps). 
’57 Saratoga 2-dr. hardtop, $710* (ps). 


DeSOTO — '57 Firedome 4-dr, hardtop, 
$405* (ps). 
‘56 Fireflite conv., $155* (ps). 
DODGE—'60 Dart (6) Seneca 2-dr., $935* 
(ps). 
’59 Coronet (8) 2-dr, hardtop, $1,185*, 
$1,050". 
‘58 Sierra (8) 4-dr., $775*; Coronet (8) 


4-dr. hardtop, $600*. 
’57 Coronet (8) 4-dr., $300* (ps), $230. 
FORD—'61 Galaxie (8) starliner, $1,780* 
(ps). 

'60 Galaxie (8) starliner, $1,240* (ps); 
4-dr. Victoria, $1,050* (ps); Country 
Sedan (8) 4-dr., $1,130* (ps); Fairlane 
500 (8) 4-dr., $1,200*, $1,150, $1,140", 
$1,100* (ps), $1,025* (ps), $900* (ps); 
Fairlane (8) 2-dr., $1,105*; 4-dr., $1,- 
025*; Ranch Wagon (8) 4-dr., $1,075* 
(ps). 

’59 Fairlane 500 (8) skyliner, $1,175* 
(ps); 4-dr., $1,140* (ps); Galaxie (8) 
4-dr. Victoria, $1,100* (ps), $1,025* 
(ps), $1,010* (ps); 2-dr. Victoria, 
$995*; Fairlane (6) 2-dr., $860*; 4-dr., 
$850* (ps), $830*; Custom 300 (8) 2- 
dr., $675* (ps). 

’58 Country Sedan (8) 4-dr., $725* (ps), 
$550; Fairlane 500 (8) 4-dr. Victoria, 
$625* (ps); Country Squire (8) 4-dr., 
$530*; Ranch Wagon (8) 2-dr., $300*; 


Fairlane (8) 2-dr., $255; 2-dr. Vic- 
toria, $150* (ps). 

’56 Custom (8) 2-dr, Victoria, $460* 
(ps); 2-dr., $300*; Fairlane (8) 4-dr., 
$160*. 

HUDSON—’'54 Jet 4-dr., $100*. 
IMPERIAL—'59 Imperial 4-dr. hardtop, 


$1,185. 
’57 Imperial 2-dr., $800*. 

LINCOLN—’58 Continental Mark III 4-dr., 
$1,200* (ps); Capri 2-dr. hardtop, $1,- 
110* (ps). 

’57 Premiere 4-dr. hardtop, $865* (ps). 
’56 Premiere 4-dr., $150* (ps). 

MERCURY—’'61 Meteor 600 2-dr., $1,560* 

(ps). 

760 Commuter 4-dr., $1,170* (ps). 

’59 Voyager 4-dr., $1,200* (ps), $1,135* 
(ps). 


"58 Monterey 4-dr., $600*; Medalist 4- 
dr., $540*. 
’57 Monterey 2-dr., $490* (ps); 4-dr., 


$240*. 
’56 Montclair 4-dr., $180* (ps), $110*. 
’55 Monterey 4-dr., $145*. 
’54 Custom 2-dr., $100. 
OLDSMOBILE—’ 60 (88) 2-dr. Holiday, $1,- 


510* (ps); (98) 4-dr. Holiday, $1,475* 
(ps). 

’59 (98) 4-dr. Holiday, $1,475* (ps), $1,- 
450* (ps); (88) 4-dr., $1,300* (ps), 
$1,180* (ps); (88) Super 4-dr. Holiday, 
$1,150" (ps). 

5S (S88) 2-dr, Holiday, $970* (ps); 4- 
dr. Holiday, $900* (ps). 

’56 (98) 4-dr, Holiday, $275* (ps); (88) 
4-dr. Holiday, $130* (ps). 

'55 (98) 4-dr. Holiday, $160* (ps); (88) 


conv., $135* (ps). 
PLYMOUTH—’60 Valiant 
$1,075". 
’58 Belvedere (8) 2-dr. hardtop, $380*. 
’57 Belvedere (8) 4-dr., $370* (ps); Sa- 
voy (8) 4-dr., $185* (ps). 
’56 Suburban (8) Custom 4-dr., $100. 
’54 Plaza 4-dr., $100. 
PONTIAC—'61 Catalina Safari 4-dr., $2,- 
025* (ps). 
’59 Star Chief 4-dr., $1,175* 
’5S Chieftain 4-dr., $460* 
’57 Chieftain Safari 4-dr., 
Chief conv., $400* (ps). 
’56 Star Chief 2-dr. Catalina, $330*. 
’55 Star Chief 2-dr. Catalina, $100*. 
RAMBLER—’60 American (6) Super 4-dr., 


(6) V-100 4-dr., 


(ps). 
(ps), 
$470*; Super 


$1,115*; Deluxe 2-dr., $760*. 
’59 American (6) Super 4-dr., $725*, 
$700*; Deluxe 2-dr., $585. 
’56 Super (6) 4-dr., $275. 
STUDEBAKER — ’55 Deluxe (6) station 
wagon, $175*. 
MISCELLANEOUS—’56 Ford (6) F-600, 


$260; %4-ton utility, $230. 
’51 Chevrolet (6) pickup, $110. 


DETROIT 


Aptco Auto Auction. Sale every Tuesday. 


Prices are for sale of Dec. 5. 
BUICK—’60 Invicta conv., $1,900* (ps). 
’59 Electra 4-dr. hardtop, $1,500* (ps); 





Slogan Winner— 


Jack S. Tanner, left, vice-president, Tan- 
ner Auto Parts, Inc., Fort Myers, Fla., re- 
ceives a check from J. L. Wiggins, Auto- 
motive Service Industry Assn. executive 
vice-president, for submitting the best slo- 
gan in a contest conducted by the ASIA. 
Tanner's entry, ‘Thinking New in '62,” 
won a round-trip fare for two to the '62 
ASIA convention, 


$1,- 
810* (ps); Saratoga 2-dr. hardtop, $1,- 








—, 
Invicta 2-dr. hardtop, $1.4; (pg): 
conv., $1,250* (ps); Les; re on 
hardtop, $1,195*; conv... $1,1509¢ ( + 
4-dr., $1,080*. : Ps); 
*58 Limited 2-dr. Riviera, $910 (pa) - 
Century 4-dr. Riviera, $875* (ps): Be): 
cial Estate Wagon, $575* (ps). | 
CADILLAC—’'60 (62) 2-dr. har Lop, $3 
200* (ps); 4-dr. hardtop, $2,570* (pe; 
*57 (62) conv., $1,200* (ps). ~ 
*55 (60) Special 4-dr., §$525* (pg): (62 
Coupe de Ville, $525* (ps), ire 
CHEVROLET—'61 Impala (8) sp t 
$2,005* (ps); Corvair Monza 6) ae 
$1,755*; Corvair 760 (6) station wag. 
on, $1,700*, $1,450*, $1,300. r 
60 Parkwood (8) 4-dr., $1,650, $1 440°: 
Impala (8) sport coupe, $1,530+; cone.’ 


$1,465* (ps); Bel Air (8) sport sedan 


$1,500* (ps); Biscayne (8) 4-dr $1,- 
205*; 2-dr., $1,090*; Biscayne (8) 9. 
dr., $1,075*; Corvair 700 (6) 2-dr $1, 
090". ean 
’59 Impala (8) sport sedan, $1,265* (ps): 
Biscayne (6) 2-dr., $1,020*, 950s: 
Brookwood (8) 4-dr., $1,000*; Bel Aip 


(6) 2-dr., $950*. 

*58 Impala (8) sport coupe, 
Brookwood (8) 4-dr., 
(6) 2-dr., $800, $755. 

"57 Bel Air (S) sport sedan, $760*: 


$1,090* (ps); 
$825"; Bel Air 


conv,, 
$650*; Two-ten (8) station wagon 4-dr 
(9 pass.), $580*; 2-dr., $580* ; 
’54 Bel Air 4-dr., $230*. 
CHRYSLER—’60 Windsor 4-dr., $1,560" 
(ps). 


"59 Saratoga 2-dr. hardtop, $1,295* (ps) 
DODGE—’'61 Seneca (6) 2-dr., $1,450. 
"60 Seneca (8) station wagon 4-dr., $1,- 


100; Seneca (6) 2-dr,, $925: 4-dr 
$875. € 
’59 Coronet (8) 2-dr. hardtop, $800": 
Coronet (6) 2-dr., $710*. 5 
*58 Coronet (8) 2-dr, hardtop, $725* 
(ps). 

*57 Coronet (8) 4-dr, hardtop, $455* 
(ps). 

FORD—'61 Falcon (6) station wagon 2-dr,, 
$1,545". 

’60 Thunderbird (8) 2-dr. hardtop, §2,- 
100* (ps); Faleon (6) 2-dr., $1,275*, 
$1,010; 4-dr., $1,095, $1,070, $1,045"; 
Galaxie (8) 4-dr. Victoria, $1,175*, 


$950*; Fairlane 500 (8) 4-dr., $1,050*; 





2-dr., $1,015; Fairlane (6) 2-dr., $950, 
$250; Fairlane (8) 2-dr., $935. 

"59 Galaxie (8) 2-dr, Victoria, $1,465", 
$1,175* (ps); 4-dr, Victoria, $1,260*, 
$1,225* (ps); 4-dr., $1,230* (ps), $1,- 
040*; 2-dr., $1,200*, 2 at $1,110", 
$965*; Ranch Wagon (8) 2-dr., $945; 
Ranch Wagon (6) 2-dr., $795; Fairlane 
500 (8) 2-dr., $945*; Custom 300 (6) 
2-dr., $890*, $820, $790; Custom 300 
(8) 4-dr., $775*; 2-dr., $660; Fairlane 
(8) 2-dr., $875*, $775*. 

’58 Country Squire (8) 4-dr., $875* (ps); 
Custom 300 (6) 4-dr., $490*. 

’57 Country Squire (8) 4-dr., $675"; 
Fairlane 500 (8) 2-dr., $570*; 4-dr, 
Victoria, $515*; Country Sedan (8) 4 
dr., $500* (ps); Ranch Wagon (6) 2- 
dr., $310. 

’56 Fairlane (8) 2-dr. Victoria, $530*; 
Custom (8) 2-dr., $410*. 

LINCOLN—’61 Continental 4-dr, hardtop, 
$3,875* (ps). 

'57 Premiere 4-dr., $805* (ps). 

MERCURY—’61 Comet (6) 4-dr., $1,600", 


°59 Commuter 4-dr., $1,260* (ps); Mon- 
terey conv., $1,210* (ps); 2-dr., $950*, 


"58 Monterey 4-dr., $495* (ps), 
’57 Commuter 4-dr., $610* (ps); Mon- 
terey 4-dr., $505*. 
’54 Custom 2-dr., $135. 
OLDSMOBILE °61 F-85 4-dr., $1,875" 
(ps). 
’60 (88) Super 2-dr, Holiday, $1,855* 
(ps). 
"59 (98) 4-dr. Holiday, $1,560* (ps). 
’bS (88) 4-dr., $900* (ps), $820*. 
’57 (88) 4-dr. Holiday, $625* (ps). 
’56 (98) 4-dr. Holiday, $390* (ps), 
PLYMOUTH—’61 Valiant 100 (6) Subur- 


ban 4-dr., $1,425*. 

’60 Valiant 200 (6) 4-dr., $1,200*; Val 
iant 100 (6) 4-dr., $950; Belvedere (6) 
2-dr., $960. 








59 Fury (8) 2-dr. hardtop, $1,000*. 

"5S Savoy (8) 4-dr., $500*; Suburban 
(8) Custom (ambulance), $310* (ps). 

’57 Belvedere (8) 2-dr. hardtop, $525; 
4-dr. hardtop, $425*; Savoy (8) 2-dr., 
$200. 

’55 Belvedere (6) 4-dr., $200. 

PONTIAC—’61 Bonneville conv., $2,495* 


(ps); Tempest (4) Safari 4-dr., $1,655. 
’60 Bonneville 4-dr. Vista, $1,820* (ps); 






Catalina 4-dr, Vista, $1,550* (ps). 
9 Catalina 2-dr., $1,210*. 
’5S Chieftain conv., $855*. 
’57 Star Chief Safari 4-dr., $850* (ps). 


’55 Chieftain 4-dr., $120*. 
RAMBLER—’59 Super (6) Cross Country, 
$1,165*, $965; 4-dr., $905; Custom (6) 
Cross Country, $975. 
’58 Custom (6) 4-dr., $800*. 


ALBANY 


Anspach Auto Auction. 
Prices are for sale 
Today’s car market showed several large 
wholesale buyers picking out cars to lay 
away for the early spring trade. Prices did 
not improve from last week but the smart 
new-car dealers were taking it on the chin 
and starting a new book of rules. Sold 72 


Sale every 


Tim 
of Dec, 4 


Monday. 


cars from 102 consignments. 
BUICK—’58 Special conv., $850* (ps). 
’57 Special 2-dr. Riviera, $520*; RM 4- 
dr. Riviera, $350* (ps); 2-dr. Riviera, 
$270* (ps). 
’56 RM 2-dr. Riviera, $245* (ps). 
CADILLAC—’'59 (62) 2-dr. hardtop, $2,- 
360* (ps). 
’55 (62) 2-dr. hardtop, $510* (ps). 
’53 (62) conv., $100* (ps). 
CHEVROLET—’61 Bel Air (6) 2-dr., $L* 
700; 4-dr., $1,450* (ps). 
’60 Bel Air (8) 4-dr., $1,270*; Cor 
(6) 2-dr., $820, 
’59 Kingswood (8) 4-dr., $1,285* (ps); 
Bel Air (8) 4-dr., $1,100* (ps), $1," 
040*; Bel Air (6) 2-dr., $1,000*, $990*. 


’58 Bel Air (6) 4-dr., $850*; Impala (8) 








sport coupe, $810* (ps); Delray (6) 
2-dr., $700*; Biscayne (8) 4-dr., $600*: 
’57 Two-ten (6) 4-dr., $700*; Two-ten 
(8) station wagon 4-dr,., $650" 
56 Two-ten (6) 4-dr., $540*; 2-dr,, $420; 


(5) 


Bel Air (6) 2-dr., $435*; Bel Air 
sport sedan, $280*. 
DeSOTO—’57 Firedome 4-dr., $375* (ps 
’56 Firedome 2-dr. hardtop, $330* (ps). 
DODGE—’57. Coronet (8) 2-dr., $385*. 
’56 Royal (8) 2-dr., $170* (ps) 
°55 Royal. (8) 4-dr., $350*. 
FORD—’61 Falcon (6) station wagon 2-dr.,; 
$1,500*; 2-dr., $1,215. 
"60 Galaxie (8) conv., $1,570*; Falcon 
4-dr., $1,185*. 
’59 Thunderbird (8) 2-dr. hardtop, $1 
780* (ps); Ranch Wagon (8) 4-dr., 
$980*, 


(Continued on Page 29, Col. +1) 
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(Continued from Page 28) 


58 Thunderbird (8) 2-dr. hardtop, $1,- 


ps); Fairlane (8) 2-dr, Victoria, 


825 
$780" (ps). 

9] Fairlane 500 (8) 4-dr., $650* (ps); 
conv., $500* (ps); Country Squire (8) 
4-dr., $510*, $500* (ps); Country Sedan 
(8) 4-dr., $430*, $425* (ps). 

56 Fairlane (8) 2-dr., $280*; Custom 
(8) 2-dr., $220°. 

5 Fairlane (8) 2-dr, Victoria, $250* 
(ps). 


SON--'55 Hornet (8) 4-dr., $100*. 
yNCOLN '58 Capri 4-dr. hardtop, $750* 


8). 
ROURY 61 Meteor 800 4-dr., $1,635* 


Ss) 
Se Comet 4-dr., $1,090, $1,050. 
8 Monterey 4-dr., $560*. 

MOBILE—’59 (88) 4-dr. Holiday, $1,- 
170* (ps). 
68 (98) 4-dr. Holiday, $850* (ps). 
7 (S88) 2-dr. Holiday, $360*, 


YMOUTH—'59 Savoy (6) 2-dr,, $490. 
"7 Savoy (8) 2-dr., $460* (ps); 4-dr., 
$280*; Belvedere (8) 4-dr., $270*. 
pONTIAC—'62 Star Chief 4-dr., $3,100* 
(ps). 
%6 Star Chief conv., $330* (ps); 4-dr., 
$250* (ps). 
55 Chieftain 2-dr, Catalina, $310; $140* 
(ps); 4-dr., $150* (ps). 


sfU DEBAKER 60 Lark conv., $935*. 
57 President 4-dr., $350*. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
gery Wednesday. Prices are for sale of 
De. 6. Sold 73 percent of 529 consignments, 


puICcK—’60 LeSabre 4-dr. hardtop, §$1,- 
905* (ps); 4-dr., $1,525* (ps); Electra 
2-dr. hardtop, $1,900* (ps). 

59 Invicta 4-dr. hardtop, $1,400* (ps); 
Electra 2-dr. hardtop, $1,350* (ps); 4- 


dr. hardtop, $1,260* (ps); LeSabre 4- 
dr. hardtop, $1,235* (ps). 

58 Special 4-dr. Riviera, $795* (ps), 
$500"; 4-dr., $795* (ps); 2-dr, Riviera, 
$650* (ps). 


‘57 Super 4-dr. Riviera, $675* (ps); RM 
4-dr. Riviera, $500* (ps); 2-dr. Riviera, 
$285* (ps). 

56 Special 2-dr., $350*. 

54 Super 2-dr. Riviera, $245*; RM 4-dr., 
$240* (ps). 

63 Super 4-dr., $100* (ps). 

CADILLAC—'61 (62) 4-dr. hardtop, $3,- 
990* (ps); 2-dr. hardtop, $3,865* (ps); 
conv., $3,725* (ps). 


59 (62) 2-dr. hardtop, $2,590* (ps), $2,- 


540* (ps). 

58 (62) Coupe de Ville, $1,725* (ps). 
‘57 (60) Special 4-dr. hardtop, $1,000* 
(ps). 


(EVROLET—’61 Impala (8) sport coupe, 
$2,150* (ps); conv., $2,135* (ps), $2,- 
040* (ps); Impala (6) sport coupe, $1,- 
725*; Parkwood (8) 4-dr., $2,010*, $1,- 
960* (ps); Bel Air (8) 2-dr., $1,685* 
(ps); Bel Air (6) 4-dr., $1,635*. 

‘60 Impala (8) sport sedan, $1,675* (ps), 
$1,480* (ps); conv., $1,525* (ps), $1,- 
510* (ps); Parkwood (6) 4-dr., $1,580* 
(ps); Bel Air (8) 4-dr., $1,400*, $1,- 
325*; sport sedan, $1,350* (ps); Bis- 
cayne (8) 2-dr., $1,360* (ps); Biscayne 


(6) 4-dr., $1,250* (ps), $1,205* (ps), 
$1,130; Brookwood (6) 2-dr., $1,305*; 
4-dr., $1,265* (ps); Corvair 500 (6) 
4-dr., $1,165*, $1,030. 

‘59 Impala (8) conv., $1,350*; sport 
coupe, $1,335* (ps); sport sedan, $1,- 
325* (ps), $1,200* (ps); Impala (6) 
conv., $1,165* (ps); 4-dr., $1,000*; Bel 
Air (8) 4-dr., $1,090* (ps), $1,060* 


(ps); Bel Air (6) sport sedan, $970*; 
Biscayne (6) 4-dr., $830; 2-dr., $780. 
‘58 Corvette (8) conv., $1,390; Impala 
(8) sport coupe, $1,010* (ps), $825* 
(ps); conv., $600* (ps); Brookwood 
(6) 4-dr., $890*, $810* (ps); Yeoman 
(6) 4-dr., $725; Delray (6) 2-dr., 
$430*; Bel Air (8) sport sedan, $390*. 
'57 Bel Air (8) sport coupe, $800*; 2- 
dr., $800*; conv., $780*; Bel Air (6) 
4-dr., $675*; conv., $610*; Two-ten (6) 
station wagon, $700*; sport coupe, 


$595* (ps); 2-dr., $500*; Two-ten (8) 
2-dr., $485*, $175*. 

CHRYSLER—’60 Windsor 4-dr., $1,480* 
(ps). 

‘57 NY 4-dr. hardtop, $1,260* (ps); 2- 


dr. hardtop, $490* (ps); Windsor 4-dr. 
hardtop, $485* (ps). 

DSOTO—’'59 Firedome 4-dr. hardtop, $1,- 
125* (ps). 

‘58 Firedome 4-dr. 

‘56 Fireflite 4-dr., $270* (ps). 

DODGE—’'60 Matador (8) station wagon, 
$1,490* (ps); Seneca (6) 4-dr., $1,025; 
Phoenix (6) conv., $900. 

'59 Coronet (8) 4-dr., $890* 
$620 (ps); Coronet (6) 
$825* (ps). 

‘58 Custom Royal 
$450* (ps). 

FORD—’62 Country 
430*. 

*61 Thunderbird (8) 
900* (ps); Galaxie 
$1,680* (ps). 

’60 Galaxie (6) conv., $1,280* (ps); 2- 
dr., $980*; Ranch Wagon (6) 4-dr., 
$1,210*; Fairlane (8) 4-dr., $1,100* 
(ps), $1,070* (ps), $1,065*; Fairlane 
(6) 4-dr., $1,070*, $1,060*, $950, $920"; 
2-dr., $940, $910, $785; Falcon (6) 2- 
dr., $1,010, $960; 4-dr., $900. 

‘59 Thunderbird (8) 2-dr. hardtop, $1,- 
880* (ps); Country Sedan (8) 4-dr., 
$1,280* (ps); Country Sedan (6) 4-dr., 
$980*; Galaxie (8) 2-dr. Victoria, $1,- 
075* (ps); 4-dr. Victoria, $925* (ps); 
Galaxie (6) conv., $1,075* (ps); Fair- 
lane 500 (8) 4-dr. Victoria, $996* (ps); 
Fairlane 500 (6) 4-dr. Victoria, $940* 
(ps); Fairlane (8) 2-dr., $895*, $842; 
4-dr., $880*; Fairlane (6) 4-dr., $800*; 
Ranch Wagon (6) 2-dr., $775, $680; 
Custom 300 (8) 4-dr., $710*. 


hardtop, $580* (ps). 


(ps); 2-dr., 
2-dr. hardtop, 
(8) 


2-dr, hardtop, 


Sedan (8) 4-dr., $2,- 


hardtop, $2,- 
4-dr. hardtop, 


2-dr, 
(6) 


‘58 Thunderbird (8) 2-dr. hardtop, $1,- 
150* (ps); Fairlane (8) 2-dr. Victoria, 
$825*, $775* (ps), $500* (ps); 4-dr. 
Victoria, $465* (ps); Country Sedan 
(6) 4-dr,, $625* (ps); Ranch Wagon 
(8) 4-dr., $510*. 

‘57 Fairlane (8) 4-dr. Victoria, $600*; 


Fairlane (6) 4-dr. Victoria, $465* (ps); 
Country Sedan (6) 4-dr., $592; Country 
Sedan (&) 4-dr., $592; Ranch Wagon 
(6) 2-dr., $390*. 
56 Country Sedan (8) 4-dr., $390*; Fair- 
lane (8) 4-dr., $350; .Custom (8) 4-dr., 
-2200*; Ranch Wagon (6) 2-dr., $195. 
‘55 Fairlane (8) 2-dr., $185*. 
54 Crest (8) 2-dr. Victoria, $180*. 


IMPERIAL—’'56 Imperial 4-dr. hardtop, 
$475* (ps). 
"53 4-dr., $165* (ps). 


LINCOLN—’59 Continental Mark IV 4-dr. 
hardtop, $1,850* (ps); Premiere 4-dr., 
$1,825* (ps). 

’58 Premiere 4-dr. hardtop, $1,050* (ps), 


$980* (ps). 
MERCURY—’62 Comet (6) station wagon, 
$2,250°. 


"60 Monterey 2-dr. hardtop, $1,425*; 4- 
dr., $1,425* (ps); Commuter 4-dr., $1,- 


275* (ps). 

’59 Commuter 4-dr., $1,080" (ps), $1,- 
050* (ps); Monterey 2-dr, hardtop, 
$800* (ps). 


’57 Monterey 4-dr. hardtop, $290*; 2-dr. 
hardtop, $225* (ps). 
"56 Monterey 4-dr., $530* (ps). 
OLDSMOBILE—’ 61 (88) 4-dr. Holiday, $2,- 
110* (ps), $2,100* (ps). 
"60 (88) 4-dr. Holiday, $1,800* (ps). 
59 (88) 4-dr. Holiday, $1,480* (ps), $1,- 


460* (ps). 

"5S (88) 4-dr. Holiday, $900* (ps). 

"57 (88) 2-dr. Holiday, $545* (ps), $260* 
(ps); 4-dr., $525* (ps), $240* (ps); 
Fiesta 4-dr., $505* (ps); 4-dr. Holiday, 
$320* (ps). 

PACKARD—’56 Clipper 4-dr., $165* (ps). 
PLYMOUTH—’60 Valiant 200 (6) 4-dr., 


$1,430; Fury (8) 2-dr. hardtop, $1,260* 
(ps); conv,, $1,025*; Belvedere (8) 2- 
dr., $1,010*; 4-dr., $975*. 

‘59 Belvedere (6) 4-dr., $905* (ps); Bel- 
vedere (8) 4-dr., $800*, $800* (ps). 


'58 Savoy (8) 2-dr., $500* (ps); Belve- 
dere (8) 2-dr. hardtop, $375* (ps). 


’57 Suburban (8) Custom 4-dr., $640* 
(ps); Belvedere (8) 2-dr. hardtop, 
$525; 4-dr., $500* (ps); Belvedere (6) 
4-dr. hardtop, $275* (ps); Savoy (6) 
2-dr., $365*. 

’56 Savoy (8) 2-dr., $220*. 

’55 Belvedere (6) 4-dr., $330*. 


PONTIAC—’61 Star Chief 4-dr. Vista, $2,- 


125* (ps). 
‘60 Ventura sport coupe, $1,775* (ps); 
Bonneville sport coupe, $1,700* (ps); 


Star Chief conv., $1,225* (ps). 

’59 Bonneville sport coupe, $1,450* (ps); 
4-dr. Vista, $1,300* (ps); Star Chief 
4-dr. Vista, $1,225* (ps); Catalina 
conv., $1,200*; 4-dr. Vista, $1,200* 
(ps), $1,115* (ps); 4-dr., $1,060*. 

’58 Star Chief 4-dr. Catalina, $700* (ps); 
Chieftain 4-dr., $650*. 

RAMBLER—’60 Deluxe (6) station wagon, 
2 at $1,100; 4-dr., $990. 

’59 Custom (6) 4-dr., $950*; Cross Coun- 
try, $900*; Super (6) 4-dr., $900; 
American (6) station wagon, $650. 

*58 Super (8) Cross Country, $730*; 4- 
dr., $705*. 

’55 Deluxe Suburban 2-dr., $250*. 


STUDEBAKER—'57 Champion (6) 4-dr., 
$310. 
MISCELLANEOUS—’60 Chevrolet %-ton 


truck, $1,050; GMC truck, $1,035. 


DYER, IND. 


Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Dec. 8. A real bang 


up sale. Lots of cars and Jots of buyers. 
Plenty of activity all day, Sold 318 cars 
from 463 consignments. 
BUICK—-'59 LeSabre 2-dr. hardtop, §$1,- 
130* (ps). 
’58 Special 2-dr. Riviera, $815* (ps); 
Super 2-dr. Riviera, $785* (ps); 4-dr. 


Riviera, $775* (ps). 


57 Century 4-dr., $610*; Special 2-dr., 


$600* (ps), $550*. 

"56 Special 2-dr., $225*. 

55 Super 4-dr., $285*; Special 2-dr., 
$280* (ps), 2 at $225* (ps), $130*, 
$100*; 2-dr. Riviera, $255* (ps), $115", 
$110*; 4-dr., $155, $150*. 

’54 Special 2-dr., $165*. 


CADILLAC—’'59 (62) 2-dr. hardtop, §$2,- 
670* (ps). 
’57 (62) 2-dr. hardtop, $1,100* (ps). 
'56 (62) Coupe de Ville, $375* (ps); 4- 


dr., $360* (ps). 
’54 (62) 2-dr. hardtop, $170* (ps), $145*. 
'53 (62) 2-dr. hardtop, $180*, $125*. 
CHEVROLET—-'60 Bel Air (8) 2-dr., $1,- 
610*; Biscayne (8) 4-dr., $1,285*. 

'59 Impala (8) sport sedan, $1,175* (ps); 
sport coupe, $1,150*; Bel Air (8) 2- 
dr., $525*; Biscayne (6) 4-dr., $480*. 

"58 Bel Air (8) sport coupe, $800*, $700* 





Falcon’s Millionth Sale 


Equals Model A Pace 


DEARBORN. — Sales of the 
Ford Falcon reached the million 
mark last week, less than 26 
months after its introduction in 
October, 1959, according to Lee 
A. Iacocca, Ford Division gen- 
eral manager. 

The only other car with such 
a record was the Ford Model A, 
he said. Falcon deliveries have 
averaged more than one a min- 
ute around the clock for every 
Selling day since introduction, he 
added. 
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(ps), $535* (ps); 2-dr., $725*, $545"; 
Yeoman (8) 2-dr., $760*; Delray (8) 
2-dr., $660*; 4-dr., $575*; Impala (8) 
conv., $645*. 

’57 Bel Air (6) 2-dr., $850*, $580*; Bel 


Air (8) 2-dr., $650*; Two-ten (8) sport 


coupe, $685", $550*; sport sedan, 
$575*; One-fifty (6) 2-dr., $340*, 
$310*; One-fifty (8) station wagon, 
$330". 


’56 Two-ten (8) sport coupe, $310* (ps), 
$225*, $180*; Bel Air (8) 2-dr., $225*; 
One-fifty (6) 2-dr., $145*. 

’55 One-fifty (6) 2-dr., $150, $120. 

54 Two-ten 2-dr., $125, $105*. 

"52 Deluxe 2-dr., $280*. 

‘51 Deluxe 2-dr., $110*. 


CHRYSLER—’60 Windsor conv., $1,790* 
(ps). 
’58 Windsor 2-dr. hardtop, $730* (ps). 
"56 NY 4-dr., $395* (ps). 


‘55 Windsor 2-dr. hardtop, $235*. 
DeSOTO—’'59 Firedome 2-dr. hardtop, $1,- 
050* (ps). 
‘57 Fireflite 2-dr, hardtop, $550* (ps); 
Firedome 4-dr. hardtop, $500* (ps). 
DODGE—’59 Coronet (6) 4-dr., $800*. 
’'57 Coronet (8) 2-dr, hardtop, $470*; 
Coronet (6) 4-dr., $175*. 
’56 Coronet (6) 4-dr., $210*; 2-dr., $100*. 


FORD —’'61 Galaxie (8) 2-dr. Victoria, $1,- 
700* (ps). 

"60 Falcon (6) 4-dr., $1,055; Custom 300 
(6) 4-dr., $925*. 

’59 Galaxie (8) 2-dr, Victoria, $1,040* 
(ps); 4-dr., $995* (ps); Fairlane 500 
(8) 2-dr. Victoria, $805*; Fairlane (8) 
4-dr., $770*; 2-dr., $755*; Fairlane (6) 
4-dr., 715*; Custom 300 (6) 4-dr., 
$670*; 4-dr., $365*. 

’58 Fairlane (8) 2-dr. Victoria, $545*; 
Custom 300 (8) 4-dr., $475*, $430*; 
2-dr., $230*; Custom 300 (6) 2-dr., 
$440". 

‘57 Fairlane 500 (8) 2-dr. Victoria, 


$645*; conv., $250*; Fairlane (8) 2-dr. 
(Continued on Page 30, Col. 1) 





THERE’S NO BETTER 
BRAKE FLUID 

FOR ANY CAR 

THAN THE ONE 
THAT GOES INTO 
ALL NEW GM CARS! 


11-P 


0493123 


EXTRA HEAVY DUTY BRAKE FLUID 


EXCEEDS SAE-70R1 AND 70R3 SPECIFICATIONS 
CONFORMS TO FEDERAL SPEC. VV-H-910a 
ONE U.S. PINT—LITRO 0.473-16%4 BR. FLUID OUNCES 





That’s why it pays to stock Delco Super 11 Heavy Duty brake fluid, 
You have a ready-made market because—in 1962, as for the past thirteen years—Delco Super 11 is 
original equipment on all new General Motors cars. And because it is specially designed to give the 
extra braking protection needed with today’s high speeds and heavy traffic conditions, your other cus- 
tomers—both passenger and commercial—will want it, too. There’s no better brake fluid replacement. 
Delco Super 11 Heavy Duty brake fluid is readily available everywhere through the United Motors 
System and General Motors car and truck dealers. 


DELCO SUPER 11 EXTRA HEAVY DUTY e 


is compatible with all rubber and metal parts! e is chemi- 


cally inert and physically stable! e GIVES MORE SAFE STOPS FOR CUSTOMERS, MORE SALES FOR YOu! 


rr 


Delco WY 
Moraine Division of General Motors, Dayton, Ohio 






(ps). 
56 Medalist 4-dr., $250*; 2-dr., $210*. 
’55 Monterey 2-dr. hardtop, $310*; 4- 
dr., $285*; Custom 2-dr. hardtop, 
$210*, $130*, $115* (ps); 4-dr,, $110*. 
54 Custom 4-dr., $115*. 


NASH—’57 Ambassador (8) 4-dr., $125*. 
"56 Ambassador (6) 4-dr., $225*, 
’55 Ambassador (8) 4-dr., $140* (ps). 
OLDSMOBILE—’58 (88) 2-dr. Holiday, 2 


at $745* (ps), $460* (ps); 4-dr., $450* 
(ps); 2-dr., $320*. 





’57 (88) Super 4-dr., $600*; (88) 2-dr. 
Holiday, $595* (ps). 

56 (88) 2-dr. Holiday, $320*, $300*, 
$210* (ps), $205*; 4-dr., $305*. 

’55 (S88) 4-dr., $160*; 2-dr, Holiday, 
$155*, $115*. 

’54 (88) Super 2-dr., $135*; (88) 4-dr., 
$110*. 

PLYMOUTH—’57 Savoy (8) 4-dr., $415*, 
$300*; 4-dr. hardtop, $210* (ps), 
$160*; Suburban (8) Custom 4-dr., 
$300*; Plaza (8) 2-dr., $220*; Plaza 


(6) 2-dr., $220*; 4-dr., $105*. 
’5S Plaza (8) Suburban 4-dr., $120*. 
PONTIAC 59 Catalina 4-dr., $1,000* 
(ps). 
’58 Super Chief 4-dr., $790*; Chieftain 
2-dr. Catalina, $665*; 4-dr., $600*. 


’57 Chieftain 2-dr. Catalina, $465* (ps); 
4-dr., $160*. 
’56 Chieftain 4-dr, Catalina, $325*; 4- 
dr., $225*. 
’55 Chieftain 2-dr., $300*; 4-dr., $140*; 
2-dr. Catalina, $130*. 
’54 Chieftain 4-dr., 2 at $120*; 2-dr., 
$120*. 
STUDEBAKER—’56 Champion (6) 4-dr., 
$170*. 
MISCELLANEOUS—’ 54 International '%- 
ton, $130. 
’53 GMC truck, $195; Studebaker %-ton, 
$125. 
’'52 Dodge %-ton, $155; Ford %-ton, 
$105. 


W. SACRAMENTO, CALIF. 


Sacramento Auto Auction. Sale every 
Thursday. Prices are for sale of Dec. 7. 


BUICK—’59 Invicta 4-dr., $1,480* (ps). 
’58 Special 4-dr., $890* (ps); 2-dr. Rivi- 
era, $660* (ps). 
’57 Century Estate Wagon 4-dr., $800* 
(ps); Super 4-dr. Riviera, $615* (ps). 
56 Century 2-dr., $340*; 4-dr. Riviera, 
$300* (ps), $300*, $295* (ps); Special 
2-dr., $250*; 4-dr. Riviera, $215* (ps). 
CADILLAC—’57 Eldorado conv., $1,725* 
(ps); (62) Coupe de Ville, $1,570* 
(ps), $1,440* (ps); Sedan de Ville, $1,- 


490* (ps). 
CHEVROLET—’61 Impala (8) sport sedan, 
$2,100* (ps), $2,075* (ps); 4-dr., $1,- 


930*, $1,925* (ps), $1,920* (ps). 

60 Impala (8) sport coupe, $1,800* (ps); 
conv., $1,645* (ps); Brookwood (8) 4- 
dr., $1,550; Bel Air (8) 4-dr., $1,485* 
(ps); Bel Air (6) 4-dr., $1,395*, $1,- 
295; Parkwood (8) 4-dr., $1,435. 

*59 Impala (8) sport coupe, $1,590*, $1,- 
540*, $1,455* (ps); Bel Air (8) 4-dr., 





$1,170*; Biscayne (8) 4-dr., $1,030*, 
$950; Biscayne (6) 4-dr., $960, $900. 
58 Impala (8) conv., $1,060*, $720* 


(ps); Biscayne (8) 4-dr., $900*, $780* 
(ps); Biscayne (6) 4-dr., $850; Nomad 
(8) 4-dr., $850* (ps). 

’57 Bel Air (8) conv., $780* (ps); Two- 


ten (8) station wagon 4-dr., $755* 
(ps), $690* (ps), $600; 4-dr., $640, 
$485*; Two-ten (6) 2-dr., $450; One- 


fifty (6) 2-dr., $395. 
’56 Bel Air (8) sport coupe, $650* (ps), 
$510*; 4-dr., $500; Bel Air (6) 2-dr., 


$585*; Two-ten (8) station wagon 4- 
dr., $630*. 

55 Bel Air (8) station wagon 4-dr., 
$490* (ps); 2-dr., $360*; Two-ten (8) 
2-dr., $460*; Delray, $445*; station 
wagon 2-dr., $440*. 

54 Two-ten 4-dr., $170. 

753 Two-ten 2-dr., $145*. 

DODGE—’60 Seneca (6) 4-dr., $1,095*; 
Matador (8) 4-dr., $1,020*. 

58 Royal (8) 4-dr., $750* (ps); Custom 
Royal (8) 4-dr., $700* (ps). 

’56 Sierra (8) 4-dr., $440* (ps); Coronet 


(8) 4-dr., $375* 
’55 Royal (8) 2-dr. hardtop, $350*. 


EDSEL-—’59 Corsair 2-dr, hardtop, §$1,- 
120* (ps). 
*58 Citation 4-dr. hardtop, $695* (ps). 
FORD—’61 Galaxie (8) 4-dr. Victoria, $1,- 


990* (ps), $1,950* (ps); 4-dr., $1,950*. 


60 Fairlane 500 (8) 4-dr., $1,420* (ps), 
$1,370* (ps), $1,340* (ps); Fairlane 
500 (6) 2-dr., $1,120*; Falcon (6) 4- 
dr., $1,230*; 2-dr., $1,200; Fairlane (8) 
2-dr., $1,190*. 

"59 Galaxie (8) 2-dr., $1,460* (ps); 
conv., $1,275* (ps); Fairlane 500 (8) 


2-dr. Victoria, $1,450* (ps); 4-dr., $1,- 
100*; Ranch Wagon (8) 4-dr., $1,175*; 
Country Sedan (8) 4-dr., $1,150* (ps); 


Fairlane (8) 2-dr., $1,075* (ps); 4-dr., 
$1,600*; Custom 300 (8) 2-dr., $730. 
’57 Fairlane 500 (8) 2-dr. Victoria, $720* 
(ps); 2-dr., $530*; Country: Sedan (8) 
4-dr., $625* (ps); Custom 300 (8) 2- 
dr., $550*; Fairlane (8) 4-dr. Victoria, 
$480*; Ranch Wagon (8) 2-dr., $410. 
56 Fairlane (8) 2-dr. Victoria, $620*; 


2-dr., $330*; 4-dr. Victoria, $575* (ps); 
Country Sedan (8) 4-dr., $440*; Cus- 


Used-Car Auction Prices 
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$2,150* (ps); 4-dr., $2,050* (ps); sport 
sedan, $2,010* (ps); Bel Air (8) 4-dr., 
$1,835* (ps). 

60 Bel Air (8) 2-dr., $1,855*; 4-dr., $1,- 
225*; Impala (8) sport coupe, $1,570*; 
Corvair 700 (6) 2-dr., $1,225*; Biscayne 







































(8) 2-dr., $1,000*. 
’59 Brookwood (8) 4-dr., $1,400*; 2-dr., 
$1,325* (ps); Impala (8) conv., $1,- 
(Continued from Page 29) 250* (ps). 
’58S Bel Air (8) 4-dr., $700*; Biscayne 
Victoria, $590* (ps); 2-dr., $475*; Cus- tom (8) 2-dr., $410*; 4-dr., $350; Main (6) 4-dr., $680; Impala (8) conv., 
tom 300 (8) 4-dr., $460*; 2-dr., $375*; (6) 2-dr., $275. $570*. 
Custom 300 (6) 4-dr., $370*; Country ’55 Fairlane (8) 2-dr. Victoria, $465*, ’57 Bel Air (8) 4-dr., $800*; Two-ten (8) 
Sedan (8) 4-dr., $350*; Custom (8) $360*; Custom (8) 2-dr., $260, $180. 4-dr., $675*. 
2-dr., $285*; 4-dr., $270*, $220*; Cus- ’54 Ranch Wagon (8) 2-dr., $245. °56 Two-ten (8) station wagon 2-dr., 
tom (6) 2-dr., $220*; Ranch Wagon (8) ’52 Ranch Wagon (8) 2-dr., $120. $600. 
2-dr., $280*. IMPERIAL—’57 ‘Imperial 4-dr., $1,215* ’55 Bel Air (8) 4-dr., $415*; Bel Air (6) 
’56 Custom (6) 2-dr. Victoria, $215* (ps). 2-dr., $210*. 
(ps); Main (8) 4-dr., $155*; 2-dr., | pIncoLN—’: i 9. ’54 Bel Air 2-dr., $300. 
$145*; Main (6) 4-dr., $135*; Fairlane 9 Saeee tony ee 53 Bel Air 4-dr., $260. 
(8) 4-dr. Victoria, $135*. MERCURY—’61 Monterey 4-dr. hardtop DeSOTO—’56 Firedome 4-dr., $400*, $340*. 
‘55 Fairlane (8) 4-dr., $280*; 2-dr., $2,305* (ps). , "| DODGE—’61 Seneca (6) 2-dr., $1,300. 
$220*; Custom (8) 4-dr., $200*; Cus- 60 Comet (6) 2-dr., $1,450*. FORD—'61 Galaxie (8) 4-dr., $2,150*; 
tom (6) 2-dr., $145*; Main (8) 2-dr., ’59 Colony Park 4-dr. $1 815* (ps) conv., $1,700* (ps); Fairlane 500 (8) 
$140*; 4-dr., $135*, $100*. 5 ’58 Montclair 4-dr., $500* (ps) : 4-dr., $1,900* (ps), $1,825* (ps). 
’54 Crest (8) 2-dr. Victoria, $125*; Main 57 Commuter 4-dr., $620*, , "60 Country Sedan (8) 4-dr., $1,345* 
(8) 4-dr., $100*. ‘55 Montclair 2-dr., °370*; 2-dr. hardtop, (ps); Galaxie (8) 4-dr., $1,355*, $1,- 
"53 Crest (8) 2-dr. Victoria, $155*. $370* (ps), $340* (ps); ‘Monterey 4-dr 300* (ps), $1,275*, $1,250* (ps); Fair- 
52 Crest (8) 2-dr. Victoria, $100*. $275*, $250*, $240*. . sd lane 500 (8) 2-dr., $1,390* (ps). 
LINCOLN—’56 Capri 4-dr., $310* (ps), ’53 Monterey station wagon 4-dr., $240*. 59 Fairlane (8) 4-dr., $840*; Ranch 
$250* (ps). ’52 Monterey 2-dr. hardtop, $110*. i Wagon (6) 2-dr., $620*. 
54 2-dr. hardtop, $100* (ps). OLDSMOBILE ’59 (88) 4dr. Holiday, 58 Thunderbird (8) 2-dr, nardtop, $1,- 
47 4-dr., $105*. $1,350* (ps). he — 500 (8) 4-dr. Vic- 
_ , "58 (98) 4-dr., $955* (ps); (88 juper ora, ° 
a ade. toe) Monterey 2-dr. hardtop, ae. Holiday, “aero tone ) Supe "St Cuneen See Sade Custom 
; , . ; ’57 (98) 2-dr. i 50* : (85 < ( -dr., § . ). 
57 Monterey —. Se $455* i Bg esen. weOneay, Ors0* (pe); (88) ’56 Fairlane (8) 2-dr. Victoria, $515. 
4-dr., $390* (ps); 2-dr. hardtop, $ '56 (88) 4-dr, Holiday, $305*. '55 Custom (8) 4-dr., $260, $215; 4-dr.,| Signing Renault-Rambler Deal— 






’55 (88) 4-dr. Holiday, $350* (ps); (98 $250*. . i ‘ ew 
aoe, entet — y, $ ps); (98) 54 Custom (6) 2-dr., $170. Rambler production in Europe will begin in January under a contract signed by 
'54 (88) 4-dr., $150* (ps). ee ae Imperial 4-dr. hardtop, | American Motors and Renault. Signing the pact are William S. Pickett, seated at left 
PLYMOUTH—’60 Valiant (6) station wag- ps). i ice- i i : F 
ta ee 8-| MERCURY-’59 Monterey 4-dr., $1,050*: executive vice president of American Motors Export Corp., and Maurice Bosquet, 
‘59 Suburban (8) Custom 4-dr., $1,360* Montclair 4-dr., 900* (ps). director of Renault of France. Standing are Alan F. Bethell, left, director of export 
(ps), $1,295* (ps), $1,080*; Fury (8) ’58 Monterey 2-dr. hardtop, $365*. sales of American Motors, and Gabriel Taix, assistant to the president of Renault. 






’55 Monterey 2-dr., $250*. 
OLDSMOBILE—’59 (88) 2-dr. Holiday, $1,- 
260* (ps). 
58 (88) conv., $870* (ps); 2-dr., $625*. 
’57 (88) 4-dr., $470*. 
’56 (88) 4-dr., $230*. 
’55 (88) 2-dr. Holiday, $200*. 
’54 (88) 2-dr. Holiday, $205*. 
PLYMOUTH—’60 Savoy (8) 4-dr., $1,200*; 
Fury (8) 4-dr., $1,085* (ps). 
’55 Savoy (6) 4-dr., $145. 





2-dr. hardtop, $1,150* (ps). 

’58 Belvedere (8) 4-dr. hardtop, $700* 
(ps); Savoy (8) 2-dr. hardtop, $690* 
(ps); Plaza (6) 4-dr., $530. 

’57 Suburban (8) Custom 2-dr., 
Belvedere (8) 4-dr. hardtop, 
(ps); 2-dr. hardtop, $450*. 

’56 Suburban (8) 4-dr., $440* (ps); Bel- 
vedere (8) 4-dr., $330*, $285*. 

’55 Belvedere (8) 2-dr. hardtop, $370*. 

PONTIAC—'59 Star Chief 4-dr., $1,685* 


The “Rambler by Renault," engineered and trimmed for the European market, will 
be built at the Renault plant in Haren, Belgium. This contract marks the first time 
Ramblers will be built in Europe. 








$560*; 
$450* 







Used Import Car Prices 


















(ps); Catalina 4-dr., $1,240*. PONTIAC—’61 Star Chief 4-dr., $1,925* 
’58 Bonneville 2-dr. Catalina, $1,390* (ps). 

(ps); conv., $1,125* (ps); Chieftain 2- ’60 Star Chief 2-dr., $1,380* (ps). 

dr. Catalina, $755*. ’59 Bonneville 2-dr., $1,550* (ps). Bordentown, N, J. Borgward—’59 station wagon 2-dr., $660 
’57 Chieftain 4-dr., $585*. ’57 Star Chief 4-dr., $665*. Fiat—’59 2-dr., $265. Fiat—'59 1100 4-dr., $435. : 
* alee Safari 4-dr., $430* (ps); ’56 Star Chief 4-dr., $290*. Metropolitan—’60 conv., $650. Ford (English)—’58 Squire station wagon 

-dr., ; RAMBLER—’60 Ambassador (8 - | Si 61 4- 15." $285. 
'5S Chieftain 4-dr., $270*; 2-dr., $130°. twee eee, te. Hillman—’'58 Husky, $325, 
54 Chieftain 2-dr. Catalina, $165*; 4-dr., ’59 Super (8)’ station wagon 4-dr., $950; | Triumph—’61 TR-3 conv., $1,365. —- 2-dr., $385; Mark VII 4-dr,, 





$120*. 
RAMBLER—’60 American 





American (6) Deluxe 2-dr., $380, $315. ’59 4-dr., $160. 


Volkswagen—’61 2-dr., $1,430. 





MG—'60 roadster, $1,175. 






(6) 









Super 4- | MISCELLANEOUS—’ %- - , 
__ar., $1,275; Deluxe 2-dr., $1,110. ee ee Se ee Sees Bae, G18. Geek Oe Oe nei 
ar Super ve Country 4-dr., $920*. ’60 Ford %-ton pickup, $805; Chevrolet $610 Freee ONCE WO GON Sirs 
Custom (8) 4-dr., $485*. panel, $675. Caldwell, N. J. Renault—'59 Dauphine 4-dr.. $500 






Volkswagen—’61 2-dr., $1,290. 
’60 Karmann-Ghia 2-dr, hardtop, 
480. 


STUDEBAKER—’60 Lark (6) Deluxe 4-dr., ’56 Ford %-ton pickup, $470. 
’51 Ford pickup, $165. 


* * 


— Auctions in Brief — 
COLUMBUS, O. 


Capital Auto Auction Sale every Thurs- 
day (Dec. 7). Market declined slightly. 
Good clean cars still in demand. Sold 211 
cars from 395 consignments. 

* * * 


FONTANA, WIS. 

Fontana Auto Auction, Sale every Thurs- 
day (Dec. 7). A real good sale, Brisk bid- 
ding on all models including ’60 and ’61. 
Sold 194 cars from 251 consignments. 


’58 Dauphine 4-dr., $360. 
Taunus—'58 station wagon 2-dr., $500. 
Triumph—’58 station wagon 4-dr., $255. 
Volkswagen—’61 2-dr., $1,435. 

’57 2-dr., $800. 

’54 sunroof 2-dr., $405. 
Volvo—’59 2-dr., $1,010. 

"58 2-dr., $450. 

"57 2-dr., $435. 


Sacramento, Calif. 
Austin-Healey—’54 roadster, $445. 
Borgward—’60 Kombi station wagon, $650. 
Ford (English)—Escort station wagon, 

$450. 

’58 Anglia 2-dr., $260. 
MG—’58 2-dr. hardtop, $780. 
Opel—’59 2-dr., $405. 

’58 2-dr., $350. 





$1,- 





$910. 
’59 Lark (6) Deluxe 4-dr., $675, $550. 


MISCELLANEOUS—’61 Chevrolet (6) pick- 
up, $1,970. 
’59 Ford (8) Ranchero, $1,290* (ps), 
"58 Ford (8) pickup, $805. 
’57 Ford (8) %-ton pickup, $420. 

"56 Chevrolet (8) %-ton pickup, $570, 
$490; Ford (6) cab & chassis, $590. 
’55 Chevrolet (6), $570; Ford (8) 1%-ton 
stake, $640, $350; %-ton pickup, $240; 

Dodge (8) %-ton pickup, $300. 
’49 International (6) 14-ton pickup, $175. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Sale every 


a” 






Chicago 
MG—’61 roadster, $1,545. 
Volkswagen—’61 Microbus, $900. 


Columbus, O. 
Austin-Healey—’59 Sprite, $760. 
MG—’58 roadster, $670. 
Volkswagen—’61 2-dr., $1,450. 


Detroit 


Ford (English)—’57 Anglia 2-dr., $245. 
Jaguar—’ 62 conv., $4,800*. 


Dyer, Ind. 






























Frid Pri 
insene aa ies ee henauiee ae Vauxhall—’58 station wagon 4-dr., $365. | Renault—’60 4-dr., $575. 
prices. Big demand for ’56 models through i Simea—’60 4-dr., $500. 
’60 models, Need lots of clean cars. Sold sean — Auction ee Pa. Wein 4-dr., $200. 
105 cars from 175 consignments. ; i Renault—’60 2-dr., $800. olkswagen—’58 2-dr., $735. 
BUICK—’59 LeSabre 4-dr., 1,290* (ps); oving to —_ Location Triumph—’54 2-dr., $350. ’56 Karmann-Ghia, $710. 
Blectra. 4-dr, hardtop, $1,120* (ps). FONTANA, Wis.—Fontana Auto Flint Volvo—’59 2-dr., $850. 
58 Special 4-dr., $795* (ps); 2-dr.,/ Auction will hold its first sale Jan. . 
$515*. 4 1962. at it he A le the | Opel—'59 2-dr., $620, $450. Valdosta, Ga. 
57 Century Estate Wagon 4-dr., $480*. , , at ts ne cation On Che! simea—’61 Grand Large 2-dr. hardtop, | Fiat—’60 4-dr., $490. 





’59 4-dr., $550. 
Jaguar—’57 2-dr., $580. 
Opel—’60 4-dr., $500, $400. 


Used-Car Dealer 
Contests $13,987 
Back-Taxes Bill 


DAYTON. — A used-car dealer 
here has filed suit against the 
United States and the Internal 
Revenue Service. 

William Roush, operator of the 
Dayton Auto Mart, is seeking to 
enjoin the government from col- 
lecting $6,787.14 in back income 
taxes and interest of $7,200. 

The $13,987.14 total, Roush says, 
is more than his net worth and he 
claims the interest assessment is 
illegal. 

Roush says the government 
wants to collect the money for the 
years 1943 through 1950. His suit 
concedes he was in the auto sales 
business during that period, but 
maintains his income was not suf- 
ficient to require filing a tax return 
in any of those years. 

Roush says he did not keep rec- 
ords of his business except in 1949, 
but contends that the Office of 
Price Administration took his 
books in 1945 to inspect them and 
never returned them. 

He explained his plight to Inter- 
nal Revenue agents, Roush said, 
but received a bill for taxes and in- 
terest on June 1, 1960; anyway. 


north city limits of Walworth on 
Highway 14, which is 2% miles west 
of the present location. 

Roy W. McLean, owner, said the 
new facilities will include a restau- 
rant, heated waiting rooms and an 
exhaust system to eliminate fumes 
from the cars. 


$725. 
Vauxhall—’58 4-dr., $275. 
Volkswagen—’58 2-dr., $725. 
Volvo—’58 2-dr., $620. 


Lafayette, N. Y. 
Austin-Healey—’'60 Sprite, $710. 


’55 Special 2-dr. Riviera, $425*. 
’54 Special 2-dr. Riviera, $300*. 


CADILLAC—’60 (62) 4-dr, hardtop, $3,- 
430* (ps); 2-dr. hardtop, $2.975* (ps). 
’59 (62) 4-dr. hardtop, $2,650* (ps). 
’58 (62) 4-dr. hardtop, $1,250* (ps). 
’56 (62) 4-dr., $550* (ps). 
’55 (62) 4-dr., $530* (ps). 
’53 (60) Special 4-dr., $400* (ps). 


CHEVROLET—’61 Impala (8)- sport coupe, 



















Los Angeles 
Austin-Healey—’58 roadster, $1,350. 














Bank Elects Grossman 


MINNEAPOLIS.—N, Bud Gross- 
man, president, Metropolitan Auto- 
motive Co., has been elected a di- | 
rector of the Franklin National 
Bank here. Grossman’s company 
owns and operates several dealer- 
ships. 


Chrysler-Plymouth Council Meets— 


Members of the Chrysler-Plymouth Dealer Council paused for this picture while holding their semiannual meeting with factory 
officials in Detroit. Shown are, front row, from left, C. J, Whittey, Bismarck, N. D.; Max Pepper, Syracuse; Bill Shadoff, Pomona, 
Calif.; Lee A. Marshall, Salina, Kans.; Clifton Dennard, Dallas; Tom O'Brien, Indianapolis; C. C. Freed, Salt Lake City; D. C. 
Smith, divisional director of dealer relations; second row, David A. Learner, Rock Island, Ill.; P. M. Brown, Greensboro, N. C.; 
George M. DeVoe, Dedham, Mass.; Fenner Tubbs, Lubbock, Tex.; C. A. Bott, Philadelphia; T. J. Price, Spokane; Ellis Bachman, 


Quincy, Mass.; E. J. Craigo, Jackson, Miss.; Stanley Balzekas jr., Chicago; third row, Donald J. Barrett, Detroit; D. I. Rosser 
jr., Hampton, Va.; W. L. Taylor, Springfield, IIl.; Herbert Morgan, Anniston, Ala.; M. R. Mackaig, Los Angeles; E. L. Fretwell jr., 
Oklahoma City; James E. Murphy, Elizabeth, N. J., and C. J. Thompson, Pittsburgh. 
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Lawsuits Affecting Dealers... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

IS certain that an automobile 
dealer never is liable in dam- 
for injuries caused by an em- 
jloye who drives the dealer’s auto- 
mobile without 
authority or per- 
mission of the 


Lincoln automobile was sold by 
Root Motors to a purchaser 
named Norway under the usual 
warranty that the automobile 
was free from defects in material 
and workmanship, and limiting 
Root Motors’ obligation to re- 
placement of defective parts. 





press warranty with a limited 
obligation to replace defective 


parts. Its language is plain.” 
* * * 


Watch Your Insurance 


W. WILSON, Cincinnati auto- 
* mobile dealer, wrote as follows: 
“I hold a fire-insurance policy on 
my residence. For 15 years I have 
paid the insurance premium regu- 
larly to the insurance company, and 
during these years I occasionally 
did a little repair work on custom- 
er’s automobiles in my garage 
which is on the rear of my resi- 
dence. 








31 


few automobiles in his garage 
located several feet from the resi- 
dence, but he did not obtain per- 
mission from the insurance com- 
pany to do this repair work in the 
garage. 

The higher court refused to allow 
a $8,000 fire loss to the residence, 
saying that by using the garage 
for business purposes Wilson had 
increased the risk assumed by the 
insurance company. 

The higher court went on to ex- 
plain that the policy would have 
been valid if Wilson had notified 
the insurance company that he was 





In other words, Root Motors’ sale 


Buckets for Meteor— 


doing repair work on automobiles, 





warranty was to replace “such 
parts as shall be returned to the 
dealer with transportation charges 
prepaid and as shall be acknowl- 
edged by the dealer to be defec- 
tive.” 

Within 30 days after the car’s 
acquisition and before it had been 
driven four thousand miles, a fire 
in the dashboard area was caused 
by a defective starter switch. The 
automobile was damaged to the ex- 
tent of $2,500. 


dealer. This is so 
because when an 
employe drives 
his employer’s 
automobile with- 
out authority the 
employe acts 
solely for himself. 
Very frequently, 
when deciding a 
suit involving an 
gecident of this nature, the court 
wil make assumptions. This was 














“Last month I had a $7,500 fire 
in my residence, and the insur- 
ance company has refused to pay 
the loss on the grounds that I 
made the policy void by doing 
repair work on some automobiles 
in the garage. What are my 
rights in this matter?” 

According to a late and leading 
higher court decision, this reader 
increased the risks of the insur- 
ance company by repairing auto- 
mobiles in the garage, and there- 


and the insurance company had 
Lincoln-Mercury Division has announced | given permission to Wilson to use 

this planned addition to the Meteor line! the garage for this purpose. 

—the S-33. The S-33 will feature con- * * * 


toured bucket seats. It is being readied 
Kansas Court Upholds 


for showings in February when it will join 
Trading-Stamp Ban 


the four other models in the Meteor line. 

The Meteor S-33 will have a package com- 

partment console between the individually TOPEKA.—The constitutionality 
of a 1957 Kansas law prohibiting 
trading stamps was upheld by Dis- 


adjustable front seats and special door 
panel trim, wheel covers and exterior em- 
trict Judge Beryl R. Johnson here. 


blems. 


gone in an important recent higher 
gurt decision, 

For illustration, in Cox Automo- 
bile Co. v. Hedges, 344 S. W. (2d) 
9, the testimony showed facts, as 






er court held that the dealer, Root 
Motors, is not liable to Norway for 
these $2,500 damages, and said: 


fore rendered the insurance policy 
void. 

See Wilson v. Allison, 41 N. W. 
(2d) 632. In this case the testimony 
showed that for many years one 





In subsequent litigation the high- 


“This simply is a suit on an ex- 


Wilson held a fire-insurance policy 
on his residence for $8,000. He paid 
the premiums due on the policy 
regularly. 

In the meantime, he repaired a 





He also denied a court order 
sought by L. F. Cushenbery, Ober- 
lin, to force the state to issue a 
charter for a corporation to sell 
trading stamps to merchants. 


; Secured creditors. 


follows: A mechanic named Harris 
was employed by Cox Automobile 
(o. Harris decided to buy a “soup- 
d-up hot rod” Mercury from his 
employer, Cox Automobile Co. 

It is undisputed that Harris 
drove it one time with the knowl- 
edge and consent of Cox, but he 
was then driving it to determine 
whether he wanted to buy it. He 
jad done some work on the Mer- 
ary. 

One night Cox left the Mercury 
perked in front of the garage with 
th keys in it. Harris drove the 
automobile off and had an accident 
inwhich a man named Hedges was 
seriously injured. Hedges sued Cox 
Aitomobile Co. for heavy damages. 

During the trial there was testi- 
mny that immediately after the 
acident, Cox had openly stated 
tlat Harris did not own the car, 
ad that he was merely testing it. 
ed * * 


lower Court Reversed 


HE lower court held Cox Auto- 

mobile Co. liable in damages 
tt Hedges. The higher court re- 
wrsed this verdict, primarily be- 
cause the testimony did not prove 
that Harris at the time of the ac- 
cdent was acting within the course 
of his employment and that the 
Mercury was then entrusted to him 
by Cox. This court said: 

“There is evidence that Cox 
said at the hospital, about 45 
minutes after the wreck, that 
flarris didn’t own the car. He 
had it out trying it out.’ Cox de- 
nied making the statement. 

“But, we must assume that he 
did. There is no evidence that Har- 
tis was either acting within the 
scope of his employment or that 
the Mercury had been entrusted to 
him at the time of the accident. 
The only reasonable conclusion that 
may be drawn from all the evi- 
dence is that Harris simply took 
it without permission.” 

oe * * 


Warranty Question Settled 


HIGHER court rendered a de- 
cision which clearly answers a 
legal question often asked by auto- 
mobile dealers, as follows: “Is the 
sdler of a new automobile liable 
to the purchaser for damages 
caused the automobile by defective 
parts within the 90 days or 4,000- 
mile warranty period?” 
This higher court answered this 
question in the negative. 
For instance, in Norway v. Root 
Motors, 361 Pac. (2d) 162, the 
testimony showed that a new 




















lack of Proper Records 


Halts Bankruptcy Action 


FLINT. Leo Rice, operating as 
United Motor Sales, was denied a 
discharge in bankruptcy because 
of failure to keep proper books and 
records in compliance with the 
Bankruptcy Act. 

Harold Bobier, bankruptcy ref- 
free, said the firm’s assets will be 
used to pay creditors in part, and 
added that creditors may sue for 
amounts still owed. 

In his bankruptcy petition, Rice 
feported $62,285 was owed to se- 
cured creditors and $16,421 to un- 


On the 1961 Lark— 


Single molding has red lens 


section, clear housing 


Housing and lens 


are a one-piece Plexiglas molding! 


In finished part, clear 
housing is metallized on 
PT aul Mel asta eee Tie 


section is sprayed red 


The 1961 Studebaker Lark one-piece tail light 
“assembly” shown above is produced by double- 
molding red and crystal-clear PLEXIGLAS® acrylic 
plastic. The combined lens-and-housing is a first- 
time part in the automotive industry. 


The advantages? An all-acrylic unit with hand- 
some appearance, great strength and weather re- 
sistance, and a gleaming metallized section that 
stays bright . . . at a cost reduction of approximately 
30% compared with the traditional assembly of 
lens, die-cast housing and gaskets. 


There are many opportunities for obtaining im- 
proved performance at lower cost in today’s cars, 





by using parts molded of PLEXIGLAS (and Rohm & 
Haas IMPLEX®, the high impact acrylic). Our de- 
sign staff and technical representatives will be 
pleased to discuss specific parts with you in detail. 


ROHM F 
HAAS &@ 


PHILADELPHIA S,PA. 





Detroit Representative: RF. C. Oglesby, Nor-Way Building, 20211 Greenfield 
Road, BRoadway 3-067 4. 


In Canada: Rohm & Haas Company of Canada, Lid., West Hill, Ontario. 


PLEXIGLAS 










ed technicians. Five-day, complete 
brake servicing course is available. 


JOHN BEAN DIVISION, Lansing 
—Classes are not being held at this 
time at the Big Rapids (Mich.) 
school, However, the Los Angeles 
school is still in session. Classes 
there are as follows: (A), Wheel 
alignment, wheel balance, steering 
systems, Jan, 15; (D), Brake serv- 
icing, Jan. 8. Combined courses are 
also offered. (DA), Jan, 8-19. 


BEAR MFG. CO., Rock Island, 
Ill.—School offers training in align- 
ment and balancing theory, start- 
ing every week. Courses from two 
to four weeks long are offered 
which include basic theory and 
practical work in alignment, frame 
correction and wheel balancing with 
special studies in Manual and pow- 
er steering adjustment, wheel 
straightening, front-axle and rear- 
housing correction, tire truing, op- 
eration of safety-check equipment, 
heavy-duty alignment and frame 
correction and customer reception. 
Three and four-week courses allow 
additional emphasis on type of 





equipment in the shop where stu- 
dent igs employed, 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia, For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 


BENDIX AUTOMOTIVE SERV- 
ICE, South Bend—Training is made 
available through schools sponsored 
by authorized Bendix distributors 
on power brakes, hydraulic brakes, 
wheel brakes, power steering, 
Stromberg Carburetors, Zenith 
Carburetors and Zenith LP Fuel 
Systems. The schools provide both 
service and sales training for auto- 
motive service and sales personnel. 
School subjects for each product 
line include theory, operation, over- 
haul, specifications, service analy- 
sis, use of service literature, and 
basic sales training. The length of 
an individual course is one to two 
full days depending on the product 





LUCAS gives you “on the spot” service, 


coast to coast! 





Every Dot’s a LUCAS Dealer or Distributor, 
Every Star's a LUCAS Factory Branch! 





GENERATORS ° 
BATTERIES * 
HORNS * 


STARTERS - 


LAMPS - 
GIRLING BRAKES AND SHOCK ABSORBERS 


LU CAS ELECTRICAL SERVICES, INC. 


501-509 West 42nd St., New York 36, N. Y. 


DISTRIBUTORS + COILS 


WINDSHIELD WIPERS + REGULATORS 


ENGLEWOOD, N. J., 30 Van Nostrand Ave. 
LOS ANGELES 16, Calif., 5025-5029 W. Jefferson Blvd. 
S. SAN FRANCISCO, Calif., 171 Beacon St. 


United States 
Factory Branches 


CHICAGO 41, IIl., 5001 W. Belmont Ave. 
HOUSTON 20, Tex., 6055-6057 Armour Dr. 
JACKSONVILLE 5, Fla., 400 S. Edgewood Ave. 


SEATTLE 8, Wash., 5516 First Ave. South 

BOSTON, Mass., Southwest Pk., Rt. 1 at Rt. 128, Westwood 
DENVER 7, Colo., 6001 E. 38th Ave. 

BALTIMORE 6, Md., 7114 Commercial Ave. 








and the type of training, Classes 
are scheduled by each distributor 


to meet local needs. No tuition fee |; 


is charged. In addition, factory 
schools are conducted for instruc- 
tor personnel who are responsible 
for scheduling and handling train- 
ing programs for servicemen. Ad- 
ditional information may be obtain- 
ed by contacting a Bendix 
distributor or writing to the Bendix 
training director, Bendix Automo- 
tive Service, South Bend, Ind. 


BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Contact J. R. Adams, instructor. 


DeVILBISS CO., Toledo—At fac- 
tory and at field schools, company 
instructors are conducting two 
classes. A five-day auto refinishing 
class is being held at the Toledo 
factory school. Following this ses- 
sion, regional field schools are hold- 
ing classes for jobbers in Los An- 
geles and Seattle in October. At- 
tendance at the factory school is 
without charge for instruction or 
equipment. However, a nominal] 
charge is made for attendance at 
field schools. 


ELECTRIC AUTOLITE CO., To- 
ledo — Specialized electronic semi- 
nars are offered for students at 
leading schools across the country. 
They are devoted primarily to the 
impact of semiconductor technol- 
ogy upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton St., To- 
ledo, O. 


INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 


OKLAHOMA STATE TECH., 
Okmulgee, Okla. — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 


‘| course will include both theory and 


practical experience on the instal- 
lation and repairing of the latest 
equipment, George Mitchell will be 
the instructor. 


RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located at Stratford, Conn. 
This course will consist of five 
consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 
All phases of brake service work 
such as major adjustments, minor 
adjustments, and complete brake 
overhauls of all types of both new 
and old brake systems will be 
covered, Personal instruction is 
augmented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1962 brakes. In- 
dividuals who successfully complete 
the course will receive a certificate 
showing that they are qualified 
to work on all types of auto- 
motive brakes, The course will be 
conducted by A. D’Andrea, director 
of service training. For further in- 
formation, write to J. W. Hefferon, 
Raybestos Division, Bridgeport, 
Conn. 

SUN ELECTRIC CORP., Chica- 
go—Four-hour evening sessions on 
test equipment operation and tune- 
up procedure are being offered. 
Each class is completed in three 
days. A $40 tuition fee is required. 
For further information on var- 
ious branch schools, contact any 
regional sales manager at the fol- 
lowing Sun branch offices. Chicago; 
Passaic (New York), N. J.; Pitts- 
burgh; Philadelphia; University 
City (St. Louis), Mo.; Memphis: 
Atlanta; Minneapolis; Kansas City; 
Portland, Ore.; Dallas; Los An- 
geles; Detroit; Cleveland; Cincin- 
nati; Denver; Oakland, Calif. and 
Syracuse. 


SUNNEN PRODUCTS CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 16) 





Salute to ‘Slim'— 


L. C. (Slim) Barnard, center, retiring as 


automotive editor of the Los Angeles 
Examiner, was honored at a joint meeting 
of officers and directors of the Los Angeles 
Motor Car Dealers Assn. and the Motor 
Car Dealers of Southern California. Among 
those on hand were Wilson H. Albertson, 
left, president of the Los Angeles associa- 
tion, and Jim Cross, right, president of 
the Southern California group. 


instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 
THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
yarious times during the year, de- 
pending upon the demand. 
UNITED MOTORS SERVICE— 
Instruction in factory-approved 








service methods, using the latest 
equipment, is available in (1) auto. 
motive electricity (Del< o-Remy) 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester) 
(3) electronics (Delco auto radio. 
Guide-Matic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Clevelang 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville 
Fla.; El Paso, Tex.; Portland, Ore.: 
Dallas, Los Angeles, Memphis, Ate 
lanta, Philadelphia, Charlotte, N, 
C.; Denver, San Francisco, St, 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati, 


WALKER MFG. Co. Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from installations, 
Harry Liebendorfer is conducting 
the clinics. 


WEAVER MFG, DIVISION, 
Dura Corp., Springfield, Ill., offers 
a complete wheel-alignment in- 
struction course the first full week 
of each month. Classes will be 
conducted in the company’s labora- 
tory garage. A one-week advance 
notice is required. Address al] in- 
quiries to 2171 S. Ninth St., Spring- 
field, Ill. 





Records Continue to Fall 


In Replaceme 


NEW YORK. — Replacement tire 


sales for private autos hit a four-| 


year high in the last 12 months, 
with new tires in particular show- 
ing a spectacular gain of almost 4 
million above new-tire sales for the 
year before. This is by far the 
largest annual gain in new-tire 
sales for the four-year period. 

During the last year, total re- 
placement tire sales — for both 
new and retreads—stand at 69,- 
700,000. This is up more than 2% 
million over the preceding year, 
and close to 9 million—or 14.5 
percent—above total sales four 
years ago. 

The figures on tire sales are part 
of the data revealed in the 1961 
National Automobile and Tire Sur- 
vey sponsored by Look magazine. 

Retread sales, after a steady 
three-year rise, went into reverse 
this last year. While still 39 per- 
cent ahead of four years ago, re- 
treads show a decline from last 
year’s high by more than 1% mil- 
lion, in contrast with the four mil- 
lion gain in sales of new tires over 
last year. 

At an even faster clip, the sale 
of new snow tires also continues 
to climb. In the last 12 months, the 
survey indicates that 8,050,000 new 
snow tires were purchased as re- 
placements, an increase of 85 per- 
cent in three years. 

When retreaded snow tires are 
included, overall sales for the last 
year came to 12,550,000, a jump of 
$7 percent over snow tire sales 
three years ago. At the present 
time, almost one out of every five 
replacement tires purchased (18 





nt Tire Sales 


percent) is in the snow tire cate- 
gory. 

During the last 12 months, fam- 
ilies in the $5,000-$10,000 income 
bracket accounted for a whopping 
53 percent of all new replacement 
tire sales, both of regular and snow 
tires. 

This compares with 41 percent in 
the survey for 1960. Households 
with incomes under $5,000 account- 
ed for 30 percent of all new re- 
placement tires purchased within 
the last 12 months, compared with 
| 40 percent in last year’s survey; and 
households in the $10,000-and-over 
income bracket accounted for 11 
percent of all new replacement tire 
purchases in the last 12 months, 
compared with 19 percent in last 


year’s survey. 

The survey showed that 33.9 per- 
cent of new replacement tires were 
bought from a tire store or dealer, 
28.5 percent from a service station, 
17.0 percent from a catalog office, 
direct mail outlet or retail store, 
6.9 percent from an auto supply 
store, 4.1 percent from a garage, 2.9 
percent from a car dealer, 2.1 per- 
cent from a cooperative, 1.8 percent 
from a department store and 2.8 
percent from other sources. 





Merger Talks End 

NEW YORK.—Edmund F. Bur- 
yan, president of Motec Industries, 
Inc., and M. Riklis, chairman of 
Rapid-American Corp., announced 
that the agreement in principle to 
merge the two companies, which 
had previously been announced, has 
been terminated by mutual consent. 
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| Replacement tire sales are at a four year high | 


wEW 
1961 SURVEY $3,350,000 
cha 
1960 SURVEY 49,400,000 
raids 
1958 SURVEY $1,450,000 
1958 SURVEY 49,100,000 


MOMBER OF TIRES SOWENT 
RETREADS 


16,350,000 


28.8% : {50.0% 


69,700,000 


67,100,000 


26.5% 100. 


15,300,000 66,750,000 


22.4% fatie 


11,790,000 60,850,000 


Ente 268.0 
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“THE AUTOMOBILE DEALER” 


By Martin H. Bury 


Acclaimed the 
most valuable 
guide book in the 
industry. It con- 
tains methods, 
procedures and 
profit formulas 
for every depart- 
ment of the retail 
automobile busi- 
ness. Revised Third Edition, 320 
pages, $6.30 postpaid. 


Order Now From 


PHILPENN PUBLISHING CO. 


1750 NORTH BROAD ST. 
PHILADELPHIA 21, PA. 
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THERMO-BATTERY TESTER 


New, streamlined, all-purpose hydrometer 
eliminates guesswork. Exception- 
ally accurate in calculating 

temperature corrections. 
Tests batteries faster 
in car, on charging 
line and with 
quick charg- 
ers. Very 
rugged. 






















NEW 
BATTERY 
HYDROMETER, 

with Float Guide 7 
FOR POSITIVE, FAST READING 


Designed to prevent float from hanging 
up on sides. Float always in alignment for fast, 
accurate reading, even when solution is low. 


BATTERY FILLERS 






These designs are“firsts” by Ken... 
tops for time-saving efficiency in battery 
service. Molded of tough, indestructible 
polyvinyl in brilliant red. Resist heat 
and cold; impervious to oils and battery 
acids. Units are lightweight, easy to 
handle. 








TWO-WAY FILLER, HOSE 
OR SPOUT 










Special no-drip spout 
permits easy control of 
stream. For hard-to-reach 
installations, use the 
tough, convenient flexi- 
ble hose. Capacity: more 
than a gallon. 










B-94 






BATTERY SERVICE KIT 





Keeps all battery service equipment together, 
ready for use. Convenient carrying handle; 
roomy top deck tool compartment. Two open- 
ings to reservoir for easy filling and storage 
of battery tester. Flexible hose stores out-of- 
the-way in handle when not in use. 








CALL YOUR JOBBER 


A . Put these sales build- 
ers to work for you! 







Get your pocket-size 
copy of Ken’s all-new, 
complete-line catalog. 
Ask your jobber or 
write Ken direct. 







K-961-125 ¢ 


tHe KEN-TOOL mre. co. 


AKRON 5, OHIO 
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Overcoming Early Loss .. . 


Small Chrysler Net 
oer ance- ono l@| Predicted for Year 





(Continued from Page 2) 


the fourth quarter at slightly in 
excess of 10 percent of the retail 
market. Townsend reportedly has 
striven to cut the breakeven point 
to somewhat below this level, thus 
insuring sizable corporate profits 
for anything in the 10 percent vi- 
cinity. 

Stock “leverage” remains a 
Chrysler advantage. The corpora- 
tion has fewer than nine million 
shares outstanding, compared with 
285 million for General Motors. This 
means that Chrysler sales and prof- 
its per share, in a good year, show 
up much more substantially than 
they would for GM. 

* * * 

ro dealers coping with year-to- 

year sales and profits problems 
cf their own, the factory’s financial 
troubles or achievements may be of 
small interest. But Townsend and 
Chairman George H. Love are link- 
ing factory profits with the need 
for strengthening the Chrysler deal- 
er organization, and a rising rate 
of solvency for the company may 
portend comparable efforts on be- 
half of dealers. 

On the Chrysler legal front last 
week, Management Critic Sol A. 
Dann added a new charge to his 
complaint against the company in 
Wilmington (Del.) Chancery Court. 

Dann challenged as an instance 
of costly mismanagement the $150 
million revolving credit agree- 
ment which Chrysler arranged 
with 115 banks in June, 1958. The 
agreement was terminated by 
Chrysler last May. It cost Chrys- 
ler $750,000 a year to keep the 
agreement in effect. 

“The credit was arranged,” a 
Chrysler spokesman explained last 
week, “in anticipation of possible 
short-term credit requirements that 
might arise under the company’s 
forward plans in the next few 
years. This was considered a provi- 
dent thing to do in view of the fact 
that cash and cash securities and 
net current assets of the company 
had declined substantially between 
the end of 1957 and the spring of 
1958 and, in the light of retooling 
and other costs for ’59: models, were 
likely to decline further. 

*« * * 
iy DETROIT Federal District 

Court, meanwhile, the final 

chapter was written in Dann’s dis- 
puted battle to collect proxies for 
the Chrysler annual meeting last 
April. Judge Ralph M. Freeman dis- 
missed a Securities and Exchange 
Commission complaint, which re- 
sulted in a court order preventing 
Dann from contacting shareholders 
in violation of SEC rules. 

Dann, consenting to the dismis- 
sal of the SEC complaint, said he 
would comply fully with SEC 
proxy rules for the next annual 
meeting. The Detroit attorney 
plans to propose three resolu- 
tions: Cumulative voting; a clari- 
fying statement on proxy voting 
rights, and a requirement that 
any Chrysler director must not 
have violated the Michigan Cor- 
rupt Practices Act or “by reason 
of conflict of interest or other- 
wise breached his fiduciary duties 
to Chrysler Corp.” 

Under cumulative voting, each 
shareholder is entitled to as many 
votes as shall equal the number of 
shares which he owns multiplied 
by the number of directors to be 


elected. 
* * 


+ 
Chrysler Asks Dismissal 
Of Newberg Suit 

DETROIT. — Chrysler Corp. last 
week asked Wayne County Circuit 
Court here to dismiss former Presi- 
dent William C. Newberg’s suit to 
recover $455,000 paid the company 
after he was discharged in July, 
1960. 

Chrysler said Newberg and his 
wife, Dorothy, had “wilfully and 
contemptuously” failed to submit 
depositions ordered by the court. A 
Newberg attorney said the deposi- 
tions would be prepared without 
further delay. 

Newberg sued for recovery of the 
funds early this year. The funds 
allegedly represented profits made 





by the Newbergs as the result of 
interests in outside vending com- 


panies. 
*x 


Laughna Role Raised 
In Chrysler Hauler Suit 


CATLETTSBURG, Ky. — Trial 
opened here last week in an auto 
transport company’s $1% million 
antitrust suit against Chrysler 
Corp. The company, Crawford 
Transport, Inc., accused Chrysler of 
forcing it out of business by switch- 
ing haulaway operations to Com- 
mercial Carriers, Inc. 

F. S. Crawford, president of the 
plaintiff company, testified that 
Robert P. Laughna, former vice- 
president of Chrysler, figured in the 
rearrangement of transport opera- 
tions in the South in 1957. But 
Crawford admitted under cross-ex- 
amination that Laughna made no 
direct suggestion that Crawford 
Transport merge with another 
hauler. 

Laughna resigned as marketing 
vice-president of Chrysler last May 
to become president of Commercial 
Carriers. He had been with Chrys- 
ler five years and is a defendant in 
several shareholders’ conflict-of-in- 
terest suits. 

Federal Judge Mac Swinford, who 
is hearing the case without a jury, 
was to adjourn the trial Friday 
until Jan. 8. 
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RESERVE SPACE NOW!! 


Automotive News 


Covers the SAE Convention 
with its 


January 8, 1962 Issue 


{Regular issue date) 


@ Feature articles of particular interest to Automotive 
Engineers. 

® Detailed coverage of the Convention. 

®@ Over 2,000 bonus copies distributed at the Show. 


Here's the ideal way to get your advertising into the hands 
of Automotive Engineers and Executives. 


Look for us at the Show, too. We'll be on hand in Booth 
622 to talk cars and engineering. 


CLOSING DATES: 


Three and four color ads... . 
Two colorsandB&W..... 
Regular Rates Apply 


Automotive News 


965 E. JEFFERSON AVE. DETROIT 7, MICH. 


December 26 
December 28 








Largest Stock in 


the U.S.A. 


GERMAN CAR PARTS FRENCH CAR PARTS 


BRITISH CAR PARTS 
HEPOLITE—Pistons & Rings 
WELLWORTHY—Pistons & Rings 
JAMES—Valves & Guides 
TERRY—Valve Springs 
PAYEN—Gaskets & Oil Seals 
BORG & BECK—Clutches 
LOCKHEED & GIRLING—Brake Parts 
FERODO—Brake Linings, Fan Belts 
LUCAS—Ignition, Lamps, etc. 
GLACIER—Engine Bearings cc 
VANDERVELL—Engine Bearings BOSCH—Spark Plugs & Ignition 
RANSOME & MARLES—Ball & Roller Bearings TEXTAR —Brake and Clutch Linings 
WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries ; 

e other top lines @ other top lines 


ITALIAN CAR PARTS 
MARELLI—Ignition, Spark Plugs SPESSO—Gaskets AKRON—Oil Seals, Rad. Hose R.1.V.—Ball and Roller Bearings @ other top lines 


MONOPOLE-POISSY—Pistons, Rings, Valves 
CURTY & Cie.—Gaskets, Oil Seals 
ALLINQUANT—Shock Absorbers) 
COUSSINETS MINCES—Engine Bearings 

SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
DES FREINS LOCKHEED—Brake Parts 

SOCIETE S.E.V.—Ignition, Fuel Pumps, Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
$.N.R.—Ball and Roller Bearings 

JAEGER—S.N.A. —Speedometers, Instruments 
PECASEAUX—Lamps, Plastic Parts 


@ other top lines 


KOLBENSCHMIDT—Pistons 
ATE—Lockheed Brake Parts 
ATE—Valves, Ring Sets 

F & S—Clutches 

REINZ—Gaskets 

SIMRIT—Oil Seals 
SWF—Windshield Wipers & Motors 
FRESE—Bumpers & Mirrors 
GLYCO—Engine Bearings 
HELLA—Lamps, Horns 


Quick Service Available In All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 
70 East 131st Street, New York 37, N. Y. 





WHOLESALE ONLY — Only Dealers may apply for catalog to nearest regional distributor. 
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Benmatt license frames and name 
plates are constant reminders 
for your sales and service 
customers and prospects. 
Working continuously to build 
traffic for your dealership. 
Use Benmatt dealer identification 
items for increased sales! 


BENMATT 


ORGANIZATION, INC. 


™ 


> 
! 
7 


1259 ASHLAND AVENUE, CHICAGO 22, ILLINOIS WZ 
Los Angeles 23, California * Philadelphia 45, Pa. 
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What do the 
have in common? 









the uncommon 
motor oil! 





Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s HEAD Oil is truly the finest of the 
fine. There’s a reason—-WoLF’s, HEAD is 100% 
Pure Pennsyivania, Tri-Ex refined three im- 
portant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why many motorists who care 
for their cars insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon Cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 








Bullish Forecast for Calendar 1962... 


U.S. Sees Million More Cars 


(Continued from Page 1) 


ers and antismog devices. Although 
the percentage of cars equipped 
with power brakes and power steer- 
ing was smaller in 1961 than 1960, 
the “trend toward more ‘dressed 
up’ cars in 1961 is expected to re- 
verse the trend.” 

Automobile air-conditioner sales 
in 1961 are expected to equal or 
exceed those in 1960, despite lag- 
ging sales of some consumer dur- 
able goods. The government ex- 
pects a further sales increase in 
1962. 


* * * 


ge ghia in 1961 are expected to| 


total less than 300,000. The auto 
makers’ share of foreign markets 
increased slightly because of in- 
creased exports of compacts in 1960. 

“However, any appreciable in- 
crease in exports of assembled 
U. S. passenger cars continues to 
be limited by high tariffs, quotas, 
and internal taxes. Therefore, 
U. S. automobile manufacturers 
continue to expand their foreign 


At the Factories... 


production and distribution facil- 
ities,” the government noted. 

In 1961, for the second consecu- 
tive year, Michigan produced a 
greater share of cars, mainly be- 
cause of increased compact produc- 
tion. Missouri was in second place, 
followed by Wisconsin, California, 
and New Jersey. 

* * * 


Top Executives Predict 


Good Business in 1962 


a year was a good one for 
business and next year should 
be better, the first of the 1961 year- 
end statements from top executives 
and others in a position to know 
indicate. 

Next year has divided the auto 
industry’s forecasters into two 
camps—those who see sales run- 
ning just below seven million and 
those who see sales hitting the 
magic seven-million mark or 
going above it. 

The comments on the total econ- 





omy add up to this: Next year wi] 
be a good year in which many of 
the conditions which support a 
high level of car sales will be pres. 


ent. 


Predictions on 1962 point cut that 
next year will have some problems 
Probably the biggest question mark 
is: Will there be a steel strike next 
year? There aren’t many predic- 
tions on this item. 

a * ok 


NE of the first yearend state- 

ments from a top auto industry 
official came from Ford Motor Co.’s 
Henry Ford II. He sees auto sales 
in the first half of 1962 running just 
below an annual rate of seven mil- 
lion. He made no forecast on the 
full year’s sales. 


Carl H. Hahn, general manager 
of Volkswagen of America, told the 
company’s employes at their annual 
national meeting that 1961 will go 
down as “the year in which the 
Volkswagen organization in this 
country learned to compete.” 


Late Automotive Personnel News 


(Continued from Page 8) 


region, will succeed Murphy, a 33- 
year Chevrolet veteran. 

Also promoted are: H. G. Lackey, 
Boston zone manager, to succeed 
Koether; G. R. Stelzer, Oakland 
(Calif.) zone manager, to succeed 
Lackey; F. D. Brush, Portland 





Edward Grafton 


M. A. Young 


(Ore.) zone manager, to succeed 
Stelzer; M. A. Young, Los Angeles 
city manager, to succeed Brush, 
and Edward Grafton, assistant Los 
Angeles zone manager, to succeed 
Young. 

Koether moves into one of the 
10 top field jobs in the Chevrolet 
wholesale network. He joined the 
division in 1929 and was Detroit 
zone manager before being named 
to the New York post in 1958. 

Lackey joined the company in 
1942. He was an assistant national 
sales promotion manager, a Detroit 
city manager and Flint zone man- 
ager preceding his Boston assign- 
ment three years ago. 


Stelzer started with the company 
in St. Louis in 1935 and had been 
city manager in Baltimore and 
Boston and zone manager in Green 
Bay prior to his Oakland appoint- 
ment in 1960. 

Brush moved to Portland from 
the zone manager's office at South 
Bend in 1960. Previously he had 
been Detroit city manager and 
Flint zone manager in a 24-year 
Chevrolet career. 

Young has been Los Angeles city 
manager for four years. He joined 
the Chevrolet wholesale staff in 
1946 at Oakland. Grafton joined 
Chevrolet in 1942 and has been sta- 
tioned in Los Angeles for 16 years, 
first as an assistant truck manager. 

* * o* 


American Motors 


American Motors has appointed 
two regional sales managers, They 
are Robert T. Prendergast, Eastern, 





R. M. Stephenson R. 'T. Prendergast 














and Robert M. Stephenson, Great 
Lakes. 

Prendergast, formerly Great 
Lakes regional manager, succeeds 
W. G. Morgan, who now heads 
Rambler sales in the Western half 
of the country. Prendergast is a 
20-year auto veteran and has been 
with AMC since 1950. 

Stephenson formerly was Los An- 
geles zone manager. He joined 
AMC in 1946. 

The Eastern region covers the 
Boston, New York, Philadelphia 
and Newark (N. J.) zones. The 
Great Lakes territory consists of 
the Buffalo, Cleveland, Pittsburgh 
and Detroit zones. 

E. F. Milbourn has been named 
Los Angeles zone manager of 
American Motors 
Sales Corp. 

Milbourn, Den- 
ver zone manager 
for the past 2% 
years, replaces 
Stephenson. 

The Los An- 
geles Zone cov- 
ers Rambler deal- 
ers in Southern 


California, Ari- 
i zona and a part 
E. F, Milbourn of Nevada. 


B. J. Coen, formerly Denver as- 
sistant zone manager, replaces Mil- 
bourn. 

Coen joined American Motors in 
1951 as a district manager in the 
Minneapolis zone. He was named 
assistant Denver zone manager in 
1957. 


— ao 


Oldsmobile 


Three appointments in its field 
sales organization has been an- 
nounced by Oldsmobile. 

Thomas B. McCoy, assistant of- 
fice manager-car distributor in the 





Thomas B, McCoy Charles L. Yerbic 


Houston zone, has been named a 
district manager there, succeeding 
N. C. Kruger jr., who has been as- 
signed another district. 

Charles L. Yerbic, formerly as- 
sistant office manager-car distribu- 
tor in the Oklahoma City zone, has 
been appointed a district manager 
in the zone. He succeeds R. N. 
Poole. 

Malcolm L. Scott, a service rep- 
resentative in the New York zone, 
has been appointed claim adminis- 





trator in Oldsmobile’s Newark 
zone. He succeeds J. T. Chokran. 
ke * ak 


Dodge 
Paul E. Gies has been appointed 

Dodge regional manager in St. 
Louis, succeeding E. B. Knauss, 
who has been transferred to Chica- 
go as branch manager for Chrysler 
Corp. Dealer Enterprise. Before 
coming to St. Louis, Gies was dis- 
tribution manager in Chicago. 

* ok * 


Ford Motor 


Ford Motor Co. has established 
an economics office with James W. 
Ford ag director. 

T. J. Obal, a Ford senior econ- 
omist since 1953, has been appoint- 





T. J. Obal 


James W. Ford 


ed to succeed Ford as manager of 
the economic analysis department. 

Before joining the company, Ford 
was an economist in research and 
statistics for the Federal Reserve 


System’s Board of Governors. 
ok + ES 


Studebaker-Packard 


L. R. Windecker, formerly Cincin- 
nati zone manager, has been ap- 
pointed market analysis depart- 
ment manager. Windecker started 
with Studebaker in 1953 as a sales 
trainee, He will be responsible for 
sales statistical data. 











M. H. BURY's 
newspaper advertising column 


WY Rolling Wheels 


syndicated by 
A. M. Beitler + Advertising 


PE 5-9729 
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By-the-Sea 
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Just 2 Minutes 

North of Miami Beach 
In beautiful, 
Fashionable Bal Harbour 
A Truly Distinguished 
Oceanfront Resort Hote/ 










Our color brochures and rates 

are yours for the asking 
LARRY CLIFF - MANAGER 

10175 COLLINS AVE., BAL HARBOUR, FLA. 

















1912 Delancey Place, Phila. 3, Pa. 
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Vehicle Population 
Nears 70 Million 





HE number of motor vehicles in 

operation in the United States 
jncreased 2.93 percent in a year’s 
time, according to figures compiled 
by R. L. Polk & Co. 

As of July 1, vehicle popula- 
tion numbered 69,897,150, compar- 
ed with 67,905,635 a year earlier, 
for a gain of 1,991,515. 

Passenger cars, accounting for 
58,854,380 of the July 1 total, were 
up 3.07 percent and 1,751,704 units 
over the year-earlier count of 57,- 
102,676. 

Commercial cars numbered 11,- 
042,770 on July 1. The net increase 
of 239,811 over the previous year's 
total of 10,802,959 represented an 
advance of 2.22 percent. 

* * * 

5 ABT year’s gain of 3.07 percent 

in passenger-car population was 
a bit below the average of the last 
10 years. Average year-to-year gain 
was 4.34 percent. Peak gain was 
6.74 percent from July 1, 1954, to 
July 1, 1955. 

Smallest gain was 2.06 percent 
from July 1, 1957, to July 1, 1958. 

The increase of 2.22 percent in 

trucks in operation also fell below 
the 10-year norm of 3.20 percent. 
Big year for trucks was July 1, 
1958, to July 1, 1959, when commer- 
cial cars in operation increased by 
4.73 percent. Smallest increase was 
1.24 percent from July 1, 1953, to 
July 1, 1954. 

As compared with a year earlier, 
American Motors-built cars in op- 
eration increased 10.48 percent. 


AMA’s Hadley Appointed 


To Trade Group Post 


NEW YORK.—Harlan V. Hadley, 
manager of the Washington office 
of the Automobile Manufacturers 
Assn., was inaugurated national 
vice-chairman of the Manufactur- 
ing Trade Assns. Group of the 
National Industrial Council at its 
annual meeting here. 

Hadley will assist in directing the 
activities of the group, which in- 
cludes more than 140 associations 
representing firms engaged in proc- 
essing or manufacturing. 








July | 


‘ed for 27,437,372, or 46.62 percent. 


Ford Motor Co. cars gained 4.36 
percent and General Motors cars 
were up 3.10 percent. 
Studebaker-Packard showed 9.19 
percent fewer cars on the road and 
Chrysler Corp. car population was 
down 1.77 percent. 
+ * * 
O* THE 58,854,380 cars in opera- 
tion on July 1,GM had account- 


Ford Motor’s totals were 15,475,779, 
or 26.30 percent; Chrysler Corp. had 
9,778,566, or 16.61 percent; AMC, 
1,986,817, or 3.38 percent, and S-P, 
1,377,888, or 2.34 percent. 

As compared with a year ear- 
lier, makes to show biggest gains 
in number in operation were: 
Comet, up 356.64 percent (Comet’s 
year-ago figure represented only 
a bit more than three months of 
sales); Rambler, 44.55 percent; 
Cadillac, 5.93 percent; Chevrolet, 
4.93 percent; Ford, 4.43 percent; 
Oldsmobile, 1.95 percent; Pontiac, 
1.70 percent; Lincoln, 1.14 percent, 
and Dodge, 0.77 percent. 

Other makes had fewer cars in 
operation July 1 than they did a 
year earlier. Losses for makes still 
in production included: Studebaker, 
6.30 percent; Mercury, 3.32 percent; 
Buick, 1.97 percent; Plymouth, 1.74 
percent, and Chrysler, 1.47 percent. 

Losses for obsolete makes: Hud- 
son, 23.18 percent; Packard, 19.24 
percent; Nash, 17.56 percent; De- 
Soto, 9.49 percent, and Edsel, 0.53 
percent. 

* * ok 

HERE are still 829,632 DeSotos 

in operation. Also rolling along 

are 529,712 Nashes, 274,276 Pack- 
ards, 242,142 Hudsons and 100,833 
Edsels. 

The alltime boom year of 1955 
is still reflected, too, with more 
cars of that vintage registered 
than any other year. According 
to the Polk figures, there are still 
6,367,797 cars of the 1955 model 
year in operation. 

Omitting 1961s, because of the 
fractional year in this count, cars 
of other model years still in opera- 
tion are: 1960 — 6,166,950; 1957 — 
5,932,276; 1959 — 5,817,414; 1956 — 








Meidell Honored— 


W. J. Meidell, left, Detroit district man- 


ager for Lyon Metal Products, receives 
a diamond-studded service pin for 40 
years’ service with the company from 
L. D. Deal, Lyon president. Meidell joined 
the company as a salesman in Detroit. 





5,765,826; 1953 — 4,584,981; 1958 — 
4,313,305; 1954 — 4,109,560; 1951 — 
2,884,475; 1950 — 2,790,295; 1952 — 
2,464,540; 1949 — 1,537,056; 1948 — 


720,475; 1947—482,031; 1946—237,107, 
and older models—690,081. 

Losses from totals recorded a 
year earlier amounted to 0.56 per- 
cent on ’57s, 1.28 percent on ’56s, 
2.62 percent on ’55s, 5.56 percent on 
54s, 10.16 percent on ’53s, 15.73 per- 
cent on ’62s, 19.83 percent on ’5i1s, 
21.60 percent on ’50s, 24.72 percent 
on ’49s, 24.89 percent on ’'48s, 27.03 
percent on ’47s, 27.21 on ’46s and 
2149 percent on older models 
(where tender loving care keeps 
some of the old ones chugging 
along). 





Annual Auto Checkups 
Proposed for Maryland 


BALTIMORE. — A Legislative 
Council Committee has called for 
compulsory annual car inspection 
in Maryland. 

However, it has not decided 
whether the inspection should be 
carried out by the state or by 
private garages. The question is 
expected to come up when the 
General Assembly meets in Feb- 
ruary. 





(As of July 1, 1961) 


9 Elections Set at Chicago... 


NLRB Accuses 3 Dealers 


(Continued from Page 8) 


Detroit; Teague Motor Co. (Ford), 
Walla Walla, Wash., and Hunt 
Truck Sales & Service, Inc., Miami. 
The board said the Evans election 
is a rerun of an election held on 
Oct. 4. 

The board also reported that 
mechanics, repairmen and appren- 
tices at International Harvester Co., 
Houston, voted 50 to 14 for repre- 
sentation by Teamsters Local 968. 

In other NLRB elections, sales- 
men at Pierce Ford, Inc., Ham- 
mond, Ind., voted 22 to 15 for rep- 
resentation by District 50, United 
Mine Workers. The International 
Assn. of Machinists was elected, 
8 to 3, by mechanics, helpers and 
apprentices at Trevellyan Oldsmo- 
bile Co., San Diego. A second elec- 
tion at Trevellyan resulted in serv- 
ice department employes rejecting 
Teamsters Local 481 by a vote of 
10 to 6. 

* * * 

i OTHER labor developments, 

bargaining teams for Stude- 
baker-Packard Corp. and United 
Auto Workers Local 5 continued 
negotiations in an effort to work 
out details on working-condition 
provisions following tentative 
agreement reached last week. 

A strike was authorized Nov. 21 
by the union’s 6,500 members at 
the South Bend plant. Union 
members are working on an 
extension of the old contract, 
which expired Nov. 30, pending 
outcome of the talks. The exten- 
sion contains a provision requir- 
ing a 24-hour notice in event 
either party wanted to cancel the 
pact. 

Although a strike has been au- 
thorized, a walkout is not expected 
before Jan. 7, the date the union 
has scheduled a membership meet- 
ing to either ratify or reject a 
new contract. In the event a new 
pact has not been reached by that 
time, the union indicated it would 
strike. 

Fifteen minutes of washup time 
appeared to be the big stumbling 
block in the settlement of issues 
between S-P and the union. 

“With the elimination of these 


Total Passenger Cars in Operation, Makes by Year Models 


1952 








15 minutes, we could make 15 more 
cars a day with little added cost,” 
C. M. MacMillan, S-P industrial 
relations vice-president, said. 
“These 15 minutes are costing us 
a substantial amount of money, 
and this is a big factor in our op- 
erating picture.” 
* * *” 


E OBSERVED that S-P wants 

to reduce the idle time granted 
employes to 24 minutes from 39 a 
day. He said the 15-minute reduc- 
tion would be made up of the elimi- 
nation of a five-minute cleanup 
period at noon and 10 minutes to 
clean up at the end of the day. 

MacMillan said other issues be- 
fore the bargaining teams include 
the union’s proposals for an an- 
nual improvement factor pay 
raise of seven cents, a cost-of-liv- 
ing wage hike, improved pensions 
and higher supplementary unem- 
ployment benefits. 

“On our side, we have asked for 
a reduction of the vacation bonus, 
a lower shift premium pay scale, 
changes in the method of figuring 
overtime and elimination of the 
wash-up time,’ MacMillan said. 

He said the company felt all the 
issues can be compromised, with 
the exception of the washup time. 

Elsewhere on the auto scene, 
Chrysler Corp.’s Dodge truck plant 
in Warren, Mich., remained closed 
for the third week as the result 
of a strike by some 1,700 members 
of UAW Local 140. 

The walkout was called in a dis- 
pute over relief time for paint 
sprayers and other paint depart- 
ment problems. 

Mack Trucks, Inc., resumed oper- 
ations last week at three plants 
that were idle 44 days in a strike 
involving 4,000 members of seven 
UAW locals. The strike was over 
contract renewal, job security and 
numerous other issues. 

Plants affected by the strike, 
which began Oct. 26, are at Allen- 
town, Pa.; Cortland, N. Y., and 
Sommerville, N. J. The New Jersey 
operation distributes parts and the 
other two produce trucks. 
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Rate Tops ’60 Week by 25 Percent... 


164,000 Cars Roll; Yule Cuts Due 


goal is a 60-day supply by June 

1, and that Ford Motor Co. is 

planning to have a 65-day inven- 

tory by that time. 

Pontiac announced that its pro- 
duction schedules will be increased 
starting in January. No figures on 
output were given, but the division 
said it and the adjoining Fisher 
Body plant will begin hiring about 
1,250 new employes immediately. 

A record 38,019 cars and trucks 
were built in November at the Ford 





the steel mills to provide them with 
up to a 120-day supply by May 31, 
a month before the steel-strike 
deadline. 

Another source reported GM’s 


(Continued from Page 1) 


supplies to offset the possibility of 
a steel strike next summer. 

One automotive supplier said 
General Motors divisions had asked 


Car, Truck Output Estimates 
By Automotive News 
U. S. PRODUCTION—CARS 










Service and Showroom Up Front— 

A new building has been completed for Dick Davis Auto Sales (Rambler), Manasquan, 
N. J. The facility has a six-car showroom and a 5,000-square-foot service department, 
both at the front of the building, and a drive-in entrance with parking space for 
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**Totals for 1960 include DeSoto production. 
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baker-Packard, 44,309 (2.13 per- 
cent), and Checker, 1,408 (0.1 per- 
cent). 


ice elsewhere, they'll decide they 


used cars, which was originated in 
Iowa, the Utah group announced 


bw — sland dan, & dom. 1 _ Both car and truck production] Settlement of GM Strike its affiliation with the program. 
Dec. 16, & eek, Dec. 9, December, Dec. 17, Dec. 16, | in Canada was reduced last week : .s * @ 
1961 1960* 1961* To Date 1960* 1961 by a four-day strike at General Spurs Canadian Output HE dealers elected John S. 
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FREIGHTLINER. ........ 25 14 26 51 949 1,204 Ford to Bu Plant since the mid-fifties. ican Fork, first, second and _ third 
GMC vesesesnsssenreeseesnsennencete 1,920 1,344 1,956 4,851 99,489 69,537 y And next year, according to Earl | Vice-presidents respectively; Robert 
INTERNATIONAL ....... 3,060 1,818 2,903 , 6,492 116,503 137,482 Built b Pa ckard K. Brownridge, president, American | Bradshaw (Buick-Chevrolet), Cedar 
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Sh ee 4,500 1,759 5,407 10,780 120,621 114,750 | “SS 5 8 a er Uties|_ The GM strike— which started ——— 
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***PDQ production figures not reported in 1960. 
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in Highland Park, Mich., to the 
Utica plant. 
Most of the 2,400 trim operations 





Hugh MaCauley, Yorkville Pontiac- 
Buick. “We have a few new cars 
in stock, but we have many cus- 





DEARBORN —A new wholly 
owned subsidiary of Ford Motor 


Week Week Jan.1  Jan.1 | employes are expected to transfer n 

aa oa. eae mae, Bate. menue to go Utica staat The Utica| tomers who've been waiting for| Co. has acquired the business and 

1961 1960* 1961* To Date 1960* 1961 | plants were constructed in 1951-52] Weeks for delivery. assets of Philco Corp. The new sub- 

CHRYSLER CORP. ... 1,200 956 1,201 2,643 48,926 © 44,674| by Packard Motor Car Co, and| | Besides the 16,000 hourly rave sidiary also is to 

FORD MOTOR ............. 2,800 2,064 © 2,749 + 6,329 89,934 92,963 | have been used for production of| workers idled in Oshawa, St. be called Philco 
GENERAL MOTORS .. 1,600 3,933 3,327 «6,810 168,806 158,026 | engines, transmissions, and, most| Catharines, Windsor, Scarboro Corp. 

AMERICAN MOTORS 280 _.......... — a fo. 8,039 | recently, for reconditioning jet air-| #4 London, the strike threaten- The board of 

BP COTRP on ccscscss scenes eee ~ 180 395 5417 5,907 | craft engines. Ford’s tractor opera-| @4 the jobs of 1,500 GM dealer the new Philco 

domaine tion continues at Highland Park pe roe ——_ oe ee cas 

: ; : ealers employ and mor - in : u y 

Total Cars, Canada.... 6,060 6,953 7,743 16,854 313,083 309,609 aaa uae domestic tractors Giidies. alate ane dae ee and 

; Also at stake were the best pro- Charles E. Beck 

CANADIAN PRODUCTION—TRUCKS Bi Advance Claimed duction year since the mid-1950s, president and 

a. mi a eee 8 : e : when—in 1953 and 1955 to 1957— chief executive 

Dec. 18, Week, Dos. 8, December, Bec, 17, Dee. 16, In Engine Silencing output was never less than 340,000 officer, Duffy is @ 

1961 1960* 1961* To Date 1960* 1961 NEW YORK.—Development of | Units, and GM’s share of the mar- eae k Ben member of the 

CHRYSLER CORP. .... 120 132 120 270 5,763 6,286 | a revolutionary engine exhaust | ket. The corporation makes more) ew nhs #39 7 Ford board and 

FORD MOTOR. .............. 300 254 253 604 18,229  16,107| silencing system which eliminates | than half the cars and trucks in| is vice-president in charge of the 

GENERAL MOTORS .. 230 585 586 935 33,409  27,437| the muffler was claimed last week | Canada. general products group of that 

INTERNATIONAL. ...... 165 140 166 362 10,193 10,288 | by Arvin Industries, Inc. In the Though car sales normally slow} company. Beck was director of 

emanates new system, noise suppressing de- down this time of year, many GM}! Ford’s business planning office. 

Total Trucks, Canada’ 815 1,111 1,125 2,171 67,594  60,118| vices are located throughout the | dealers report unfilled orders not The Philco directors elected the 

Total Cars, Trucks a length of the exhaust pipe rather ee » Ag factory before the at eee 7 > 

: P n bein in one | strike starte rgento, Henry E. Bowes, Rober 

Canada... oo 6,875 8,064 8,868 19,025, 380,677 369,727 a Datng crepententes fe on The last four months have bees F. Herr, Robert M. Jones, Gene 

Grand Total, Eliminated along with the muf- | Shaping up as the biggest final four| McCormick, Henry R. Nolte and 

Cars and Trucks, fler are muffler troubles, Arvin | calendar months in car production} David B. Smith. The board also 

U. S. and Canada. ...198,451 161,262 198,241 452,034 8,047,676 6,716,680 claimed. : history, said Al James of Canadian | elected William R. Wilson treasur- 

er and Paul J. Miller controller 


*Revised. 








Automobile Chamber of Commerce. 
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Recruiting in Today’s Market... 


How Factories Seek 
To Bolster Franchises 


(Continued from Page 2) 


funds or other reasons, have shied 
from running their own operations. 
* ok * 


COMPANY president told Auto- 
motives News that the new- 
dealer quest is one of his company’s 
most pressing concerns. 
“The drift of talent away from 


the dealer field can be stopped by 


two things,” he added. “The first 


is proper promotion—selling the 


franchised dealer profession and 
the company we represent. The sec- 
ond is money—our own if it is nec- 
essary, aS it seems to be.” 

Industry students of the dealer- 
financing situation reject argu- 
ments that too much factory sub- 
sidizing will kill the independent 
franchise system. 

As proof, they point to the fact 
that Motors Holding Division of 
General Motors has “graduated” 
approximately 1,100 dealers since 
its establishment in the dark days 
of the depression nearly 30 years 
ago. Motors Holding listed invest- 
ments last Dec. 31 of $38,350,064 in 
a reported 450 dealerships. 

“That’s peanuts when you con- 
sider that GM held cash and short- 
term securities on Sept. 30 of $1,346 
million,” a dealer management ex- 
pert declared. “GM has plenty of 
dealers who are in profit squeezes, 
and I wouldn’t be surprised to see 
more made available to these deal- 


ers next year.” 
* o* ok 


Se only other auto manufac- 
turer which reveals its dealer- 
investment position is Chrysler 
Corp. Dealer Enterprise is Chrys- 
ler’s name for the support pro- 
gram, which received $5,253,531 
from the company last year and 
$4,101,617 in 1959. 

Ford does not break out its 
Dealer Development investment, 
but it is believed to be close to 
GM’s $38 million. Ford’s cash and 
short-term securities. position stood 
at $1,040 million Sept. 30, with 
Chrysler showing $323 million, 
American Motors nearly $70 million 
and Studebaker $37 million. 

“This business has a desperate 
need for young bloods, and the 
factories have the wherewithal 
to put them in,” a factory official 
said. “We’re not going to make 
anything on these investments in 
terms of dollars and cents, but 
we are going to build up our 
dealer body for the long pull. 

“What the heck, Motors Holding 
lost $13 million for GM before it 
started breaking even. It’s a debit 
item to launch this kind of a pro- 
gram, but look what it’s done for 
GM in terms of a nucleus of solvent 
dealers.” 

np. 2 
Boon to Franchising 


MOTORS HOLDING “grad- 

uate,” now one of the Mid- 
west’s most highly regarded Chev- 
rolet dealers, paid tribute to the 
program and derided fears that a 
wide-scale investment in new deal- 
ers by factories would harm the 
cause of franchising. 

The oil and feed companies, he 
pointed out, are much deeper in 
outlet financing than the auto pro- 
ducers. He regards the depression 
relief he received from GM as “in- 
surance—duly paid off with no 
More strings attached.” 

Chrysler and GM prefer a new 
dealer to put up 25 percent of 
the initial cost of setting up shop, 
while Ford’s preference is 20 per- 
cent. Other “rules of thumb,” 
often waived together with the 
downpayment minimum, propose 
that no more than 25 percent of 
the investment be devoted to 
fixed assets and call for under- 
roof space of 40 square feet per 
car of contract. 

Overbuilding and underbuilding 
are regarded ag equally disastrous. 

“They’ve gone bust in a cracker- 
box and in a monument,” a Ford 
Official said. “A big Olds dealer 
Just folded in Atlanta because he 
was overbuilt and a Ford dealer 
found himself pinched out in Kan- 
Sas City because he began selling 
oe cars a month in a 250-car build- 
ng. 

“Probably one-third of dealers 





















who go broke have 


car storage space nearby.” 
“ * oe * 


Miami, Dallas and New Orleans. 


strength? Owner loyalty is a much 
valued criterion in Big Three think- 
ing,;ain view of the recent decrease 
in conquest sales for all makes ex- 
cept Rambler. 

“If we have 9 percent of the 
owners in a town but suddenly 
drop to 5 percent of the sales,” a 
Big Three Division manager said, 
“our dealers are going to be in 
trouble. Somehow they’ve lost 
touch with the owners. 


“It may be a temporary product 
coolness or, as it was in several 
points, it may have been Rambler’s 
terrific biteoff in conquests during 
1958-60. But the loyalty to our make 
is there, and I would suggest that 
any sound dealer experiencing this 
reverse should receive a tide-over 
loan from the factory market- 
representation fund.” 

Every manufacturer has its 
“problem” cities. New York’s Man- 
hattan borough now is factory- 
ownership for everybody but Chev- 
rolet, because of the staggering 
overhead in running a dealership 
there. 

40 * * * 


Management Problem 


—- close to top manage- 
ments report that the presidents 
and chairmen of companies are 
spending more time and study than 
ever before on retail representation. 

“I walked into the boss’s office 
one morning,” an aide said, “and 
he and the sales vice-president were 
conferring On who to put in as a 
dealer in a dinky town is Wiscon- 
sin I never even heard of. I would 
have thought this was one for the 
Milwaukee zone office, but here was 
a top-level session on the thing.” 

Many middle-management ex- 
ecutives, coping with the need to 

strengthen dealer representation 
for their companies are pressing 
for a growth in backup-funding. 
Weak dealers would, under this 
system, get relief on a temporary 
basis without imposition of com- 
pany men on the dealership’s 
board of directors, as is done in 
newly-financed dealerships. 

“Of course, a dealer who runs into 
cash difficulty is probably a little 
weak on management. The factory 
should be prepared to provide 
sound business management advice 
in these cases,” a Chrysler execu- 
tive said. 

“In my view, for example, deal- 
ers should stop thinking ‘service 
absorption’ and worry more about 
unabsorbed overhead. Dealers 
should get out of the habit of ac- 
cepting operating losses on the 
theory that finance income will 
make up the difference. Dealers 
who Weliberately live on finance in- 
come skate on thin ice.” 

* * * 
MANX dealers seeking to erect 
new buildings have borrowed 
from the Small Business Adminis- 
tration, but the red tape and col- 
lateral demands are both consid- 
ered devilish. 

“T had to hock everything but 
my wife to SBA, and still it took 
10 months to get $25,000,” a Texas 
dealer moaned. 

Other sources of investment 
funds have frowned on low-profit 
dealerships. A New York import- 
er and distributor of imported 
cars proposed a common-stock 
issue several years ago, but was 
turned down by the Securities 
& Exchange Commission on the 
ground of capital deficiencies. 

Several dealers have explored the 
possibility of tying in with the new 







inadequate 
facilities. There.must be adequate 
floor space for display, adequate 
parts and service room and new- 


HRYSLER CORP, officials, con- 
fronted with subpar penetration 

in southern metro markets, have 
gone heavily this year into a dealer 
investment and construction pro- 
gram. One real-estate expert at 
Chrysler is spending all his time 
in the dealer program in cities like 


Where do existing dealers, profit- 
less but not bankrupt, need factory 


Small Business Investment Com- 
panies, but factories indicate they 
would prefer to bankroll such deal- 
ers themselves rather than face the 
problem of dealing with unknown 
and inexperienced “investors.” 

“Everyone with a few bucks 
thinks they know how to sell cars 
just because they drive one,” a GM 
official said. “It would be hell on 
wheels if we had to do business 
with outside-shareholder dealer- 
ships.” 


* * * 


Factory Assets Soar 


eC ALLInG the easy-money 
days after the war, when one 
new auto company (Tucker) raised 
hundreds of thousands of dollars 
by selling franchises, a Big Three 
executive contended that the auto 
companies have “lucked out” of the 
dealer-representation problem. 

“Auto manufacturing company 
assets have risen 150 percent 
while dealer assets have increas- 
ed only 8 percent siace 1955,” he 
declared. 

“It’s been a free ride for the fac- 
tories, which are finally seeing 
through the postwar haze. Dealers 
will need funds to stay afloat in 
the domestic market, and the only 


stand now—is the factory. 


we can’t do it for free.” 





Sales Management Seminar— 


Chrysler Corp. of Canada held a two-day sales management seminar in Halifax, 
source for these funds—ag matters N. S., for dealers and sales managers. Subjects discussed including hiring, training 


37 


and direction of salesmen. Meetings were conducted by Jack Rotes, left, facing group, 
“We can’t afford not to do it, but] of the Chrysler Training Center, Detroit. Dealers from Halifax, Bridgetown, Glace Bay, 
New Glasgow, Kentville, Lunenburg and Windsor, attended. 


Inside Factory Planning Session ... 





AMC Resurveys Key Market 


(Continued from Page 6) 


potential figures for open points. 
On the basis of information gather- 
ed by the survey teams, the meet- 
ing can arrive at judgments which 
may affect an individual dealer’s 
used-car as well as new-car facili- 
ties and other of his operating de- 
tails. 

Decisions hammered out at mar- 
ket-survey meetings in Detroit be- 
come the operational “Bible” at the 
zone level. In fact, zone officials 
may not deviate from this master 
plan without written permission 
from AMC headquarters. 

bd Eg * 
A= goal is to conduct such 
surveys and meetings on its 
100 largest marketing areas. It is 
about halfway finished with this 
task. 

For the Philadelphia inquiry, 
the survey team started out with 
such basic details as the fact that 
there are 310 dealers in the area 
(the counties of Philadelphia, 
Bucks, Montgomery, Delaware 
and Camden). There are 41 Ram- 
bler points, including seven that 
are open. 

Registrations used to determine 
planning potential, were compiled 
with the Philadelphia area broken 
down into about 250 “directory dis- 
tricts” as set up by R. L. Polk & 
Co. Registrations are “purified,” 
with fleet registrations deleted. 

Population figures for 1950 and 
1960 are compared to plot the direc- 
tion of growth and determine how 
and where new dealerships ought 
to be set up. 

* * * 
ypPetace reference maps show 
main thoroughfares, existing 
expressways and proposed express- 
ways. 
Dots show the exact locations 





Easy Expansion— 


Colonial Chevrolet, Norfolk, Va., has 
opened this new office at its used-car lot. 
The building is a pre-engineered steel 
structure which can be quickly and easily 
expanded as the need for more sales and 
service space arises 


of Rambler and competing deal- 
ers, and zones of influence are 
indicated for Rambler dealer- 
ships. 

The standard survey contains the 
following information for each 
Rambler dealer in the area: 

Planning potential, area-of-influ- 
ence potential, travel rate for 1961, 
sales for 1960 and 1959, original 
date of franchise background as a 
Nash or Hudson dealer, expiration 
date of lease, total area of facilities, 
size of used-car lot, number of 
service stalls available and in use, 
amount of outside customer park- 
ing, use of approved signs, what 
other merchandise is sold, a skele- 
tonized financial report, name of 
financial source, limit on floor- 
planning as opposed to wholesale- 
credit required, amount of working 
capital compared with recommend- 
ation, how management is set up, 
the zone’s judgment of dealer’s at- 
titude and photographs of the deal- 
er’s facilities. 

Ea * * 


HE Philadelphia survey, for the 

first time, included a _ supple- 
mental report with additional in- 
formation. Its features will be in- 
corporated in basic surveys in the 
future. 


The supplemental report lists 
judgments by outsiders (usually 
financial people) of Rambler 
dealers and their competition; 
which competing dealers have 
factory backing or outside capital, 
and what each dealer’s zone of 
influence shows in the way of 
share of the total Philadelphia 
market. 


Judgments incorporated in the 
supplemental report were frequent- 
ly blunt. If any dealer, whether he 
handles Rambler or any other 
make, has a particular shortcom- 
ing or an outstanding asset, the 
supplemental report is pretty cer- 
tain to note it. 

At the market survey meeting, 
just about as much attention is 
paid to closed points as to open 
ones. Debate is spirited and much 
of it, of course, must be kept off 
the record. 

When a point is open, an area-of- 
influence potential of 8 percent of 
registrations is worked out, An 
ideal location is selected and the 
meeting sketches the sort of dealer 
desired for the spot. 

oe x * 


MANY of the problems tackled at 
the meeting involved closed 
points, particularly those where 
more than one Rambler dealer is 
franchised in a single neighbor- 
hood. 

In some cases where the meet- 
ing felt Rambler was over-dealered, 
the solution was to look ahead to 
the point where a dealer might 
quit and his potential be assigned 


to the remaining dealer with the 
most ideal location. 

Location is of prime importance 
in franchise judging. 

Said Sloggett of one dealer, “You 
almost have to have a seeing-eye 
dog to find him.” 

* of + 

prawns a solution in a multiple- 

dealer neighborhood is not sim- 
ple. Typical of one problem that 
may be involved is the situation 
where one neighborhood has two 
Rambler dealers. One of these deal- 
ers has top-rate facilities but show- 
ed a travel rate of 322 and a net 
loss of $8,703 in the first half. 

The other Rambler dealer in 
this area, with inadequate facili- 
ties and no customer parking, 
showed a travel rate of 401 and a 
net profit of $9,577 in the first 
half. 

To men who must decide which 
dealer stays, how to pick? 

Many other problems in the Phil- 
adelphia area were turned upside 
down and shaken out at the meet- 
ing. 

One involved open points in 
booming areas. The meeting de- 
cided that one area that has no 
Rambler representation is the most 
lucrative spot in the Philadelphia 
area (a less desirable area has four 
Rambler dealers). 

On the other hand, the meeting 
decided that some open points can’t 
be closed until neighboring existing 
dealers have been reduced. 

* ok * 

- ONE area, termed a “pioneer- 

ing point with exceptional op- 
portunities,” the meeting decided 
to move quickly on establishing a 
Rambler dealership because both 
Chevrolet and Ford have taken op- 
tions on choice property. 

Other problems touched on in- 
cluded situations where dual 
dealerships fail to give Rambler 
equal space or equal billing (the 
survey team reported one dual 
had no Ramblers on the show- 
room floor); upgrading of facili- 
ties at certain dealerships; un- 
usable space (same as no space, 
the meeting decided); dealers 
with glowing reputations but 
lousy performance, and dealer- 
ships “fiddling with facilities.” 

One situation, which at first hand 
would seem to be a problem, in fact 
“works out beautifully.” It involves 
a former Nash dealer and a former 
Hudson dealer located virtually 
across the street from each other. 
Both now handle Rambler and each 
does a good job. 

Despite this, it is a good example 
of why Coupe terms Philadelphia a 
“cluttered market” and “one of our 
problem areas.” 

Asked at meeting’s end how the 
Federal good-faith law might ham- 
per AMC efforts to revise its deal- 
ership structure in Philadelphia, 
Coupe said, “What’s right is right; 
what’s wrong is wrong. The law 
doesn’t change that.” . 








Obituaries 


formed a Chevrolet dealership in 1927 and 
later switched to Pontiac before retiring 
in 1942. 


Frederic J. Lanning, 56; 


MEMA General Manager 


NEW YORK.—Frederic J. Lan- 
ning, 56, general manager of the 
Motor and Equipment Manufactur- 
ers Assn. since 1958, died Dec. 7. 
With the association since 1928, he 
had been assistant credit manager 
and credit manager before becom- 
ing general manager. 

He had been a member of the 
board of governors of the New 
York Credit Institute for many 
years and had served on the Na- 
tional Assn. of Manufacturers’ 
committee on money, capital for- 
mation and taxation. 


a 
Herbert P. Bailey 

CLEVELAND.—Herbert P. Bailey, 70, 
founder of Rotor Tool Co., died Dec, 5. 
After the sale of the firm to Cooper-Besse- 
mer Corp. in 1959, he continued as presi- 
dent and was named chairman a year ago. 
A brother, Walter K. Bailey, is president 

of Warner & Swapey Co. 

* 


* * * 


Luther Baker 
WEST LIBERTY, O.—Luther Baker, 76, 
a Logan County auto dealer for 15 years, 
died Nov. 15 at University Hospital, Co- 


lumbus. 
* * * 


George Thomas Thornton 
SEATTLE. — George Thomas Thornton, 
59, manager of Davis Chevrolet Co. here, 
died of a heart attack. 


* * * 
Edward K. Conrad 
SCRANTON, Pa. — Edward K, Conrad, 
67, a former auto dealer, died Dec, 8. 
* * * 


William F. Ostendorf 
PITTSBURGH. — William F, Ostendorf, 
75, retired Buick zone manager and former 

Buick dealer in Mercer, died Dec. 6. 





HELP WANTED 















GENERAL MANAGER 


Metropolitan Automobile Dealership 




















Selected applicant must have retail automo- 
bile dealership management experience with 
proven ability to direct all phases of a vol- 
ume operation profitably. This position affords 
the right man a real challenge, with excellent 
earning power and unlimited opportunity. 
Substantial base salary and bonus arrange- 
ment will provide potential earnings over 
$50,000 annually. Must be willing to relocate. 








° ELP 

Fred Young H WANTED Please Lo sage a is = 

oat ” . | with results obtained and commercial refer- 

CHARLOTTE, N. C.—Fred Young, pres- oar tee Gear ap ences to Box 2987, c/o Automotive News, 


ence preferred. Must have solid business, 
merchandising and sales background. 
Outstanding opportunity for aggressive, 
ambitious man of ACTION. We control 
several dealerships that vary in size. 
Buy-out opportunity possible depending 
upon performance. Submit résumé, Box 
2988, c/o Automotive News, Detroit 7. 





Detroit 7. Applications held in strict con- 


fidence. 






ident of Young Motor Co., died in San 
Juan, Puerto Rico, after a heart attack. A 
native of London, he purchased his dealer- 
ship here in 1986. ‘ 

* 


Murton A. Stewart 
SAN FRANCISCO.—Murton A. Stewart, 
61, a Chevrolet dealer here, died at his 
home in Berkeley, Nov. 23. 
* * * 
James A. Settergren 
SEATTLE.—James A. Settergren, 40, 
owner of Northeast Motors (used cars), 
died of a heart attack in his home, 


ef * * 
John V. 















SALESMEN—EXPERIENCED. Due to the 
expansion of our line, we are making an 
opening for two or three top salesmen. 
Must be of good character, aggressive 
and with proven background. To sell Lin- 
coln Continentals, Mercurys, Meteors, 
Comets, English Fords, Top commissions, 
all fringe benefits, paid vacations, group 
insurance, free demo, free gas, free up- 
keep. This dealership is located south of 
Los Angeles out of the smog area, Send 
complete résumé to Box 3022, c/o Auto- 
motive News, Detroit 7. 


WANTED: VOLKSWAGEN SERVICE 
MANAGER for Alabama _ dealership. 
Must have VW experience. Application 
should include experience, background, 
salary required and at least two refer- 
ences given. Ability needed to supervise 
entire service operation. Mail applica- 
tion, along with snapshot, to: H. C. 
Vardaman, P. O. Box 468, Selma, Ala- 
bama. 


AUTOMOTIVE ENGINEER, or equivalent, 
with fleet operation and maintenance ex- 
perience. Complete charge fleet manage- 
ment New York City area—expanding oil 
distribution company. Salary open. Excel- 
lent opportunity, Box 3020, c/o Automo- 
tive News, Detroit 7. 


SERVICE MANAGER for long-established 








General Sales Manager 
Automobile Dealership 


For a large multiple-branch Ford dealership 
located in Eastern metr litan market. Se- 
lected man must have ckground of suc- 
cessful automobile retail and fleet sales 
experience and be capable of developing 
and directing large sales organization. Sub- 
stantial base salary and incentive will pro- 
vide potential earnings well over $25,000 
annually with splendid opportunity to ulti- 
mately acquire own dealership. All replies 
will be kept in strict confidence. Please 
submit complete employment records in- 
cluding results obtained, personal data, sal- 
ary requirements and availability. Must be 
willing to relocate. Box 2978, ¢/o Automo- 
tive News, Detroit 7. 







Ash Sr. 

BASTROP, Tex.—John V. Ash sr., 66, 
J. V. Ash Motor Co., died Dec. 2 of in- 
juries received in a fall while on a hunting 
trip. He was a former mayor of Bastrop 
and a former member of the Texas Legis- 
lature. 












* * * 
Chester W. Brown 
ENNIS, Tex.—Chester W. Brown, 79, a 
former mayor and auto dealer here, died 
Nov. 21. 










* * * 
Andrew Everett Strate 
SPRING CITY, Utah.—Andrew Everett 
Strate, 64, an auto dealer here, died Nov. 
24. 





GENERAL MANAGER — Previous sales 
and management experience with success- 
ful background, Ford dealership in Mid- 
dlewest, 85,000 population, potential 500 
cars, 150 trucks, 61 employes, 87% serv- 
ice absorption. Desire family man with 
desire to make money, Salary, percentage 







* * 


* 

Frank J. Prendergast 
ST. LOUIS.—Frank J, Prendergast, 66. 
former retail sales manager for the old 























Hudson-Frampton Motor Car Co. here, died of profits. A real opportunity for perma- 
Dec. 9 at his home near Los Angeles. Mr. nent position, All applications confiden- caaanen — ae i —— 
ee een nee —. or ae tial. Box 3010, c/o Automotive News, with security, you must meet our rigid 
, : Detroit 7. qualifications.’ Box 3021, c/o Automotive 








the St. Louis Star. He later was local ad- 
vertising manager for the St. Louis Star- 
Times and general manager of Radio Sta- 
tion WTMV. ‘ ‘ 

* 


Alfred Paglia 
SYRACUSE. — Alfred Paglia, an auto 
dealer here and a director of the Syracuse 
Automobile Dealers Assn., died. 
* * 


Louis G. Hupp 
DETROIT.—Louis G. Hupp, formerly as- 
sociated in the Hupp Motor Car Co, and 
later with the R. C. H. car, died, 


* * * 
Timothy Joseph McCarthy Sr. 
DETROIT. — Timothy Joseph McCarthy 


News, Detroit 7. 






USED CAR MANAGER 
Franchised Automobile Dealership 


For a large multiple-branch dealership lo- 
cated in Eastern metropolitan market. Se- 
lected man must be capable of developing 
and coordinating retail used car sales. In 
addition must have the ability to cultivate 
wholesale outlets to handle large fleet 
trades expeditiously. Substantial base sal- 
ary and incentive will provide potential 
earnings well over $18,000 annually. All 
replies will be kept in strict confidence. 
Please submit complete employment rec- 
ords including results obtained, personal 

























of a bo 1 
to display ads in this section.) 









GENERAL OR SALES MANAGER seeking 












sr., 77, founder and chairman of the De- | ata, salary requirements and availability.| challenging position. Fifteen years’ ex- 
troit steamship firm which has shipped | Must be willing to relocate. Box 2979, c/o| perience; know every phase including 
automobiles on the Great Lakes since 1935, | Automotive News, Detroit 7. financing, advertising, handling com- 
died Nov. 23. . . vA plaints, closing and appraising. Owned 
successful dealership for a number of 

WANTED—SERVICE MANAGER Chevro- years. Age 36 and sober, presently em- 





Lemuel Sylvester Helms 
INDIAN TRAIL, N,. C.—Lemuel Sylves- 





let dealership in eastern North Carolina. 
$7,200 minimum salary plus commission, 





ployed by ‘‘Big 2.’’ Prefer Southeast or 
Southcentral state. Box 3026, c/o Auto- 








ter Helms, 81, retired local auto dealer, demonstrator and frin 
, » ge benefits. We are 

died Nov. 26 in Vero Beach, Fila. interested in a man who can hire and ee Ne Tn sesninanenag 

* * * train men and manage a service depart- | SERVICE MANAGER, 45 years of age, 25 





years’ experience General Motors servic- 
ing, past 15 years as service manager. 
Excellent factory and customer relations, 


ment which will produce a profit. Expe- 
rience and proven ability mandatory. 
Reply Box 3002, c/o Automotive News, 






Esley O. Anderson 


CHARLOTTE, N. C.—Esley O. Ander- 
died 













son, 77, pioneer automobile dealer, . 
Nov. 27. In 1916, with his brother, Fred, Detroit 7. best of references. Will relocate January 
he opened Pyramid Motor Co., now known | wANTED — SERVICE MANAGER. Cus- a oe 3023, c/o Automotive News, 







as the King Chevrolet Co., and in 1928 he 
organized Sir Walter Chevrolet Co., Ra- 
leigh, N. C. He also was founder of Pyra- 
mid Discount Corp., Charlotte, but had 
been retired from business since 1950. 

* * * 


Albert Edwin Pfaff 
WINSTON-SALEM, N. C.—Albert Ed- 
win Pfaff, 84, an auto dealer here 40 years 
and secretary of Central Carolina Motors 
when he retired in 1956, died Dec, 1. 
* * * 


Luther Walter Jacobs 
RICHFORD, Vt.—Luther Walter Jacobs, 
74, a retired Chevrolet dealer here, died 
Nov. 17. He was a former member of the 
Vermont Legislature and a director or 
trustee of three area banks. 
* + * 
‘Guy Ellis Cline 
LINCOLNTON, N. C.—Guy Ellis Cline, 
80, a pioneer auto dealer here, died Dec. 1. 
Starting as a Ford dealer in 1909, he be- 
came the state’s first Buick dealer in 1913 
and at the time of his death handled Buick 
and Pontiac. 


tomer labor $7,500 to $9,000. Need ex- 
perienced man with ability to supervise 
entire service operation. Very good sal- 
ary, fringe benefits and incentive plan. 
Necessary to have proven record, Ted 
Caffey Chevrolet, Sauit Ste. Marie, Mich- 
igan, MElrose 2-9996. 





SALES MANAGEMENT ADMINISTRA- 
TOR desires opportunity. Fifteen years’ 
experience in sales and business man- 
agement, automotive industry, Married, 
early forties, college man, Box 3014, c/o 
Automotive News, Detroit 7. 









HELP WANTED 


AUTOMOBILE DEALER 
FIELD REVIEW REPRESENTATIVES 


Major automotive manufacturer offers a limited number of challenging job op- 
portunities to qualified individuals having substantial experience in accounting 
and auditing. Positions involve regular personal contact with our dealers with- 
in a given area, reviewing financial, accounting and other operating precedures. 









7 11 Some travel is required. Company cars are furnished. These are regional as- 


MANAGEMENT TEAM AVAILABLE, An 


SERVICE MANAGER DIRECTOR — Top 
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POSITION WANTED 


AUTOMOTIVE CONSULTANT, service spe- 
cialist. Will render short term service on 
fee basis or accept long term position on 
salary plus arrangement. Travel or re- 
locate. Write Box 2995, c/o Automotive 
News, Detroit 7. 


MANUFACTURERS’ REPS 


ATTENTION REPS! 


Some choice territories still available for 
“Musical-Aire,"’ an exciting new product for 
the home. Ideal for almost any type of retail 
outlet. ‘'Musical-Aire" is an ingenious, low. 
cost sound reproduction unit that connects 
into existing heating or air conditioning sys- 
tems, and carries true-fidelity sound to every 
room in the home. It utilizes homeowners’ 
radio, phonograph, hi-fi or TV set, and con- 
verts every heating or air-conditioning regis- 
ter outlet in the home into an_ individual 
speaker. It can easily be installed by any 
homeowner in less than an hour. We predict 
that every home in America will have 'Musi- 
cal-Aire"’ . . . well, almost every one! Write 
giving complete details, such as territory 
covered, number of men travelled, type of 
outlets serviced, other lines you carry, etc. to 
Roger Mark Corp., 153 W. Ohio St., Chicago 


10, I. 


POSITION WANTED 


GENERAL MANAGER—Have owned own 
dealership for 17 years in same location— 
one of the ‘‘Big Three.’’ Would like po- 
sition with privilege to buy-in or to 
buy-out, GM or Ford, in small town, Can 
give excellent references and move any- 
place in the U. S., but would prefer 
Middlewest or West, Address Box 3015, 
c/o Automotive News, Detroit 7. 








experienced team of department man- 
agers for sales, parts, service and busi- 
ness is available to organize and operate 
your dealership. This young, energetic 
team has a proven record of operation 
in a profitable Canadian dealership;-han- 
dling in excess of 1,200 new cars per 
year, Inquiries in confidence to Box 2996, 
c/o Automotive News, Detroit 7. 


level executive with 12 years’ successful 
experience in volume GM dealerships de- 
sires association with an aggressive, 
service-minded dealer. Box 2997, c/o 
Automotive News, Detroit 7. 

GENERAL OR SALES MANAGER, 20 
years’ experience Chevrolet and Ford 
dealers. New England location preferred. 
Available after December 15. Excellent 
dealer, factory references. Box 2989, c/o 
Automotive News, Detroit 7. 








HELP WANTED 










GOOD 
REASONS 


Why You Should Inquire About 
Your Opportunity with the 
Ford Motor Credit Company 


capitalize on your finance company experience and 
ability 

move ahead on performance and competence—not 
mere passage of time 

learn modern finance techniques through electronic 
data processing 


enjoy employe benefits unequalled in the industry 


benefit from a salary scale unexcelled in the auto- 
e mobile finance field 


Check these five reasons and visualize what you will be 
doing two years from now. 


There are immediate openings and future openings in field 
operations for: 
BRANCH MANAGERS 
OFFICE MANAGERS (in charge of 
internal operations of a 
branch office) 
SALES REPRESENTATIVES 


There are staff openings for: 
FINANCIAL ANALYSTS 
CREDIT ANALYSTS 
INTERNAL AUDITORS 
ACCOUNTANTS 
OPERATIONS MANAGER (for 
international automotive financing) 


All inquiries are kept confidential. 
Write to: 


* 
Frank R. Littman 
VERSAILLES, O.—Frank R. Littman, 
87, a retired auto dealer here, died Dec. 2 
at the Shady Rest Nursing Home near 
Covington, O. 2 
* 


* 
Joseph Ashcroft 

POPLAR BLUFF, Mo.—Joseph Ashcroft, 
87, founder of Bimel-Ashcroft Mfg. Co., 
died Nov. 1, His firm manufactured wooden 
spokes for auto wheels before the advent 
of the disc wheel, and later made skis. 

* * 


William Carson 
BEECH GROVE, Ind.—Services were 
held Dec, 6 for William Carson, 71, He 








signments and may or may not call for relocation—depending on your present 
residence and desire to relocate. Degree in accounting and experience in auto 






Ford Motor Credit Company 


Personnel Director 
Room 2086 


20000 Rotunda Drive 






dealer or public accounting is essential. 





For interview appointment, submit resume of education and experience, in- 
cluding salary requirements to Box 3018, c/o Automotive News, Detroit 7. All 
replies held in strict confidence. 

An Equal Opportunity Employer 





Dearborn, Michigan 
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Di KSHIPS AVAILABLE DEALER SERVICES 
qUTO-’ AGENCY, dealership han- 
ating Pontiac, Rambler automo- 
. international truck, western 1 
opr! unty seat, irrigated area. 1962 Auto Costs! 
New Stran-Steel, ultra-modern i , 
sidit lease, located on a main| Discover how much your Deal's cars really 
Reve ghway—for a No. 1 truck | cost. The book, "AUTO COSTS," gives you 
stop ne extremely heavy in sales | the factory invoice prices of all 1962 American 
and ae A Gan cars, 25 foreign cars, 4 American trucks, and 
tory mae. ee ee | all their equipment. Used by dealers and 
Brice — | Carns: nationwide. Order your ‘62 edition 
DEA! NOW HANDLING FORD, | today for only $10—three year subscription $18 
DE ne units, Will sell building. | (including all supplements). 
Boo northern Indiana _ town. as 
Hes e reason for selling, Will | AUTO COSTS, Spencer Publishing Company, 
gact 2982, c/o Automotive News, iberty, N. Y. 
Det 
SOUTH! NTARIO DEALERSHIP IN 
300,000 DING AREA handling pop- 
ular ‘ line and several major im- TWO ESSENTIAL SERVICES 
t line 1,200 new and used volume 
rth a inchises exclusive in area. INVENTORY SERVICE 
Large, modern, fully equipped premises, Parts, accessories and similar goods. 
pody shop, ete. in top location, and used 
ear operscion with up-to-date offices, ete. | APPRAISAL SERVICE 
ation established and proven profit- 
oe cor many years, Will negotiate re: | Furniture—Equipment—Machinery—Tools 
Sass or purchase, Reply to Box 3003, For Buy/Sell Agreements, Annual Fiscal 


c/o Automotive News, Detroit 7. 


AGENCY HANDLING DODGE-DART, in- 
dustrial town in south Jersey, population 





95,000. New, modern building less than 
two years old. Building and business for 
sale or will lease building. Illness forces 
sale. Purchaser must have factory ap- 
proval. Box 2992, c/o Automotive News, 
Detroit 7 


SOUTHERN CALIFORNIA—Agency han- 
dling Dodge, 45 minutes from Los An- 
geles, 100,000 trading area, Potential of 


3200 units. Total investment approximately 
$30,000. Excellent lease, Box 3016, c/o 
Automotive News, Detroit 7. 
DEALERSHIP HANDLING PONTIAC 
available in fine southwestern community 
of over 100,000, 360-400 new car poten- 
tial, modern facilities. Box 3024, c/o 


Automotive News, Detroit 7. 





JGENCY HANDLING LARK-HAWK_ in 
small Southern California town, Main 
street location. New building that can 
be leased, no real estate to buy. Address 
Box 3027, c/o Automotive News, De- 
troit 7. ie ie ia 

DEALERSHIPS WANTED 


YOLKSWAGEN OR CHEVROLET DEAL- | 


ERSHIP. Young, experienced, aggressive 
man looking to buy either a partnership 
or complete agency. Your reply kept 
strictly confidential, Box 3017, c/o Auto- 
motive News, Detroit 7. 

CENTRAL OHIO AREA. Factory qualified, 
Want to buy-in with cash down on a 
buy-out basis. Outstanding record 
references available. Box 3000, c/o Auto- 
motive News, Detroit 7. 


7 COLLECTIONS, REPOSSESSIONS 


JEALERS, FINANCE FIRMS, BANKS: 
Send your SKIP problems to Home De- 
tective Co., Inc., Box 862, Greensboro, 
North Carolina — Direct phone: I-919- 
BR22034. Write for listing forms. 40 
years in business — facilities in every 
state and abroad. America’s Premier Skip 
Bulletins free upon request, Fast daily 
service Fort Bragg, Cherry Point, Camp 
Lejeune, Testimonials from customers 
thruout U.S.A. 


COLLECTIONS AND REPOSSESSIONS 
anywhere in Illinois. SKIPS FOUND 
ANYWHERE. We collect deficiencies. 
Publishers of ‘‘Instant-Contact’’ national 
lists of JP’s, constables, collectors, etc. 
C.C.A., 612 W. Market, Taylorville, Ill. 
VA 4-6880. 








SEE PAGE 26 
for the nation's 
TOP AUTO AUCTIONS 





and | 


Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power’. booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. 


Detroit 27, Michigan 
WEbster 3-6445 








DISTRIBUTORS WANTED 








AUTOMOTIVE 

DISTRIBUTOR 

WANTED 

cooden end ambilogens kas “ssstiont ape 


portunity for progressive, aggressive Distrib- 
utor with successful 
quality vehicles are acknowledged leaders in 
their field. Market is permanent and profit- 
able for right sales team. Send complete de- 
tails of your organization to Box 3019, c/o 
Automotive News, Detroit 7. 


sales organization. Top 








CARS FOR SALE 








IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 





NEED CLEAN 
USED CARS? 


We Have Them — ‘57s Thru ‘61s 


FORD, CHEVY 
Plus Other Popular Makes 


Call us when you hit Detroit. We will 
make your visit profitable and pleasant. 
aie 


Call Used Car Manager 
DICK LURIE FORD 


24750 Greenfield — Lincoln 8-0800 
Oak Park, Michigan (Suburb of Detroit) 








CARS FOR SALE 





Got the customer ? 


HERTZ 


has the used car! 


All are in fast-selling colors and fully equipped 
with power steering, R & H, automatic trans- 
mission, many with power brakes—the works! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hardtops, wagons and con- 
verts—you name it, we’ve got it ! Low mileage, 
clean and sharp—real bell ringers ! 


1960 and ’61 models are now available at Hertz 
offices across the country. 





Governors—well 


CARS FOR SALE 


"62 
VOLKSWAGENS 


Fully Americanized 
Delivery to any port 
in U.S. A. 


SPECIAL PRICE 


ON VOLUME 


ALL NATION'S 
TRADING CO. 


10 Fenton Drive Millburn, N. J. 
Phone: ESsex 2-1286 





Ample Supply of 


CLEAN 
USED 
CARS 


1961 - 1960 - 1959 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 

















1960 


Lark Taxicabs 


Original Owner—Selling 106 


Studebaker 6 cylinder Cruiser, longer chassis 
model taxicabs with every heavy-duty option. 
maintained—no oil burners— 
covers, trim and bumper 
- HD automatics. HD low cut in Auto- 


. HD finned brake drums, '/,"' 
lining. 6:70x15 nearly new Firestone tires, used 
about seven weeks. 

Cabs now in use—All will be replaced by 
Dec. 22. Vinyl upholstery, roofs painted white 


—balance Studebaker jonquil yellow. 


$425 Each F.O.B. New York 
Discounts in quantity—Many spare parts 
See them at 55th St. Taxi Garage, 508 W. 55th 
St., New York. Phones: Circle 6-9424 and 


JUdson 6-1840. 





[re 
EX-TAXICA BS 


Immediate Delivery 


"59 & '60 FORDS AUTOMATIC 
‘60 DODGES AUTOMATIC 
"60 LARKS AUTOMATIC 


Prices on Request 
Call or Write 
ALL STATE 
TAXI CORP. 


196 Myrtle Ave. Brooklyn, N. Y. 
JAckson 2-6655 








CARS WANTED 





CADILLAC LIMOUSINES and hearses — 


sharp, late models only. Franz Ridgway, 
BE 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon. 








CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 
write: 


Car Leasing Division, The Hertz Corporation, 


660 Madison Avenue, N. Y., Tel. PL 2-2000 





LOST OR STOLEN: 





1958 Chevrolet Brook- 
wood station wagon, motor and serial 
No. D58J 121926, Montana license No. 
3-287, tab No. 7-5370. Registered to per- 
sons known as Thomas F, and Frankie 
B, Smith, Lienholder: 1st National Bank, 
Missoula, Montana. $25.00 reward for 
any information leading to recovery of 
this vehicle. Notify Bakke Motor Co., 
Missoula, Montana. 
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MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


® 
*CADALLOY STEEL CAST 
| YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock. Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


LLOYD PARTS—complete stock, Prompt 
shipment. Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


SPARE PARTS FOR SALE 


NSU PRINZ and NSU SPORT PRINZ 
spare parts and accessories, complete 
stock, including new NSU PRINZ 4. 
Contact nearest distributor or Ludwig 
Motor Corp,, 421 E, 91st St., New York 
28. TRafalgar 6-7010, (Importer for 
NSU cars and parts: Transcontinental 
Motors, Inc., 230 Park Ave., New York 
17. MUrray Hill 9-2710.) 








PARTS WANTED 


HOT WATER HEATER, complete with 
controls for 1955 Pontiac, Write stating 
price, Laverdiere Motors, Lake Linden, 
Michigan. 








TRUCKS WANTED 
WANTED TO BUY: Used Chevrolet pickup 
trucks—also Willys Jeeps, State condi- 
tion and price, Box 3025, c/o Automo- 
tive News, Detroit 7. 





WANTED—Holmes 525 wrecker on 1957 or 
newer truck. Send pictures and full de- 
tails. Don Merrill Motors, Waverly, New 
York. 


€ 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount .... sess 17.45 


Dealers’ Net with 4 $52.35 


Standard plus 2 Large 
Adapter Clamps Fed. Tax. Inc. 





BUSES WANTED 
WE NEED USED BUSES FOR EXPORT. 
Keep our name in your files and always 
let us know what you have, Autotrac 
Equipment Co., 905 Queen & Crescent 
Bldg., New Orleans, Louisiana, 








SHOP EQUIPMENT FOR SALE 


PUBLIC 
AUCTION 


Shop and office equipment, tools, 
parts and garage service equip- 
ment, parts bins. 


Thurs., Dec. 21st 
10:00 A.M. Until Sold 
McLaughlin Motor 


Sales, Inc. 
2111 Adams St. 


Toledo, Ohio 


(former Buick dealer) 


| 





THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory 
Dealers’ 25% Discount 
Dealers’ Net with 4 


Standard plus 2 Large 
Adapter Clamps 


Sale conducted by the Montpelier Auto 
Auction Co. of Montpelier, Ohio. 
Contact for open sale dates. 
Phone: 485-9535. 


$44.85 


Fed. Tax. Inc. 





"ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.O.B. Factory 
Dealers’ 25% Discount 
Dealers’ Net with 2 
Standard plus 2 Large 
Adapter Clamps 





SHOP EQUIPMENT WANTED 


WANTED TO BUY — Automobile paint 
booth, size 14’ x 24’ or over, equipped 
with lighting and fans, Wit!l consider 
oven-type booth, We are also interested 
in floor-type hoist. Write details to Mr. 
Richard Lucas, Taylor Chevrolet, Inc., 
342 Lincoln Ave., Lancaster, Ohio. 





$38.25 


Fed. Tax. Inc. 


WANTED: Bear frame straightening and 
front end machine, Ratliff & Sons, P, O. 
Box 1476, Sanford, Florida, 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 





ANTIQUE, CLASSIC CARS FOR SALE 


1927 BUICK SPORT TOURING with a 
California top, repainted cream body, 
black top and fenders, black leather in- 
terior, original wood artillery wheels. 
Tires are good, motor all overhauled, 
new rings. Car will run anywhere, Have 
spent $700 restoring. I will take $700. 
Mel Patee, REgent 2-1422, Storm Lake, 
Iowa. 








1900 HOLSMAN, needs reconditioning, Best 


e id 
offer over $2,000. Write or call: J. E. since 1939 
Saul, Jr., Maple Buick, Inc., South 
Orange, New Jersey. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


| 
| 
| 
| 
All Other Countries — One Year $13 [] or Two Years $22 [] | 
{ 
| 
| 
| 
| 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


TRADE CONNECTION: 


Truck Dealer [] 
Insurance [] Financial [[] 


Car Dealer [] 
Jobber [] 


| 

| 

| 
Manufacturer [j | 
Supplier [J 
| 

| 

‘ 
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HOW TO REPAIR 
ACRYLICS 


FIRST ... don’t let Acrylic paint scare you. It’s 
easy to repair Acrylics if you remember they do 
not redissolve or reflow like lacquer. So, why 
stew? Here’s what to do: Nothing tricky... 
just 3 basic reminders. 


BAD SCRATCHES WILL 
SHOW THROUGH 


Never leave sand scratches on the prepared ‘we 
acrylic surface. Bad scratches will show ~S 

through as though the car surface had been 

cleaned with a rake... SO FINISH-SAND WITH 


FINE GRIT PAPER. 


Always thin according to directions. (If your 
eye glasses are fogged, ask the boss to read 
the directions for you.) | 


Spray Acrylic colors in SINGLE COATS ONLY. 
Allow ‘‘Flash-out’’ or ‘‘set-up’’ time between 
coats. Don’t trap solvents. 


THIN ACCORDING TO DIRECTIONS 


RINSHED-MASON COMPANY sles 
rite for Alpha-Cry/ 
Paint for automotive production and refinishing Refinishing Manual AD-96 


DETROIT 10, MICH. 3% ANAHEIM, CALIF. y% -WINDSOR, ONT., CANADA 








